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E note increased activity 

along lines of closer investi- 

gation and more careful 
thinking among credit men. We re- 
spectfully submit a new plan of in- 
vestigation for credit men in the 
shoe business. When a man ap- 
proaches with the announcement 
that he is going to open a new shoe 
store, let the credit man view him, 
not as a new account on the books, 
but as a prospective failure. Then 
proceed with the investigation about 
as follows: 

Where are you going to open this 
store? What is the population of 
the town? What kind of a store are 
you going to open, exclusive men’s, 
women’s, or a general store? If 


you are going to open an exclusive 
women’s store, how many women are 
there in the town? How many in 
the adjoining territory, and how 


every ) See in the sen 9 


credit YW 
man 


a look at 


te 


a) 





What a Credit Man Wants to 
Know—and Why 


many of them can you hope to sell? 
If it is to be a men’s store, give 
relative information. How many 
shoe stocks are now open in this 
town? How much business are they 
doing? What kind of stores are 
they? What kind of competition do 
you expect from them? Do you be- 
lieve that another shoe store is 
justified in that town? (Other 
questions designed to bring out all 
the facts should be asked.) 

Then proceed to get other infor- 
mation about like this: Have you 
leased a store? What is your ren- 
tal? Is the location a good one? Is 
it on a main street? How much 
will you have to overcome on account 
of bad location? Did you get a long 
lease? Will your landlord put the 
place in good order and will he 
maintain it so? Let me see your 
lease. I want to know what may 










happen to you after your first year’s 
tenancy. 

Now to the financial part of the 
inquisition. Have you established a 
banking connection? Show me a 
letter from your banker telling me 
that you have arranged for credit if 
needed and on what terms. How 
much cash have you? After your 
shoes are bought, how much working 
capital will you have? Have you 
provided a reserve fund to sustain 
you in times of dull business? Are 
you insured? Have you made a 
will? Tell me all about yourself and 
your aims. Are you married? Do 
you own a car? Do you golf, fish, 
hunt, or in other ways get outdoor 
exercise? Are you in good health? 
Now, this may seem quite personal, 
but we are business men talking 
business and what you say to me 
will be held strictly confidential. 


[CONTINUED ON PAGE 88] 
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TELL- U-HOW 


A Boot and Shoe Recorder Department 
in which will be found the solution of 
merchandising problems submitted by 
merchants to O. K. Johnson, Associate 











—The Inquiry: 

Telegraphic request for detailed 
information regarding average 
profit mark on purchases in shoe 
stores, average profit maintained 
on sales, turnover, net profit per 
cent, and per cent of customers’ 


_returns to sales. 


—The Answer: 


EREWITH you will find in- 
Hernan you asked for re- 

garding certain figures in shoe 
stores, supplemented in some cases 
with facts about business not specifi- 
cally confined to shoes, but pertinent 
to the questions in your mind. 

Two years ago the Harvard 
Bureau of Business Research pro- 
duced the following figures of a 
typical shoe business for the twelve 
months of 1923: 


Per Cent 
of Net Sales 
At COINS -6:0.0.6-0:0. 0% $58,000 
Gross margin..... 16,878 29.1 
Total expense. ea 27.4 


SX eS 986 1. 
Turnover—1.9 times during the year. 

The average shoe store has not 
improved upon these figures very 
much during the past two years. 
Every shoeman, of course, has made 
strenuous efforts to realize a better 
actual markup, increase turnover, 
increase net profit, and reduce ex- 
penses. Many shoe stores have 
shown improvement in respect to the 
first three points, but most of them 
have had difficulty in pulling down 
expenses to any material degree. 
Some stores have also succeeded in 
increasing the volume of their busi- 
ness and thus improving their per- 
centages. 

From the same source, for the 
same period, comes information that 
the amount of returns and allowances 
averaged about 1 per cent to the 
net sales. The figure seems to grow 
with the growth of volume, being 
twice as much in stores with a 


quarter of million of business as in 
stores with a hundred thousand busi- 
ness. But, in any case, the amount of 


Editor of Merchandising Practice 


returns and allowances in the aver- 
age shoe store is not great enough 
to cause much disturbance. About 1 
per cent ought to be included in the 
store’s expense percentage to cover 
this item. 

The cost of doing business, accord- 
ing to facts assembled by the Bureau 
for the same period, was as follows, 
in the typical shoe store: 


Per Cent 

: of. Net Sales 
Total salaries and wages...... 14.7 
MARIE i 60 6 6.666006 0060 00% 2.2 
Boxes and wrappings......... 0.2 
OE FORE EE OER 0.25 
— supplies and postage. . 36 
Heat, ‘light and power... :.: 0.6 
RONG Spates ic eggpeneon 0.5 
Repairs of store equipment.... 0.2 
Depreciation of store equipment 0.4 
a SU eee 2.7 
Miscellaneous expense......... 1.0 
Losses from bad debts........ 0.2 

Total expense............ 27.4 


Every store determines its own ex- 
pense list, and supposedly wisely 
determines the amount of all the 
items in relation to the character 
and policy of the store, competition 
and the needs and demands of the 
community. 


N this connection, the salary ques- 

tion is an interesting problem. 
There seems to be a group of retail 
shoes stores where salaries and 
wages run about 15 per cent or 16 
per cent of net sales, and another 
group where the figure is about 12 
per cent. With volume up to the 
hundred thousand dollar mark, the 
higher figure is pretty sure to pre- 
vail. 

Figures vary somewhat with dif- 
ferences in size of community. The 
average rent percentage for a city 
of between 300,000 and 400,000 has 
been reported as almost 5 per cent, 
instead of the typical figure of 3.5 
per cent as it appears above. 

Take the item of advertising, too. 
The average figure is somewhere 
around 2.2 per cent. But what the 
figure actually is rests largely with 
the management, and is determined 
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partly by local conditions and partly 
by store policy. In many cases it 
runs up to 5 per cent and higher. 
And now, look at the total expense 
percentage of 27.4 per cent. This 
was the common figure for some five 
hundred stores reporting. But there 
are stores whose expense runs above 
40 per cent, and others that have 
succeeded in keeping under 20 per 
cent. Many stores operate with an 
average total expense around 32 per 
cent. There is also a considerable 
number of stores that keep their 
average hovering around 23 per cent. 


SHOE STORE is reported as 

having net sales of $167,000, 
with an average inventory at cost of 
about $13,000. The answer to the 
riddle is its high rate of turnover— 
8.4 times. This store kept expense 
under 20 per cent, salaries and wages 
down to 10.7 per cent, and rent ex- 
pense 3.6 per cent. Net profit was 13.8 
per cent of net sales. That’s going 
some for a shoe store. But it is an 
instance which emphasizes the fact 
that average figures are not a con- 
trolling element in business. They 
are valuable as a means for check- 
ing up success or failure. But they 
are not a real measure of success. 
Success rests with the management 
of the store. 

Bad management can run a store 
at a loss of 10 per cent of net sales. 
Good management can run a store at 
a net profit of 10 per cent. There 
are a number of stores that succeed 
in doing so. Quite a good many shoe 
stores make, with fair regularity, a 
profit of about 8 per cent. Hundreds 
of stores make a net profit better 
than 5 per cent. And yet, the aver- 
age for the business always has been, 
and still is, much below this figure. 
Again, the answer is—store manage- 
ment. 

Take up the question of stock- 
turn for a moment. The average 
for the shoe business is rather poor 
—1.9 times. But there are, without 
doubt, hundreds of stores in this 
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country of ours which do not have 
a stock-turn of more than 1. Of 
course, they are actually losing 
money. At the other extreme, I am 
convinced that there are twice as 
many shoe stores which register a 
stock-turn of perhaps 4 or more 
times. They are the stores which 
are making the good money in the 
shoe business. Bettering turnover 
reduces expense percentages and 
avoids many of the losses which, 
with a low turnover, come from de- 
preciation of merchandise and from 
fashion changes which make shoe 
styles obsolete, very quickly some- 
times. 

The following is a memorandum 
which is worth while studying. You 
may easily draw your own infer- 
ences. 


Gross Net 

Total Mar- Prof- 

Ex. “te gin, > 
Per~ Per Per Turn- 
Net Sales Cent Cent Cent over 
$30,000.. 27.8 at,3 Laens.? 2-6 
30,000 to $49,000.. 25.5 27.4 1.9 1.8 
50,000 to $99,000.. 26.7 28.5 1.8 2.0 
$100, 000 to $249, 000 27.5 3 3.1 2.2 


0.6 
$250,000 and over. 32.0 34.8 2.8 2.6 


There is a variation in shoe store 
figures according to geographical 


location. Here are the figures for 
your community (1923): 
Per Cent 
Total expense............ 28.0 
Gross margin ........,..+.- 29.0 
SE SE. 0.6.4 04-05 00026046 1.0 


Stock-turn—1.8 times. 


There are times and there are 
ways in which geographical location 
may affect the business record of a 
store. But it does not have a con- 
trolling influence, because turnover 
is essentially dependent upon man- 
agement, and skill in management 
knows no control by location. 

It is interesting for shoemen in 
shoe stores to know some facts 
about the business in the shoe de- 
partments in department stores. An 
inspection of many stores’ figures 
shows that department stores run 
their shoe departments with a little 
higher percentages of expense and 
gross margin than do unit shoe 
stores, on the average, and do not, 
as a whole, have any better stock- 
turn than the average unit store. 

There is another consoling thought 
for a great many shoemen. Turn- 
over has no particular dependence 
upon the volume of business a store 
conducts. Stores with less than 
$50,000 in net sales can have just 
as high a turnover as stores selling 
a quarter of a million or a million. 

Here is a procedure which many 
shoemen are following. Think it 
over and see how it strikes you. 

Total operating expense is likely 
to run about 28 per cent. Careful 





BOOT AND SHOE RECORDER 61 





and skillful merchandising may re- 
duce this somewhat, of course. And 
if you have figures showing the 
actual experience in your own store 
with shoes, use your own figures. 

Add to this 5 per cent or 6 per 
cent as your desired profit. 

Add to this, also, 2 per cent or 3 
per cent to cover markdowns which 
may be necessary because of sudden 
changes in style preference or be- 
cause of other exigencies in the shoe 
busifiess. It is true that this item 
ought to be included in the regular 
percentage figure for total expense; 
but many stores do not cover them- 
selves sufficiently on this point. 

By. this computation you will 
make your markup somewhere from 
35 per cent to 37 per cent. On some 
of the styles you buy you will be able 
to get a higher markup, a larger 
margin; other styles you will want 
to mark more closely, for one rea- 
son or another. But the essential 
point is to keep your average mark- 
up on the whole stock in the wo- 
men’s department at the figure you 
compute to be the proper markup 
for your store. 

Then, the answer is a question of 
management, of business ability and 
skill—in buying, stock-keeping, 
salesmanship and all-round aggres- 
sive merchandising. 


Finding Why Sales Are Lost 


{[GHTY per cen of the 

ustomers who shop in the 
Bootery, San Francisco, make 
purchases. The batting aver- 
age of his sales force has been 
brought up to this wonder- 
fully satisfactory figure be- 
cause Manager Jack Rogers 
believes in learning the 
“why” of all lost sales. His 
system is simple but 100 per 
cent effective. The responsi- 
bility for the lost sale may 


lie with the merchandise; it This is the chart used by the floor manager of The 
may be the fault of the sales- Bootery in San Francisco to record sales lost and 


man. Mr. Rogers finds where ™ade by his men. 


it should be placed in this 


way: a 


Every morning the floor 
manager is given a dated and ruled 
card on which each of the 10 sales- 
men’s numbers are indicated oppo- 
site a row of about 20 squared 
spaces. Customers are assigned to 
salesmen in consecutive order except 
in the case of personal trade, and a 
check is made in pencil against the 
salesman’s number in the square cor- 
responding to the number of custom- 





Day of Wee ee 
Ad asa ye" Sold 





to the salesmen 


ers he has handled up to and includ- 
ing this point. 

At the end of the day, or rather 
the next morning, a check is made 
with the sales slips, showing Mr. 
Rogers exactly how many sales each 
man has made, how many he has 
lost. And the reason for these lost 
sales is something that he goes into 
every day with his selling force. 


% 


The numbers are those assigned 


Each salesman is called 
upon to explain why his lost 
sales didn’t go through. It’s 
all done in a spirit of help- 
fulness, and the salesman isn’t 
made to feel that he’s being 
“called upon the carpet.” 

To keep salesmen on their 
toes all the time, Mr. Rogers 
uses what he calls “hidden” 
contests. He has tried out all 
sorts, he declares, and none 
have proven as satisfactory 
as the kind that are never 
announced beforehand. They 
can come at any time, and 
salesmen can never tell when 
one is taking place. Cash 
prizes are given for the best 
sales made during a certain period. 
No one in the store but Mr. Rogers 
knows when a contest is scheduled. 
One contest may follow immediate- 
ly on the heels of another. There’s 
no telling about that. So sales ef- 
fort doesn’t have an opportunity to 
slacken up a bit as it usually seems 
to after the usual kind of sales com- 
petition. 
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GS en a new is stirring in 
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First to open the Fax) demand in men’s shoes is collegiate type of footwear. 


oxford, modified 


alloon trouser pattern, double deck sole and heel. 
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We illustrate a wine calf, heavier 


Second, tiger stripe welt in a hotsy-totsy 


shoe for fall in a tan calfskin. Third, a blucher wing tip model with harness and heavy stitchings 


Narrower Trouser Bottoms May 


Influence Shoe Styles 


mén’s styles for fall. A prom- 
inent stylist recently visited the 
great clothing houses of America. 
In conference with a sales executive 
of Hart, Shaffner & Marx, which 
represents popular demand as well 
as any other authority, he learned 
that trouser bottoms of extreme 
dressers last fall were 24 in. in 
width, and with them went the ex- 
tremely blunt balloon type shoes. 
Advice from other clothing houses 
was next sought and the conclusion 
was reached that prevailing width 
of trouser bottoms for the current 
season was 19 in., which would pre- 
vail through the fall season, and the 
opinion was that men’s shoes would 
show a corresponding modification 
from the extreme balloon to the 
medium balloon type of shoe. A fur- 
ther check-up revealed that 17 in. 
would be the width for spring, 1927. 
It is logical at this 
time to point out the 
fact that the very 
sloppy balloon pants 
bottom has covered 
up most of the shoe 
and has reduced the 
number of — pairs 
sold, instead of in- 
creasing the number 
of pairs sold. The 
parallel is in what 
happened to 


women’s _ shoes. 
When skirts trailed , 
the ground, shoes novelty for fall. 


were unimportant; when feet were 
revealed they’ were of great im- 
portance. An inch or two more or 
less in men’s shoes revealed or con- 
cealed may be of importance. Time 
will tell. 

There is the important factor of 
the appearance to the man of his 
foot in conjunction with the trouser 
bottom. A big balloon pant bottom 
with a narrow toe shoes was out of 
the picture. It needed a balloon type 
shoe to go with the big bottom pant. 
Are we to see a corresponding modi- 
fication of the shapes of toes, be- 
cause of this prediction on the part 
of clothing men? 


HE cycle of style was considered 
by A. B. Young in his presenta- 
tion of the style report on men’s shoes 
at the California convention. His 
study of men’s shoes is particularly 
important now, because the Pacific 





The surprise of the mid-season was that selling right alongside of 
summer weights were extra heavy weight bottoms with Napoleon taps 
and heavy wheelings, slug heels with screw fastenings. 
bottom illustrates the new, almost square heel for men’s shoes as a 
It is wooden pegged. Note how the heel almost 


approaches a square end 


Coast has always been considered 
advance territory on shoe styles for 
men. Here is what he said: 


OT etn is very little change in 
lasts. Several new lasts have 
been brought out the past year with 
a.view by the last makers of killing 
the balloon type, but practically all 
have been a failure and the great 
big demand has swung back again 
to the balloon. This, however, does 
not include the short vamp cow’s 
foot type which has gone. 

“The popularity of bluchers will 
make the balloon and modified bal- 
loon the big national last sold every- 
where, including New York, during 
the fall and winter months. Ballons 
are best in blucher patterns made 
with a soft toe box and contrast 
fitting. It is a mistaken idea that 
balloons are slipping fast in medium 
and low-priced shoes. Following the 
seven-year style 
rule, we still have 
five years to get into 
the narrowest toes 
and the same with 
the narrowest bot- 
tom trousers. 

“Lasts in order 
are about as fol- 
~, _ lows: balloon, modi- 

fied balloon with 
considerable spring 
in the forepart, the 
brogue and squarish 
French lasts, first a 
fairly wide French, 

[CONT. ON PAGE 87] 
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Striking Patterns and Colors 








in Fall Coats 


By Eugene F. Peirce 


Color Advisor of the Boor AND SHOE RECORDER 


HE outlook is that 
patterns and colors 
in coats for fall will 
be fancier and more va- 
ried than ever. The rea- 
son for giving the coating 
colors is that much of the 
walking footwear is se- 
lected with the coat in 
‘mind. 

One representative im- 
porter now showing a 
fall collection presents 
175 ranges, having from 
four to ten colors to the 
range. 

The large number of 
patterns prepared is due 
to the imperative demand 
on the part of makers-up 
for confined designs and 
colors—thus, stripes, 
checks, tapestries, geo- 
metrics, disks, chevrons, 
new art, historic orna- 
ment, ‘all are included. 


HE new and outstand- 

ing novelties, how- 
ever, are plaids, worked 
in rather strong colors. 
Extremes in plaids are so 
large that one plaid does 
for the front of the gar- 
ment, while another is 
apportioned to the back. 
This, however, is extreme, 
but it shows the courage 
with which designers 
have approached the mat- 
ter of plaids for the dec- 


latter reason was the cause of the demand.” 
may, Lya De Putti selected a pair of patent leather, gray 
suéde trimmed boots for her fall costume. With fur coats 
short in length and wrapped around, there is a possibility 





The discussion abroad is “whether the Russian boot was 
taken up as a novelty or fashion, or whether it was really 
the object of the purchasers to have protective footwear for 
inclement weather, and it is generally conceded that the 


of boots being good 


Be that as it 


one year ago at this time. 

Pile sheen coatings 
with plaid backs are con- 
fidently offered in grades 
developed for the build- 
ing up of coats to be sold 
at popular prices. Plaid 
backs, it should be under- 
stood, appear as linings, 
which effects a saving in 
the making up of the gar- 
ment. 

Though in the minor- 
ity, cubist and new art 
designs promoted by the 
recent exposition held in 
Paris touch the high note 
in what will probably be 
the most colorful coat 
season in many years. 

Utility is the compara- 
tively new word now 
sharing honors with 
sport in all discussions 
concerning garments for 
outing wear. The word 
utility is especially ap- 
plicable to tweeds, since 
they are in high favor for 
coats and for wind-break- 
ing dresses affected by 
women who frequent 
mountain resorts during 
the winter months. 


HE truth is that 
tweeds have become 
nearly as highly regarded 
in this country as in 
England and in Scotland, 
where they are classics. 








oration of coats. 

Though introduced and popular- 
ized last year, shawl plaids also have 
a strong appeal, since they are in 
the novelty class. The center of a 
plaid is generally woven from a two- 
toned diagonal and each corner is 
decorated with a tartan plaid meas- 
uring about twelve inches square. 
The high novelty in plaids is, how- 
over, of the ombre variety, in which, 
for example, a deep red burgundy 
shades up to a light wine. 

As for colors—greens, reds and 
blues. are outstanding. Broadly 











a 


stated, all of the autumn colors so 
attractive in foliage have represen- 
tation. Included in the autumn 
shades are such extreme examples 
of color as rust, which materially 
expands the shades of red. Gener- 
ally speaking, mills manufacturing 
coatings at popular prices avoid ex- 
tremes in colors and keep close to 
dark and medium shades of browns, 
blues, grays, at the same time giv- 
ing representation to black and 
white effects, which, by the way, are 
now in a much better position than 





Noting this, stylers have 
seized on tweeds from which to make 
adaptations for fancy weaves in 
worsted suitings developed in solid 
colors. Such are classed as worsted 
tweeds. 

“When knighthood was in flower” 
a@ woman’s dress and immediate ac- 
cessories weighed 35 pounds. There 
were rats, hair pins, false hair for 
the head, hair cloth for the sleeves, 
a straight jacket, corset, false hips, 
bustles, hoop skirts, silks that would 
stand alone, skirt linings, etc. 

Now, however, a woman’s dress 
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THE RECORDER CREED: Getting 
More Shoes Sold Right; not only “more” 
but “right”; sold for the right purpose, 
to the right wearer, in the right fitting, 
for the right price, at the right profit. 
This is the great problem of the retail 
shoe merchants. The chie a“ d epee of 
“The Boot and Shoe Recor is to help 
solve it; for this is the basic problem 
upon which depends the progress of the 
entire allied industries relating to shoes 
one leather, their production and distri- 

ution. 








Step Out—Travel 


HENEVER you find that you are getting 
stale and discouraged as to the future of your 
store and its community, the one best thing to do 
is to start off on a journey. If there is one out- 
standing thing that will come to your attention it 
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is this—“Americans love to work”—for by their 
various labors they get the money to spend for ap- 
parel, homes, automobiles and all the complex 
things that go to make up a pleasant existence in 
the United States. Hop on a train in any direc- 
tion and you will see that the prevailing habit of 
all people is that of work. There is less indolence 
per person in America than in any place on the 
face of the globe. 

On your trip you will find that shoe stores 
themselves are changing. The old stuffy model of 
early General Grant architecture of front and 
jobbing house shipping boxes for the interior has 
given way to the smart and up-to-date shoe store 
that has illumination like that of a hotel, rugs like 
those in a home, appropriate color schemes, com- 
fortable seats, and courteous attendants. Times 
have changed, and in their changing there has come 
greater opportunity for profit, and you must not 
forget, greater risks as well. “Nothing ventured, 
nothing gained,” is one of the mottoes of the trade 
today. 

Step out of your store and look about. You will 
find that your banker will be far more ready to 
advance you money for store development if you 
have brought back a number of good ideas to 
brighten up your town. The shoe store is one 
of the substantial elements of a good business com- . 
munity and it should be given all of the financial 
assistance that is tendered a promoter of a movie 
or a fancy restaurant. 


More Styles in Sport Shoes 


N the golf links recently there has appeared 
ventilated shoes for men, punched full of 
holes, and quite the most comfortable looking shoe 
that has ever been created. This was a welt of 
American construction and not the slashed leather 
sandal type, although both are “for health.” 

A good shoe man has said, “Stock more styles in 
sport shoes. There are more golf courses than 
ever—therefore sell more golf shoes. Most men 
have more golf shoes in their lockers at the club 
than they have at home. Profit on this end of the 
business.” This sport shoe business belongs to 
shoe stores and not to sporting goods houses. 

Why should men’s shoes be so limited in pattern, 
design and color that one universal sport shoe is 
good for all purposes? We welcome new types of 
shoes for sport. 


Is This Timely Rebellion ? 


HERE would the men’s shoe business be but 
for the splash of color in the light tans, blonds 
and smoked-horse combinations of this summer 
season? Back in the days when a reddish shade 
of tan was in vogue the shoes held their color as 
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long as the sun shone upon them, but at night they 
looked like black and a man could wear one pair 
of shoes the day around without being conscious 
of having “stepped out of the picture.” 

A number of shoe men have been experimenting 
with the ox-blood shade for men’s shoes for fall. 
The California convention, through its chairman, 
pleads for the light shades of yellow leather, be- 
cause of the perishable character to such footwear. 
Fashion and color wear out more pairs of shoes 
than wear and tear. He is absolutely right. Let’s 
keep color in the men’s shoe business if we are to 
have more pairs. 

Perhaps the trade is going a bit too far on its 
black leather theme. Mr. Young speaks right out 
in the meeting as follows: 


“Once a man purchases a pair of black leather shoes, 
he certainly will be kept away from purchasing another 
pair of shoes inasmuch as they can most readily be fitted 
to any occasion of dress and as we appreciate they will 
stand any condition of weather or wear. 

“I certainly would like to see a movement started that 
will kill the propaganda that we so foolishly tried to put 
out for the wear of black shoes after six, which means 
that after the tan shoes have become soiled, the black shoes 
are worn both day and night and at all times are pre- 
sentable and in no way creates an inclination on the part 
of the wearer to seek after new shoes. 

“As far as California is concerned, we can still protect 
ourselves against the ‘menace’ of black shoes, as the West 
has not yet formed the habit as the East has done. 

“Retailers in New York of medium priced shoes say 
that when they sell a customer a pair of black shoes they 
don’t see him again for a year or so. 

“Why not profit by the mistakes of the East, and think 
for ourselves?” 


Here is a theme that is worthy of consideration 
in every section of the country. There are parts 
of our country that are a number of steps ahead of 
the average, in that its men are more dressy and 
are more conscious of the distinction that color in 
footwear gives. In women’s shoes color is the out- 
standing element and that is what has made the 
feminine side of the business worth while. 

In men’s shoes the old topic of wear and service 
still are the outstanding issues. If this is rebel- 
lion in a style way, it is a Declaration of Fashion 
Independence that is well worth uttering now. 
Black has its place, but it shouldn’t be made uni- 
versal. Let’s have the independence of the colors 
in men’s footwear, if the 
decrease is to be stopped 
and some progress made in 
the other direction. 

The situation in men’s 
shoes isn’t at all compli- 
mentary to the trade. From 
January to April of 1925 
we made 29,622,133 pairs, 
while in the same period, 
January to April, 1926, we 
made 27,490,794 pairs, 
showing a decrease of 
2,131,339 pairs. For the 
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there was manufactured 7,101,920 pairs, and in 
1926, January to April there was manufactured 
6,525,858 pairs, showing a decrease of 576,062 
pairs. Making shoes more conservative will not 
help. If we are to have an “abolition of decrease” 
we have got to give reasons for increase and more 
colorful and interesting shoes for men is the only 
thing in the world that will do it. 


Group Your Shoes 


E make the suggestion that the merchant 
classify his shoes in types and group them ac- 
cordingly. Slippers of the same general charac- 
teristics go well together, and if made up of a va- 
riety of materials permit of some latitude in the 
matching and contrasting of shoes with costume. 
The new fancy oxfords with trimmed effects are 
being appreciated by the merchant as an oppor- 
tunity for more filled-in shoes for the fall season. 
To group them is to give a natural picture of that 
stock to your customer. 

Don’t make your customer confused by a hodge- 
podge display of styles. Try to train the custom- 
er’s mind into a consideration of your shoes in 
types. 


Talk Shows Up—Not Down 


66 O one ever regretted buying quality,” is the 

slogan Sommer & Kaufman of San Fran- 
cisco use in all their advertisements that drives 
home a good idea. 

As a well-known western character once re- 
marked: ‘“Ain’t that the obsolete truth?” Sim- 
mons of St. Louis originated another saying that 
has been repeated all over the world: 

“The recollection of quality remains long after 
price is forgotten.” Few men or women have ever 
regretted buying a good article of wearing apparel 
after the first pangs of paying the higher price 
have been assuaged by the satisfaction and com- 
fort of wearing it. The price is forgotten in the 
sense of satisfaction that comes from using a thing 
of quality. 

Shoe men need to dwell 
on these facts a bit more. 
There is a tendency to 
grade down and to cheapen 
rather than to make better 
and better. It is a time 
when the trade should use 
all the courage it possesses. 

A little of the Sommer & 
Kaufman stuff and some of 
the Simmons idea mixed to- 
gether with some real he- 
man intestinal bravery will 











same period in boys’ shoes, 
January to April, 1925, 


help a lot just now. The 
trade needs it. 
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Things of Leather Sell Well 


Together 


Bags, Hats and Scarfs Seen in Shoe Windows 


OSIERY was put on the tree 
* of profit many years ago and 
developed into the outstand- 
ing sales article accessory to shoes 
in the shoe stores of America. Once 
hosiery was sold by the pair. Now 
it is the ambition of most stores 
to sell it by the dozens of pairs. 
Woman, in selecting a shoe, will 
need more than one pair of hose to 
go with it, and the shoe merchant 
helps her complete her selection by 
the right hose for the right shoe in 
the right shade. 

When buckles were given a place 
in the scheme of dress other than 
for evening wear alone, there was 
started in the shoe industry the sec- 
ond great division of extra profits, 
until today every shoe store in the 
country has a display of jewels of 
the feet, either on a tray or in cabi- 
nets and cases according to the size 
of the store. 


BOUT a year ago some of the pio- 
neers, in harmonizing leather 
bags with footwear, discovered that 
articles of leather sell well together. 
Then followed the development of 
the double sale of shoes and bags 
to match. Many merchants ordered 
the combination so that reptile 
grains in the shoes were similarly 
placed in the hand bags. Women 
have no way of carrying around the 
junk that a man carries in his 
pockets, and so the leather bag has 
become the carry-all for all women 
to carry. One hand bag isn’t suffi- 
cient for most women, so almost 
every costume has a different bag 
to harmonize. One shoe store alone 
has done better than $25,000 on 
fancy bags, sold in conjunction with 
footwear. 

The next step was for merchants, 
when they had Panama straw shoes, 
to feature Panama hats in the same 
weave and texture of straw, making 
a double-sale article. Now comes a 


Philadelphia store which reasons 
that the more it takes from the pub- 
lic purse, the better, and a very fine 
and colorful line of silk sport hand- 
kerchiefs are displayed. A Boston 
store scored heavily on the cash reg- 


ister when a bright young lady 
brought in hand-woven scarfs hav- 
ing on the corners cut-outs in hair 
calf of horses, dogs, and all the ani- 
mals of the menagerie. These scarfs 
sold for $8.00 and sold in large num- 
bers, particularly to women who were 
wearing tailored suits, or sport ef- 
fects. If the young lady owned a 
setter dog, the little cut-out on the 
scarf was a good picture of that dog, 
spots and all. (The editor assumes 
that all setters are spotted.) 
Another merchant in New York, 
realizing that window space was 
worth something, tried a short line 
of costume jewelry with remarkable 
success. There doesn’t seem to be 
any limit to the possibilities of sell- 
ing extra articles in shoe stores, pro- 
vided the salesmanship is as keen as 



























OSCAVO 


Why not use a metal tree like 
this in your store, illustrating the 
accessories. of footwear and the 
articles of leather? The scarf 
has a little hair calf cut-out of a 
es The bags are everywhere 
salable, and there are many other 
articles that can be displayed 





the buyer is in the proper selection 
of these articles. 

In the men’s game, leather belts, 
wool and silk mufflers, fancy neck- 
ties, gloves, canes—in fact, all of 
the accessories are salable in shoe 
stores. 

In Philadelphia one shoe store is 
doing a nice business in gaily colored 
imported handkerchiefs for women. 
They lend themselves admirably to 
brightening up the window displays 
and the interior show cases. 

The top-notch of salesmanship, 
however, is taken by a New York 
shop that put in its window a shoe 
trunk for the lady who finds that her 
collection of footwear for her travels 
takes up more room than the dresses 
she takes with her. This trunk, 
made in Paris, is an all-leather af- 
fair and sells for around $300. It 
isn’t a window fixture, but a real 
salable article and has sold—in fact, 
the sale of five of the trunks justi- 
fied the buyer’s placing an order for 
more. 


HE sale of articles such as here 

mentioned are sign posts on the 
road of progress to real merchandis- 
ing practice in shoe stores. There 
seems to be no reason why the shoe 
store should not collect from the pub- 
lic as many dollars as possible for 
articles that are of leather, or related 
to footwear. It may not be advisable 
to go too far afield in feminine or 
masculine apparel, but those things 
related to foot coverings and to 
leather have been and will be sold 
profitably. Just as the shoe itself 
has undergone a remarkable change 
in the variety and distinction of ma- 
terials used in shoes, so, too, the 
practice of selling is expanding in 
shoe stores. There is no limit to 
the possibilities of developing the 
sale of accessories, provided the 
things are bought right and with 
an understandi.¢ of their purpose 
and their place ‘n the store. It 
takes good salesman; 1ip to sell these 
accessories—salesmanship of the sort 
that suggests the use of these things 
so that the public feels a real want 
for them. 
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Men’s 






STORE ARCHITECTURE 


shoes are 


best displayed with 
leathers for color 
appeal, 








Women’s shoes are 
best displayed with 
suggestions as to 
the occasion. 





“Time’s progress is marked best by improvements” 


cA” outstanding contribution to the progress 
of recail shoe merchandising is the illustra- 
tion of good shoe store architecture-—a feature of 
the Recorder for over forty-four years. As the 
industry is stepping into a new era of shoe store 
design we sense a new spirit in making the set- 
ting reflect the type of footwear sold and in ser- 
vice the public expects the store to live up to its 
appearance. 





Study the balance revealed in the men’s shoe 
window, where each piece of leather backgrounds 
five pairs of shoes, with gloves and walking sticks 
for atmosphere. By the Porter Clothing Co., 
Birmingham, Ala. 


You just know the place and purpose of the 
white shoes by the trellis and trees and green 
grass rug. By R. H. Macy & Co., New York. 
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Beautiful footwear 


f g ~s 






- PRS) warrants equally 
weer, beautiful store in- 
BOL Yo) teriors. 4 

Pe 














The next step for- 
ward is seats and 
sofas designed to 
harmonize with 
interiors. 





THE sale of footwear has been glorified by the not by the pair, but by the entire wardrobe of 

beautiful setting of the new Wolock and Bauer shoes. Luxury lends itself to the picture but 

store on Michigan Avenue, Chicago. It is a set- commercialism is present for it is no less a shoe 

ting that raises the profession of footwear selec- store for all its lavish fittings. 

t tion and sale to a higher plane. It is undoubtedly 

the most striking architectural interior of a shoe Already it has attracted national attention, its 

store ever created. footwear at prices over thirty-five dollars a pair, 
its hosiery at $100 a dozen and upwards in price 


Such a store is only possible in a great me- 
tropolis where the finest footwear is purchased 


indicate that foot adornment is perhaps the most 
important of all the arts of apparel. 
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Club room setting 
for men’s stores 











" with stone floor 
, and tavern bench 
y seats. 














Shelving concealed 
on fitting floor, 
with interior cases 


for display. 











Here we see a Ward Store in Boston with its 


GREAT progress is needed in men’s shoe meth- 
rough stone floor, tavern benches, English Hunt 


ods of merchandising. Once it was possible 








to sell both men’s and women’s shoes on the same 
shoe bench—then came the divided store—will the 
next forward movement be distinctly different 
styles of stores for men’s footwear. The clubroom 
idea has spread until it might be not so far off 
the track to say it might become a social gather- 
ing place for news of baseball, fights and radio 
broadcasts—yet still commercial. 





pictures, mottoes on the wall, smoking equipment 
—all telling of he-man methods. 


San Jose in California isn’t so very big a com- 
munity but the Herold Shoe Store gives the cus- 
tomer an interior without the time-customed carton 
racks—instead paneled display cases. 
see candle fixtures for illumination. 


Aloft we 
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Rugs for entrance 
lobbies and dis- 
play settings pleas- 
ing to the eye. 













Island show cases 

to feature acces- 

sories for extra 
sale appeal. 











W BY is it that the average office looks like a 


factory filing room, and yet people accus- 
tomed to pleasing surroundings devote most of 
their working hours to labor at a desk in such a 
setting? Likewise why shouldn’t a store have fine 
rugs, flowers and some of the setting of a fine 
liveable place? Look your own place over and 
see how you like it as a place to live in. 


Part of this spirit of making liveable and like- 


able the store in which you serve pleasingly and 


profitably is captured by Weatherby-Kayser of Los 
Angeles. You know that good merchandise and 
good service fits into the picture. The entire 
shop has the appearance of real quality. 


Now after the shoe is sold what can be done to 
make the cash register say it with dollars—here’s 
the answer to the merchant’s prayer—an island of 
showcases with all the beauty that jewels of the 
feet can give—fine buckles and heels and every- 
thing extra—in Saks-Herald Square, New York. 
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More Pep in Fall Shoes 
To Stimulate Men’s Buying 


HE one very sore spot in the shoe industry is the volume of shoes sold to 

men and boys. The number is decreasing, instead of increasing. Merchants 
are trying to apply the same thing that encouraged the women’s shoe business— 
more style. The range of color for Fall will run all the way from the natural 
smoked horse used in trimming to the reddish ox blood, with blacks growing in 
demand. 


The last situation is getting more interesting because the biggest balloons have 
been modified and custom toes are appearing. The blucher pattern in balloon 
type lasts is the one type of shoe that is being generally accepted as a Fall shoe. 
It is nationally expected that Summer-weights will sell to the last pair. Then 
the next problem is to develop Fall weights, and then follow along with heavy 
Winter weights for December, January and February. 


The line-up is well planned, but it is going to take a lot of hard selling to put 
it over nationally. 
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The Secret of Style for Fall 


sf is by national agreement that we are stepping into the prettiest period of 
fashion in footwear for the Fall of 1926. The Recorder has been first in 
telling merchants the need for selecting footwear in certain definite family types 
to fit into the rather definite garment trends for Fall. 
Then the call, by the customer, for one number, can be happily switched to 
another through an explanation of how that style blends into the scheme of dress. 
The garment people themselves tell of the great progress made in costume selec- 
tion by the women of this country. The sense of harmonies of color is growing 
and shoes must fit into the picture. 
For that reason the Recorder strongly stresses the need of well-thought-out style 
selection in contrast to the past habit of sharp shooting any number that looked 
tricky or new. 
On this page we show three distinct models. The two upper strap effects are 
interchangeable. A good shoe picked in a variety of colors for harmony with the 
dress, and the patent for almost any costume in case direct color harmony can- 
not be achieved in the other shoe. The patent leather sabot in the circle is 
particularly smart. 
There is a greater possibility for profit on fewer styles by the study of these 
factors. Merchants are beginning to find reason in footwear which they hope to 
sell at a profit. The out-and-out freak is rushing right from the packing case 
——- to the bargain counter. Necessity has brought order out of the chaos of 
styles. 
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Shorter Skirts and Higher Shoes 


[s the movement for more filled-in types of shoes the result of a feminine desire 

for something different than straps, gores and pumps, or is it a matter of 
optics—the shorter the skirt the higher the cut of the shoe. Be that as it may— 
the movement is well along for new types of shoes in welts, turns and McKays. The 
three pairs shown on this page are examples of the trend in that direction. 


This is the way the successful buyers from all over the country who attended 
the mid-season shoe markets are looking at present day purchasing of advanced 
footwear styles. 


From room to room these buyers traveled, making notations of certain types 
of footwear that were represented in all of the various lines on display. From 
this analysis, they caught the trend of fashion which is national. 


The next point considered involved materials, lasts and heels that would fit in 
and harmonize with the particular trade they were serving in the local communi- 
ties from which they came. 


The third consideration included patterns, trimmings and the little touches 
of the designer which appealed to the individual taste of the buyer. 


These three factors, harnessed together and harmonized form a program upon 
which the buyer can safely bank in writing out the details of his purchase. 
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She Walks in Beauty 


HEF Majesty—Miss America—may she long continue appreciative of fashion 
in footwear, for she has given to the shoe industry its greatest opportunity. 


This summer, in style shows and fashion pageants the trade will see the handi- 
work of many crafts, all in service to the merchant, for by his selections the destiny 
of an entire industry depends. 


Select with beauty in mind—diversify in types and materials—but, above all, 
plan to please Miss America, her mother and her sister—to the end that a service 
may be well rendered—at a profit. 
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close to his problems that he cannot see them, 

much less analyze and solve them. What he 
needs is to pack up his troubles in his old traveling 
bag and go to a general meeting place where he may 
see new merchandise, new faces and acquire some 
new ideas and new viewpoints. Two heads are better 
than one and a couple of hundred heads are better 
than two in just that ratio. Practical and profit- 
able solutions come from collective thinking. 


‘ MERCHANT who never leaves his store is so 
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1, On to Boston For 
The Big Show 









Official Program of the 
Boston Style Show 


@ The Style Show—Sixty models to parade the 
runway showing authentic styles for women, 
men and children. To be held every evening. 


@ The Shoe Market—Booth exhibits of lead- 
ing manufacturers of shoes and accessories. 
All three days. 


@ The Working Exhibit—Showing how pat- 
terns and lasts are made and each step in the 
process of shoe manufacturing. All three days. 


@ The Merchandising Conference—All phases 
of retailing discussed and questions answered 
by acknowledged experts. Two mornings, 
Wednesday and Thursday, July 7 a1.d 8. 


@ The Educational Exhibit—Examples from 
all over the country of the best in shoe store 
advertising and window trimming. Prize con- 
test. Silver cups to be awarded winners. 


@ The Gambol—Last afternoon of fair. Trip 
down the harbor on the Steamer “Rose Stand- 
ish,” chartered by the Hospitality Committee. 
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Elaborate 


Program 


Arranged For 
Boston Show 


Mechanics Building will be 
completely filled with shoe 
and leather products. 


ACK up your troubles in your 
P= traveling bag and get on 

your way to Boston. A mer- 
chant gets too close to his problems 
when he has his nose in the stock 
of shoes in his own store some fifty- 
two weeks in the year. What he 
needs more than anything else is to 
pack up his troubles in his old trav- 
eling bag and go to a general meet- 
ing place where many merchants 
get together so that he can talk it 
out with somebody else. Two heads 
are better than one, and in the same 
ratio a number of heads put to- 
gether must come to some sutisfac- 
tory, practical and profitable solu- 
tion of any and all problems. 

They are doing something differ- 
ent in Boston this year. They are 
making the exposition a melting pot 
of ideas. They are organizing spe- 
cial conferences on the best forms 
of advertising practice. They are 
making practical the idea of a na- 
tional question box opened on the 
spot. So much for the good of your 
business and its plans. 

The buying of merchandise is an- 
other big feature, and take it from 
an official observer of the shoe in- 
dustry, there is a need for many 


merchants collectively to whip up an 
enthusiasm for a real fall season. 
There is a general reason for opti- 
mism in springtime, because it 
fashions around an Easter date line 
and gives a man a natural peak of 


Six cups, to be won by 
shoe merchants of Amer- 
ica—at Boston. 
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business. In the fall season there 
is no corresponding pinnacle _ of 
achievement, for some stores look 
to Labor Day for the first general 
rise in business; then for some foot- 
ball game in November to give the 
second elevation of ambition, and 
some of the more favorably placed 
merchants consider Christmas as a 
real top point in shoe selling. 
There is no universal appeal, 
however, that says to men, women 
and children, “You’ve got to have 
shoes for this date.” If no such 
event existed in the past, there is 
no reason why it can’t be made for 
the future. How about shooting at 
Sept. 15 or Oct. 1, something that 
gives the public the urge to buy 
shoes. A thousand merchants should 
fall in line with the theme of a real 
aggressive fall business; then these 
leaders will influence tens of thou- 
sands to do likewise. That’s the 
great advantage of coming to a big 
shoe market in July and making 
plans for the fall season to come. 
The third, and more enjoyable, 
reason for a visit to Boston is that 
hospitality is something that New 
England has learned to perfection. 
The outstanding features of the ex- 
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position week are the hospitality 
plans of the New England trade. 
A big rally was held last Wednesday 
and two hundred leading shoe men 
of New England put themselves on 
record as wanting to be hosts for 
the buyers of this country on July 
6, 7 and 8. The events planned are 
varied and interesting. The cul- 
mination of them all is a boat ride 
in Boston Harbor. The largest 
ocean-going excursion ship has been 
chartered and it is expected that 
2000 men will go to sea. This fea- 
ture will be a great hit with the 
Westerners. 


HE responsibility for the genu- 

ine New England hospitality 
program is in the hands of this large 
and representative committee: 

President—Everett Bradley, Brad- 
ley Shoe Co., Haverhill. 

Treasurer—Charles C. Hoyt, Na- 
tional Fabric and Finishing Co, 
Boston. 

Vice-Presidents—Charles T. Ca- 
hill, United Shoe Machinery Corp., 
Boston; W. H. Bresnahan, Bresna- 
han Shoe Co., Boston; E. M. Rick- 
ard, Rickard Shoe Co., Haverhill. 

Executive Committee—T. F. At- 
kinson, Atkinson-Blumenfeld Co., 
Boston; A. F. Bancroft, Bancroft, 
Walker Co., Boston; E. M. Rickard, 
Charles T. Cahill, Buford H. Jones, 
Thomson-Crooker Shoe Co., Bos- 
ton; E. D. Haseltine, E. D. Haseltine 
Co., Newburyport; George B. Hend- 
rick, W. L. Douglas Shoe Co., Brock- 
ton. 

Exhibits 
Committee 
—Buford H. 
Jones, chair- 
man; E. F. Ab- 
bott, Cushman- 
Hollis Co., Au- 
burn, Me.; W. 
H. Murphy, Jr., 
Murphy, Gor- 
man & Water- 
house, Lynn; _.E. 
C. Wentworth, 
Harding Shoe 
Co., Haverhill; 


Thomas F. Anderson, secretary of the 
organization, and Chester I. Campbell, 
general manager of the exposition 


T. A. Delany, who heads the Hospital- 
ity Committee, and E. D. Haseltine, 
chairman of the Reception Committee 
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Frank M. Bohr, Munroe Shoe Co., 
Auburn, Me.; T. E. Cunningham, F. 
M. Hoyt Shoe Co., Manchester, N. 
H.; E. T. Cady, Griess-Pfleger Tan- 
ning Co., Boston; Edwin Clapp Lin- 
coln, Edwin Clapp & Son, Inc., East 
Weymouth; J. A. Lippman, Bloom- 
Langer-Lippman Co., Boston; Ralph 
B. Jones, C. A. Goodnow Shoe Co., 
Boston; Walter I. Perry, Bliss & 
Perry Co., Newburyport; C. N. 
Prouty, Isaac Prouty & Co., Inc., 
Spencer; H. M. Read, Gregory & 
Read Co,. Lynn; T. H. LeBosquet, 
Brown-Edwards 
Co., Epping, N. 
H.; Burt W. 
Rankin, Hunt- 
Rankin Leather 
Co., Boston; W. 
E. Doyle, Doyle 
Bros., Brockton; 
John S. Kent, 
Jr., M. A. Pack- 
ard Co., Brock- 
ton; Louis 
Hartman, Hart- 
man Shoe Co., 


George B. Hendrick, chairman of the 
Publicity Committee, and Buford H. 
Jones, head of the Exhibits Committee 


Haverhill; Al- 
fred F. Dono- 
van, §. F. 
Wright & Co., 
Inc., Rockland; 
John J. Hurley, 
Hurley Bros., 
Rockland; Chas. 
B. Strecker, 
Green Shoe 
Manufac- 
turing Co., Bos- 
ton. 

Style Revue 
Committee—E. M. Rickard, chair- 
man; E. L. Gehrke, Bancroft, Wal- 
ker Co., Boston. 

Women’s Shoes—W. H. Bresna- 
han, vice-chairman; F. R. Maxwell, 
Thomas G. Plant Co., Boston; 
Charles MacLaughlin, MacLaughlin- 
Sweet, Inc., Auburn, Me.; Douglas 
Armstrong, A. M. Creighton Co., 
Lynn; A. N. Blake, Watson Shoe Co., 
Lynn. 

Men’s Shoes—Paul O. MacBride, 
vice-chairman, Milford Shoe Co., 
Milford; Paul Jones, Commonwealth 


Charles T. Cahill, vice-president of the 
organization, and E. M. Rickard, chair- 
man of the Style Revue Committee 


Everett Bradley, president of the New 
England Shoe and Leather Exposition, 
and Charles C. Hoyt, treasurer 


Shoe & Leather 
Co., Whitman; 
James A. Mun- 
OCs. B+ Ss 
Wright & Co., 
Inc., Rockland; 
Charles T. 
Heald, The Stet- 
son Shoe Co., 
Inc., South Wey- 
mouth; J. P. 
Smith, Conrad 
Shoe Co., Brock- 
ton. 

Publicity Committee—George B. 
Hendrick, Chairman; W. L. Dodd, 
W. L. Douglas Shoe Co.; Laurence 
T. Clark, Griess-Pfleger Tanning Co., 
Boston; G. A. Starr, Rice & 
Hutchins, Inc., Boston; George W. 
Langdon, Jr., H. B. Goodrich & Co., 
Haverhill. 

Hotel and Reception Committee— 
E. D. Haseltine, Chairman; Chester 
I. Campbell, Boston; John Cotter, 
Cotter, Goodrich & Sarra, Lynn. 

Hospitality Committee—T. A. 
Delany, Chairman, Sec’y. National 
Shoe Travelers’ Ass’n., Boston; 
Frank Lord, Cushman-Hollis Co., 
Auburn, Me.; W. M. Oakman, F. M. 
Hoyt Shoe Co., Manchester, N. H.; 
Lawrence Duffy, Gregory & Read 
Co., Lynn; Sydney L. Curry, Ordway 
Clark, Inc., Haverill, Mass. 


HE hundreds of visiting buyers 

will find the three days’ program 
the most elaborate and instructive 
that has ever marked a trade exposi- 
tion. The crowded schedule will rep- 
resent the best thought and unre- 
mitting labors of a number of special 
committees. Those who attend the 
Fair will be able to absorb enough 
new ideas to make their visit well 
worth while. 

One of thé features of compelling 
interest to retail buyers will be the 
Merchandising Conference, which 
has been arranged by the Publicity 
Committee for Wednesday and 
Thursday. 

The Massachusetts Retail Shoe 
Merchants’ Association is taking a 
special interest in the Merchandising 
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Conference and a committee of the 
Association is cooperating with the 
management. .The Conference is ex- 
pected to produce many new and 
valuable ideas for the benefit of the 
retailers. 

From all parts of the country, and 
-rom the neighboring Dominion of 
Canada, reports are being received 
that indicate widespread interest in 
the Boston Fair on the part’of re- 
tail and wholesale shoe merchants 
and others. One of the largest 
single groups expected will be com- 


posed of representatives of the 
American. Retailers’ Association, 
Ine. 


The Style Revue to be presented 
each evening during the Fair will 
be the outstanding artistic 
feature of the Exposition, and 
will be an innovation this 
year, inasmuch as it is to be 
in two separate sections, with- 
out interval, the first to be 
devoted to “Occasion” shoes, 
without identity of maker 
being disclosed, and_ the 
second phase including a 
large number of models put 
on by manufacturers whose 
names will be announced. 

Special facilities for fur- 
nishing information to visit- 
ing wholesale shoe dealers at 
the Fair are this year to be 
provided by the New England 
Shoe Wholesalers’ Associa- 
tion, which has taken a special booth 
for this purpose. The headquarters 
of the Association will be Booth No. 
2, in Grand Hall, where the Style 
Revue runway is located, and is ad- 
jacent to the stage. One or more 
members of a special committee will 
be on hand here continually to greet 
the visiting wholesalers and to fur- 
nish them with any needed informa- 
tion regarding the various New 
England firms manufacturing espe- 
cially for the wholesale trade, and 
for which purpose the Association 
has made an up-to-the-minute sur- 
vey. The Association also will co- 
operate closely with the general 
Hospitality Committee of the Fair in 
extending courtesies to the visitors. 


RESIDENT FRANK F. 

NITCHY, of the MHamilton- 
Brown Shoe Co., Boston, will give 
this feature of the Fair his per- 
sonal direction, and will be as- 
sisted by a special committee to in- 
clude such well-known representa- 
tives of the New England wholesale 
shoe trade as Mr. Byron S. Watson, 
of Greene, Anthony & Co., Provi- 
dence; George W. Bliss, of Bliss- 
Richardson Co., Portland; E. Walter 
Smith, of H. E: Smith & Co., Inc., 
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Worcester ; Stanley M. Lane, of Lane 
Brothers Co., Boston; M. P. Gaddis, 
of Hutchinson-Winch, Boston, and 
A. H. Rich, of A. P. Tapley & Co., 
Boston. 

There will be much individual en- 
tertaining of customers on the part 
of representative New England shoe 
manufacturing concerns, among 
them a particularly elaborate func- 
tion by The Stetson Shoe Co., in- 
cluding its famous Stetson Style 
Revue. 

In preparation for this annual 
three-day event, all branches of the 
industry have cooperated. 

Approximately sixty models have 
been engaged for the Style Show to 
be held on all three evenings of fair 





Shoes and Ships—Set Sail 


The largest excursion ship on the Atlantic sea- 
board has been chartered for the Annual Buyers’ 


Outing on Thursday, July 8 


week. The style show is to be di- 
vided into two parts, the first part 
to show shoes for all occasions, and 
to interpret New England’s feeling 
as to what styles will prove the best 
sellers for fall. The footwear shown 
in this part of the show will not be 
identified. 


HE second portion of the show 

will see the models on the run- 
way with identified -footwear, each 
model ¢arrying a placard giying name 
and address of the manufacturer 
whose shoes are being exhibited. 

So much for the style show—a 
very worth while presentation of 
current and fall styles. 

Another unusual and valuable fea- 
ture of the show will be the prize 
cup contest. All told, there are six 
cups to be won in this contest. All 
of them are identical in appearance 
and size. Three are to go to retail 
shoe merchants in towns of less than 
50,000 population and three to those 
in towns'of more than that. Cups 
will be awarded for the best window 
trim, the best direct mail campaign 
and the best newspaper advertising 
exhibit. The window contest, of 
coursé, will be conducted by means 
of photographs and although the 








committee’s advertising has been at 
work only a short time, a sur- 
prisingly large number of entries 
has been recorded. 

No Boston show would be com- 
plete without a working exhibit and 
a boat ride. Last year, they were 
voted the hits of the whole affair. 
This year will be no exception. The 
working exhibit will be ready, as 
planned now, bright and early on 
the opening morning. There will be 
last making machinery, pattern 
making machinery, both in actual 
operation; and a practically complete 
shoe. factory in full swing, showing 
all the processes from beginning 
to end. 

The steamer Rose Standish, which 
ordinarily ply s_ between 
Boston and Nantasket, one of 
the most popular of the 
Boston shore resorts, has been 
chartered for the entire af- 
ternoon of July 8, the last day 
of the fair. In charge of this 
feature, to which all mer- 
chants and their buyers are 
invited, is the Hospitality 
Committee, consisting of 
traveling salesmen and headed 
by T. A. Delany, secretary. of 
the National Shoe Travelers’ 
Association. The start will be 
made early in the afternoon 
and the steamer is scheduled 
to return in time for all to at- 
tend the final runway show. 

New England is the summer play- 
ground of the National and expects 
on this occasion to live up to its 
reputation—and then some. There 
are good golf courses galore, shore 
resorts, beautiful automobile high- 
ways, spots of historic interest—and 
any or all of these can be made the 
occasions for healthful, interesting 
and instructive outings. Shoe fac- 
tories on the North and South shores 
and in between, will hold open house 
and there are many planning to take 
advaptage of the opportunity to see 
them in full swing. 


HE women folks—wives and 

other members of the families of 
shoe buyers—will be given a cordial 
welcome to the Boston Shoe and 
Leather Fair by a Women’s Hospi- 
tality Committee, which has ar- 
ranged a splendid program of en- 
tertainment for their guests. There 
will be an automobile sight seeing 
bus, the most comfortable and best 
equipped that can be obtained, which 
will take the ladies on a North Shore 
trip, as far as Gloucester, with 
dinner at The Tavern, and stopping 
at historical points of interest along 
the way. It is planned to have a 
luncheon at one of the best hotels on 
[CONTINUED ON PAGE 212] 
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Merchandising Conference Will 
Be Big Feature 


Experts to Discuss Important Problems 


to take upon itself any of those 

features ordinarily associated 
with merchant conventions. Much 
credit, therefore, is due the officers 
and committee men in charge of the 
Boston Shoe and Leather Fair for 
having departed from the conven- 
tional and having planned, in con- 
nection with the show, a merchan- 
dising conference which bids fair to 
be worth very much more than the 
price of a round-trip ticket from 
wherever you are to Boston and 
back. 

To summarize at the beginning 
instead of at the end, this merchan- 
dising conference feature will be 
held on the last two days of the 
fair—Wednesday and Thursday, July 
7 and 8. The conferences will be 
held in the morning from 9:30 to 
11:30. There will be four addresses 
at each conference, each address to 
be followed by a question period dur- 
ing which any man in the audience 
can ask for amplification of what has 
been said, or can ask advice as to 
the application of general merchan- 
dising principles to the particular 
problems with which he is faced. 
The conference will be opened by an 
address by John J. Baird, president 


[ is unusual for a style show 


Arthur Freeman, 
Window display expert 


of the National Shoe Retailers’ As- 
sociation. 

Subjects to be discussed include 
the proper way of merchandising 
style footwear, newspaper advertis- 
ing, window displays, direct mail 
advertising, poster advertising, and 
merchandising men’s footwear. 


Miss Lucy Park, 
Some new angles on the style appeal 


Joseph Ewing, 
To talk on selling to men 


Those who will handle the prob- 
lems. of style merchandising are 
H. D. Delman, who operates one of 
the most exclusive women’s stores in 
New York City, and Miss Lucy Park, 
of the staff of Harper’s Bazar. 

The complete program follows: 

Wednesday Morning 
John Baird, “The Vital Importance of 
the Merchandising Conference to the 

Shoe Merchant.” 
9.30-10.00—H. D. Delman, “How to Put 

Style Across—Successfully.” 
10:00-10:30—Herbert Everett, “Effec- 

tive Newspaper Advertising That 

Keeps the Clerks and Cash Register 

Busy.” 
10:30-11:00—Arthur Freeman, ‘“Win- 

dow Displays That Get Business.” 
11:00-11:30—Homer Buckley, “Using 

Direct Mail to Plug the Leaks in Re- 

tail Selling and Advertising.” 


Thursday Morning 


9:30-10:00—Thomas Hicks, Jr., “Dis- 
play.” 

10:00-10:30—Clarence Lovell, “How 
Posters Can Increase Your Season’s 
Business—Economically.” 

10:30-11:00—Miss Lucy Park, “The Ap- 
peal of Style in Merchandising Wom- 
en’s Footwear.” 

11:00-11:30—Joseph Ewing, “Putting 
the Sale Over in Merchandising 
Men’s Shoes.” 


Homer Buckley, 
Direct mail advertising 
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Space Name and Address 

238—Abbott Shoe Co., No. Reading, Mass. 

59—F. E. Adams Shoe Co., Seabrook, N. H. 

104—L. Agoos & Co., Inc., 161 South St., Boston 

87—S. L. Agoos Tanning Co., Inc., 145 South St., Boston 
286—Alden, Walker & Wilde, Inc., East Weymouth, Mass. 
13—Amalgamated Leather Cos., 103 South St., Boston 

61, 62—American Hide & Leather Co., 17 East St., Boston 
226—A. J. Anderson, Inc., 14 Cedar St., Amesbury, Mass. 
64—S. Aprile & Co., 61 West 50th St., New York 
237—Armstrong Cork Co., New Holland Ave., Lancaster, Pa. 
317—C. W. Arnold & Co., Haverhill, Mass. 

232—M. N. Arnold Shoe Co., North Abington, Mass. 
266, 267—Ault-Williamson Shoe Co., Auburn, Me. 
31—Avon Sole Co., Avon, Mass. 


B 


55, 66—Bancroft Walker Co., 13 Wormwood St., Boston 
208—Barnet Leather Co., Inc., 1 Park Ave., New York 
228, 246, 247, 248—Barbour Welting Co., Montello, Mass. 

224, 251—A. J. Bates Co., Webster, Mass. 

283—Beckwith Mfg. Co., 111 Summer St., Boston 
258—Beggs & Cobb, Inc., 76 South St., Boston 

97—Wnm. B. Bliss, Jr. & Co., 68 Essex St., Boston 

57, 583—Bliss & Perry Co., Newburyport, Mass. 

260, 275—Boot & Shoe Recorder, 207 South St., Boston 
315—Bradley Shoe Co., Haverhill, Mass. 

108—Brandt Leather Co., Norwood, Mass. 

320—Brenner & Brody Shoe Co., 280 River St., Haverhill, Mass. 
43, 44—Bresnahan Shoe Co., 65 Beverly St., Boston 
19—Bristol Patent Leather Co., 85 South St., Boston 

4, 5—Brockton & So. Shore Shoe Magazine, Brockton, Mass. 
225—Brown-Edwards Co., West Epping, N. H. 
207AA—Burkhardt Corp., Station and Parker Sts., Boston 


Cc 


239—The Cedar Cliff Silk Co., 251 Fourth Ave., New York 
78—W. K. Chandler, Inc., 125 Summer St., Boston 
312—-Chesley & Rugg, Haverhill, Mass. 

284—Churchil) & Alden, Brockton, Mass. 

242, 2483—Edwin Clapp & Son, Inc., 50 Charles St., E. Weymouth, 

Mass. 

299—B. E. Cole Co., Inc., 42 Walnut St., Haverhill, Mass. 
95—Colella & Leighton Shoe Co., Lynn, Mass. 

288—Commonwealth Shoe and Leather Co., Whitman, Mass. 

292—Conrad Shoe Co., 68 Perkins St., Brockton, Mass. 

271—G. P. Crafts Co., Manchester, N. H. 

50, 51—A. M. Creighton, 564 Broad St., Lynn, Mass. 

287—Lewis A. Crossett Co., No. Abington, Mass. 


D 


309—-Dalrymple Dudley Co., 151 Essex St., Haverhill, Mass. 
63—Daly’s Golden Rule Shoe, Inc., 48 Oxford St., Lynn, Mass. 
233—Diamond Shoe Co., 196 Church St., New York 

303—John E. Donallan & Co., 14 South St., Boston 
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List of Exhibitors for Boston 
- Shoe and Leather Fair 











Space Name and Address 


209—F. C. Donovan, Inc., 49 South St., Boston 

245—W. L. Douglas Shoe Co., Brockton, Mass. 

324—Dover Shoe Co., Dover, N. H. 

28—Doyle Shoe Co., Warren Ave. and Pleasant St., Brockton 
300—Duane Shoe Co., Haverhill, Mass. 

259—Dunbar Pattern Co., 99 Center St., Brockton, Mass. 
272—Drying Systems, Inc., 1800 Foster Ave., Chicago, IIl. 
227—Dunn & McCarthy, Inc., 119 Lincoln St., Boston 


E 


256—Charles A. Eaton Co., Brockton, Mass. 

20—J. Einstein, Inc., 34 South St., Boston 

236—Emerson Shoe Mfg. Co., Plain and Maple Sts., Rockland 
Mass. 

39—Engel Shoe Co., Inc., 210 Broadway, Everett 

10—John R. Evans & Co., Inc., 76 Lincoln St., Boston 

22—Everlastik, Inc., Webster and Spencer Ave., Chelsea 


F 


23—Fairchild Advertising, Inc., 8 East 13th St., New York 
48—G. F. Fellows, 19 Bennett St., Lynn, Mass. 
1A—Field & Flint Co., Brockton, Mass. 


G 


297—Gilbert & Freedlender Shoe Co., 151 Essex St., Haverhill, 
Mass. 

33—The Gill Publications, Inc., 11 High St., Boston 

273—Henry Gitterman & Co., 85 South St., Boston 

252, 253—-Glazed Kid Producers, 17 Battery Pl., New York 

14—G, A. Goodnow Shoe Co., 598 Atlantic Ave., Boston 

269—The Goodyear Tire & Rubber Co., Inc., Akron, Qhio 

291—Great Northern Shoe Co., Manchester, N. H. 

49—The Green Shoe Mfg. Co., 960 Harrison Ave., Boston 

80, 81—Gregory & Read Co., 685 Washington St., Lynn, Mass. 

240, 241—Greiss Pfleger Tanning Co., 179 South St., Boston 

70, 7i—J. J. Grover’s Sons Co., 430 Main St., Stoneham, Mass. 


298—Harding Shoe Co., 18 Granite St., Haverhill, Mass. 
36—Alfred Hale Rubber Co., Atlantic, Mass. 
65—Halpern-Navison Shoe Co., 52 Lincoln St., Boston 

203—L. H. Hamel Leather Co., 117 Essex St., Haverhill, Mass. 
45—Harney Shoe Co., Lynn, Mass. 

307—Hartman Shoe Co., 35 Duncan St., Haverhill, Mass. 

53, 544—E. D. Haseltine Co., Newburyport, Mass. 

323—C. H. Hayes Corp., Haverhill, Mass. 

308—Hazen B. Goodrich & Co., Haverhill, Mass. 

206—F. Hecht Co., 10 Spruce St., New York 

289—Jos. Herman Shoe Co., 159 Lincoln St., Boston 
35—Hoague-Sprague Corp., 528 Broad St., Lynn 

93—W. F. Hooley Shoe Co., 91 Willow St., Lynn 

207—F. M. Hoyt Shoe Co., Manchester, N. H. 
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Space Name and Address 


76—Hub Shoe Co., 140 Essex St., Boston 

270—Huckins & Temple, Inc., 135 Lincoln St., Boston 
274—Hunt-Rankin Leather Co., 106 Beach St., Boston 
231—The Hurley Shoe Co., Rockland, Mass. 

255—Harry M. Husk Co., Tracey Pl., Newburyport, Mass. 
88—William F. Hooley Co., Lynn, Mass. 













J 


18—Jacobsen Publishing Co., 10 High St., Boston 
29—Jellerson-Rafter Co., Norway, Me. 
311—J. A. Jonas Shoe Co., Haverhill, Mass. 









K 


321—Karelis Shoe Co., 266 River St., Haverhill, Mass. 
92—Samuel J. Katz & Co., 206 Essex St., Boston 

261—Geo. E. Keith Co., Campello, Mass. 

326, 327—Geo. J. Kelly, Inc., 505 Washington St., Lynn 
77—Keystone Sole & Shank Co., 601 Washington St., Lynn 
25—Mrs. A. R. King, Inc., 811 N. 19th St., Philadelphia 
279—Knipe Bros., Inc., Ward Hill, Mass. 
91—Kreider-Creveling Shoe Co., 600 Atlantic Ave., Boston 
69—Krippendorf Kalculator Co., 130 Eastern Ave., Lynn 










L 


17—George B. Leavitt Shoe Co., Farmington, N. H. 

89—G. Levor & Co., Inc., 113 Woodside Ave., Gloversville, N. Y. 
42—Herman E. Lewis, Inc., Haverhill, Mass. 

223—Lynn Independent Shoemaking School, Lynn, Mass. 
26—Lyons & Hershenson, Webster Ave., Chelsea, Mass. 
325—Lynn Last Co., Lynn, Mass. 












M 


52—MacLaughlin-Sweet Co., Auburn, Me. 

244—McNichol & Taylor, Inc., 192 Broad St., Lynn, Mass. 

96—J. I. Melanson & Sons Co., North Adams, Mass. 

102—Merchants Shoe Co., 57 Lincoln St., Boston 

21—Frank G. Meyer Co., Inc., 263 Lexington St., Brooklyn, N. Y. 

268—Miiford Shoe Co., Milford, Mass. 

73—Mitchell Weich Shoe Co., Lynn, Mass. 

Spec. in B, 208AA—V. Montello, 68 Spring St., Medford, Mass. 

47—Munroe Shoe Co., 139 Lincoln St., Boston 

103, 114—Murphy-Gorman & Waterhouse, 7 Liberty Sq., 
Mass. 

310—Moss-Seamans, Essex St., Haverhill, Mass. 













Lynn, 
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3—National Aniline & Chemical Co., Inc., 40 Rector St., New 
York - 
2—N. E. Shoe Wholesalers Assoc., 166 Essex St., Boston 
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234—The Ohio Leather Corp., 33 South St., Boston 
322—M. T. Ornsteen, Haverhill, Mass. 








P 


2983—M. A. Packard Co., 583 Warren Ave., Brockton, Mass. 
15—Panco Rubber Co., Suffolk and Highland St., Chelsea 
15—Panther Rubber Co., Stoughton, Mass. 

37, 38—Pfister & Vogel Leather Co., 87 South St., Boston 
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Space Name and Address 
262, 263, 264—Thomas G. Plant Co., Center and Bickford Sts 
Boston 


235—The Prest-O-Lite Co., Inc., Indianapolis, Ind. 


R 


82, 88—The Reynolds Co., 7-9 Eddy St., Providence, R. I. 
214—Rice & Hutchins, 10 High St., Boston 
257—Richards & Brennan Co., 32 So. Main St., Randolph, Mass 
301—The Rickard Shoe Co., Essex St., Haverhill, Mass. 
120—Rotary Machine Co., Lynn, Mass. 

229—Rousmaniere Williams & Co., 87-93 Lincoln St., Boston 


Ss 


280—Sargent-Anderson Co., Inc., Salem, Mass. 

11—Samuel Shapiro, Spruce & Williams Sts., New York 

32—The Shoe Buyer, 186 Lincoln St., Bosion 

72—The Shoe Form Co., Inc., 25 Wall St., Auburn, N. Y. 

30—Shoe & Leather Reporter & Shoe, Style Digest, 166 Essex 
St., Boston 

204, 205—The Shoe Retailer Co., 166 Essex St., Boston 

56—Shoe Trades Publishing Co., 683 Altantic Ave., Boston 

67—William Skinner & Sons, 77 Chauncy St., Boston 

305—Slipper City Shoe Co., Inc., 29 Granite St., Haverhill, Mass 

294—Slipper City Wood Heel Co., 12 Duncan St., Haverhill, Mass. 

215—H. S. & M. W. Snyder, 63 South St., Boston 

249, 250—Spaulding Fibre Co., Inc., No. Rochester, N. H. 

285—Stacy-Adams Co., 69 Montello St., Brockton, Mass. 

84, 85—The Standard Kid Co., 207 South St., Boston 

276, 277—The Stetson Shoe Co., 136 Boylston St., Boston 

313—E. E. Sullivan, Inc., 40 Walnut St., Haverhill, Mass. 

74, 75—T. J. Sullivan Shoe Co., Lynn, Mass. 

68—John E. Swanson, Inc., 11 Albany St., Boston 








T 


282AA—Taylor & Tibbetts, Inc., 6 Bismark St., Jamaica Plain 
306—Tessier & Bowdoin Co., 170 Washington St., Haverhill, Mass. 
60—Thayer Foss Co., 17 South St., Boston 

278—Thompson Bros. Shoe Co., 648 Summer St., Brockton, Mass 
265—Tolman Print, Inc., 71 Center St., Brockton, Mass. 

79, 90—Thomson-Crooker Shoe Co., 18 Station St., Boston 
16—Tuttle Shoe Co., 25 Bartlett St., Everett, Mass. 


U 


281, 282—United Last Co., 212 Essex St., Boston 

210, 211, 212, 213—United Shoe Mach, Corp., 205 Lincoln St., Boston 

222—U. S. Dept. of Foreign & Domestic Commerce, 1801 Custom 
House Bidg., Boston 

302—U. S. Shoe Co., 6 Sycamore St., Cincinnati, Ohio 






WwW 


34—-Waldes & Co., Inc., Long Island City, N. Y. 
254—-Wall Streeter Shoe Co., No. Adams, Mass. 
94—-Washington Shoe Co., Lynn, Mass. 
46—Watson Shoes, Inc., Lynn, Mass. 
7—Whitehead & Hoag Co., 854 Old South Bldg., Boston 
27—W. W. Winship & Sons, Inc., 1900 Bleecker St., Utica, N. ¥ 
40, 41—Winslow Bros. & Smith Co., Norwood, Mass. 
230—E. T. Wright & Co., Rockland, Mass. 
314—Wright, Gorevitz & McNamara Co., 97 Essex St., Haverhill. 


Mass. 


Y 


12—Richard Young Co., 54 South St., Boston 
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Display Ideas To Help Sell 
More Whites 


Use Them in Your Windows 


OW is the time to put a lot of 
N wallop into the window show- 
ings of white shoes. There 
are white shoes for every activity of 
life. There is in certain sections of 
the country a limited season for the 


sale of these whites and it is there- 























Figure A 


fore necessary to make an extra 
effort to bring in the business. Im- 
press upon the person outside of 
your plate glass that whites are es- 
sential for coolness and comfort; 
that they have every quality of dura- 
bility; that they exceed in flexi- 
bility; and that for charm and 
dressiness they are supreme. 


“White” in Window, “White” in 
Store, “White” in Business 
(See Fig. A) 


“White.” Make that a keynote. 
Line your windows, ceiling, back- 
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Figure B 


ground and floor with white satin 
Lay it smooth. Lay it in folds, Lay 
it in odd, twisted formations. Use 
white window furniture. Put in 
white shoes. White shoes for every 
wear. Dress and sport. Many of 
the white shoes will have trimmings 
of black or color which can be used 
effectively as spots to accentuate the 
white of the display. A white win- 
dow carries distinction and stands 
out among windows of a more som- 
ber tone. Do you remember the 
dignity and charm of Mark Twain 
when he dressed all in white? 

Inside the store, follow up the 
white window showing with some- 
thing in a white trimming. A vase 
or flower bowl filled with white 
flowers and a pair or two of white 
shoes placed in a decorative manner 
near the flowers. Use white satin in 
loose folds draped on a single shoe 
stand. One white shoe at the top 
and a pair of whites at the base and 
resting on the satin where it lays 
on the top of the counter or show 
case. 

White stockings in the Windows 
or in the store can be shown in many 
rich and dainty ways by effective 
foldings and placements. And the 
merchant must remember the find- 
ings and accessories that are so 
necessary with white footwear. 
Many white handbags with a spot or 
two or color are being shown with 
white shoe displays. 


Invite Folks to a Window Wed- 
ding and Unite New Business 
with Your Store 


(See Fig. B) 

What could be more attractive to 
the feminine eye, or to the male eye, 
than a window of flowers and potted 
plants so arranged that they sug- 
gest a corner for a wedding party? 
Flowers and vines artistically ar- 
ranged on the window ceiling, and 
flower twined stands with candles at 
the top, connected with wide sashes 
of white satin with generous bows 
at each stand, make a most charming 
scene for the display of wedding 
footwear. 


Two Pairs of Classy Shoes Will 
Attract Hundreds of Pairs of 
Eyes 
(See Fig. C) 


And if they happen to be sport 
shoes with a window decoration that 














Figure C 


is suggestive of the sport for which 
the shoes are made, the effect will 
be powerful and lasting in the minds 
of those who see them. There will 
be no confusion of styles. Just a 
twosome that is being shown to the 
public. They carry the thought of 
superiority. Of leadership in shoes 
made for that particular sport. And 
in order to make a showing of other 
styles built for that sport the mer- 
chant could each day make a change, 
putting into his window two new 
pairs, giving them a slightly differ- 
ent position and placement from 
those he removes. 
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The window card could be de- 
scriptive of the valued effect upon 
the wearer’s mind through the flexi- 
bility, strength, ease and comfort of 
such shoes and thusly an improve- 
ment in the results of the sport. 


Soles Must Work for You as 
Well as for Your Customer 


(See Fig. D) 


One of the essential things re- 
quired by the wearer of sport shoes 
is that the soles of the shoes shall 
have the gripping qualities that are 
necessary to the game. That skid- 
ding, sliding and slipping shall be 
eliminated as much as possible and 
that the wearer shall have such per- 
fect confidence in the footwear that 
his (or her) whole mind can be de- 
voted to the play itself. Flexibility 
and strength in the soles of the 
shoes are as much demanded as in 
other parts of the shoes and the 
merchant should make his window 
displays bring out these points in 
every available way. 

In the showing of footwear for 
walking, golf, tennis, baseball, bath- 
ing or other sports it is good adver- 
tising to show at least one sole of 
each pair shown. The public’s eye 
immediately telegraphs to the pub- 
lic’s mind that the merchant is 
proud of the quality of these soles, 
and this thought convinces the pub- 
lic in a like manner. 


Trim Is for Windows—Not for 
Customers 
(See Fig. E) 

Black and white stripes—big and 
broad—will make folks on the side- 
walk stop, look and listen. A back- 
ground and a floor cloth of these 
wide stripes with a white shoe on a 
black stripe and a black shoe on a 
white stripe. Twelve or fourteen 
inch stripes on back wall and floor 
ought to “bat ’em in the eyes.” The 
window cards can be striped in black 
and white with the lettering in al- 
ternating colors. This is display ad- 


— _= 


at /, 


j Vy td 
17 zane 
hy | 

















BOOT AND SHOE- RECORDER 





83 


vertising that ought to make the out of the water and going back in 


footwear stand out in striking a gentle rise. 


fashion. 
In an all white window, or in a 
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Figure F 


window: of natural wood back and 
floor, one can display effectively a 
white shoe on a black satin mat. 


Make the Window Gazer Say— 
“That’s the Shoe I’m Going 
to Buy” 

(See Fig. F) 

You’ve seen the new cretonne sun- 
shades that are so much in vogue. 
Why not get two or three of them 
to put in the show window with the 
white shoes on the top? They can 
be made to revolve slowly by elec- 
tricity if desired, which will add to 
the attraction of the window. This 
showing, with the grass rugs on the 
window floor with a few more pairs 
of whites on the grass, will be sug- 
gestive of walks and strolls on sum- 

mer days. 

A big bathing beach umbrella or 
a beach chair—colorful—placed on a 
window of beach sand—a few beach 
rocks—a starfish or two—and the 
bathing shoes nearby will cause de- 
sire in many minds. Water can be 
introduced in one section of the win- 
dow by using a large water pan and 
the sand can be so placed that it 
will give the effect of a beach coming 





Back Up Any Play Your 
Window Makes 


(See Fig. G) 


Snug up to the inside of the plate 
glass drop a white curtain with holes 
or openings at about the eye height 
of the average person on the side- 
walk. Just inside the openings in 
the curtain place the white shoes in 
pairs. When the passerby stops 
from sheer inquisitiveness and looks 
through the curtain openings your 
showing greets the eye and the nov- 
elty of the thing leaves pleasant 
feelings and a friendliness that goes 
a long way toward making a cus- 
tomer. A window card can be placed 
outside and at the base of the cur- 
tain advising the public not to look 
through the openings. Taking the 
other tack—the curtain could be let- 
tered “The Great White Showing.” 
Curiosity is a characteristic trait of 
all people and on this basis this 
showing would get much attention 
and publicity value. Everyone will 
want to see what is behind the cur- 
tain. 


“Such a Fine Display—Let’s Go 
in Here!” 
(See Fig. H) 

White calf skins can be orna- 
mental as well as useful. Against 
a back wall of natural wood they are 
extremely attractive. Thrown or 
draped over a stand or spread upon 
a window stool with the white kid 
shoes on top, the effect is one of 
richness and beauty. White stock- 
ings in various placements help to 
keep the charm of white footwear 
for summer before the window 
reader, and that is a large part of 
the force that makes sales. 
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Figure H 
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distinct types of cooper- 
ative advertising which 
may be classed under the 
headings “General” and “Spe- 
cific.” Under “General” comes 
publicity. Bearing in mind 
that what is desired is to 
make the public shoe con- 
scious, should not a special 
effort be made to see that 
your local papers are sup- 
plied with articles relating to 
shoes? Whether they depict 
prevailing styles and mate- 
rials, or simply describe the 
boots Lieutenant Byrd wore 
on his trip over the North 
Pole, the suggestion of shoes 
is there. Again with the co- 
operation of the manufac- 
turer, the tanner, and the last 
maker, would it not be a good 
idea to get a series of educa- 
tional articles on the minute 
processes of shoe manufactur- 
ing, the different stages in 
the tanning of leathers, or the 
story of lasts? Local news- 
papers are always glad to 
print anything that is news, 
and one of the shoe journals 
has a news release which will 
be gladly supplied. 

Under specific types I have 
listed the campaigns that 
have been started by the 
N. S. R. A. and fostered by 
all the trade papers, viz., 
“Walk and be Healthy,” 
“Dress Well and Succeed,” 
and “Shoes for the Occasion.” 
“Walk and be “Healthy” has 
not gone over in a very large 
way. Is it any wonder when 
you consider the amount of 
money that is spent in trying 
to persuade people to ride and 
when laws are now being 
made to tell the pedestrians 
when they may walk. Can the 
public be encouraged to walk 


I BELIEVE there are two 
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Cooperative Retail Advertising 


By C. H. Fontius 


From an Address Delivered at the California Convention. 





Resolutions Passed at California 
Convention 


HE California Shoe Retailers in convention 

at San Francisco, extend the hand of good 
fellowship and cooperation to the Shoe Retail- 
ers of the State, Washington, Oregon, Nevada 
and Arizona, and hope that in the near future 
we may unite our different State organizations 
into one—Far West Shoe Retailers’ Associa- 
tion. 

The California Shoe Retailers’ Association 
has labored for eight years in behalf of all the 
shoe retail merchants of the State, to protect 
their interests and forward their cause. We 
now appeal to the shoe retailers in cities large 
and small to become members of this associa- 
tion, as in numbers there is strength, and with 
greater membership, greater will be the accom- 
plishments and benefits. 

The California Shoe Retailers’ Association 
believe that the slogans, “Walk and be Healthy,” 
“Dress Well and Succeed” and others now in 
use are of no value to the shoe business. We 
recommend that the National Shoe Retailers’ 
Association request the shoe retailers of Amer- 
ica to suggest for adoption a slogan which will 
be pertinent to shoes. 

We urge a cooperative effort that will bring 
a better appreciation and understanding of 
shoes. In this we know it should be national 
in scope and recommend to shoe manufacturers 
that their advertising be made more educa- 
tional in character. We further recommend 
that retail shoe merchants coonerate with na- 
tional advertisers to the end that the public at 
large may be informed fully the true meaning 
of shoes in relation to health, happiness and 
true economy. We believe that the average 
wearer of shoes has no understanding of the 
art, brains, skill and effort that goes into a 
pair of shoes. 

We thank the shoe factory representatives 
for their cooperation which has so largely con- 
tributed to the success of the Eighth Annual 
Convention of the California Shoe Retailers’ 


Association. 
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not every store, irrespective 
of its trade, cooperate under 
this heading? 


OW should this advertis- 

_ ing be handled? Should 

it be national in scope or 

should each locality cooperate 

in whatever way best fits its 

needs? If the advertising is 

sponsored by the local associa- 

tion, should it be done as an 

association or by individual 

ads, using some cooperative 

slogan? No doubt most of you 

are familiar with the methods 

used in different sections of 

the country in putting over 

Summer Weights for Men, 

which I believe have been 

more or less _ successful. 
Here in San _ Francisco, 

the results of your campaign 
were gratifying. I am not 
as familiar with the de- 
tails of your campaign as I 
am with one which was spon- 
sored by the Los Angeles As- 
sociation this spring. It is 
well known to all shoe retail- 
ers that there is always a lull 
in business just after the 
February sales. At the sug- 
gestion of 2 local advertising 
man, the Los Angeles Shoe 
Retail Association got behind 
what was called “Spring Shoe 
Week.” Through the efforts 
of this advertising man, shoes 
furnished by the dealers 
were photographed on movie 
stars. These were distributed 
to the local papers, together 
with publicity on the styles 
and materials, etc., of spring 
shoes. Each paper had its day 
so as to distribute the pub- 
licity. The cooperation we re- 
ceived from the newspapers 
was very gratifying. The first 
paper gave us an eight-page 
shoe section on Sunday morn- 


more by any kind of a campaign? 


HE “Dress Well and Succeed” 
movement was undertaken as a 
cooperative tie-up with the clothiers. 
I believe this has met with some 
success as far as it concerned the 
clothiers: Did it benefit the shoe 


trade as a whole to any extent? 

Then comes “Shoes for the Occa- 
sion.” Under this caption we may 
put “Black Shoes after 6 p. m.,” 
“Summer Weights for Men,” “Shoes 
for Sport Wear,” etc. Does not the 
slogan “Shoes for the Occasion 
have a more general appeal? Could 


ing. This section contained nothing 
but shoe photographs, shoe publicity 
and shoe advertising. The other 
papers followed in a similar manner 
during the week. What were the re- 
sults Did it stimulate business that 
week? Not very much, it is true, 
but at least it was a start in the 


[CONTINUED ON PAGE 88] 
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Two Window Trims Built at a 
Cost of Only $4.60 


An Idea for the Handy Man 


Both these window trims 


or 
te are the work of Joseph 
its V. Wnentkowski, Jr., 
is whose father is head of 
a- the Lincoln Bootery, 
an with two stores, in Mil- 
al waukee. The window at 
ye the left shows a view of 
yu a lake, the whole thing 
1s being cut from composi- 
of tion board and painted. 
ar Artificial vines cover the 
n, fence. The color scheme 
n is black, white and green 
A. with a dash of red in the 
>, flowers on the wall. 

n 


ot 


Every store has a handy man—someone who can at 

least saw up composition boards and fit them into 

required shapes. If you don’t boast a painter in 
your establishment, try to get one outside. 


Here’s a jolly little 
bungalow (or its front 
porch) facing out of the 
window. The front of 
the bungalow and the 
fence are of composition 
board. It took Mr. 
Wnentkowski between 
four and five hours, 
working spare time, to 
cut it out and paint it. 
The total cost of both, he 
says, was $4.60. 
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There Are Profit Possibilities 


in a Broad Grin 


(In this article, the fifth of a 
series on the main reasons for suc- 
cess or failure in the retail shoe busi- 
ness, Mr. Prather dwells on that 
peculiarly personal attribute—a 
man’s disposition. In the next ‘and 
last installment, will be discussed the 
man who is so terribly busy that he 
has no time to learn anything new.— 
Ed. Note.) 


HE grouch! What a study! 

A man who hates everything 

and everybody, himself in- 
cluded. You dread meeting him. 
So does everyone else. But duty is 
duty to the writing man. We must 
see all kinds of people in order that 
we may write intelligently. 

Here is a grouch for you. Enter 
the store and ask for the boss, the 
manager, or whatever title he wears. 
The grouchy clerk tells you he don’t 
know where he is and you can see 
that he doesn’t give a darn, either. 
This clerk reflects the boss, as you 
will learn after a time. Finally an- 
other clerk, not quite so grouchy as 
the first, tells you that the old man 
is up there, pointing upward to the 
balcony. 

Hesitatingly you climb 
stairs. You dread the ordeal. You 
know exactly what is in store. Ap- 
proaching the dread presence, you 
introduce yourself. No reply. Only 
a cold stare. That frozen face looks 
like one of those cast iron dogs you 
see on old-fashioned front lawns. 
You determine to thaw out the at- 
mosphere. You launch into some- 
thing concerning the shoe business. 
The grouch -turns his head and tells 
the poor, frightened girl at the 
stenographer’s desk to get Mr. So- 
and-So on the line. He has 
an appointment, it seems. 
Too bad. You have done 
your best. Down stairs with 
you. No use wasting pre- 
cious time on that individual. 
And you had some real in- 
formation to give him. 

At the door you pause to 
talk to that clerk who seemed 
more human than the others. 
How is business? you ask. 


those 





By R. L. Prather 


He gives the answer you hear in all 
grouch stores. Business is rotten. 
Everything is going to pot. There 
is nothing in the shoe business. He 
is going to get out of the damned 
business. Do you know of a job on 
the road? Sad, but true, every word 
of it. It is repeated every day in 
hundreds of towns and cities. 

Will that fellow fail? It’s almost 
a ten to one bet. He is off his feed 
about something. It may be his 
liver. If that is the case, he will 
fail because of poor health. If it is 
an inborn, inherited grouch, he will 
fail because everyone hates him. He 
never shows up on the floor. He has 
insulted so many people that he dare 
not venture down by the front door. 
His very presence would drive away 
trade. His face would scare chil- 
dren. Little folk ask mothers: “Is 
the man mad at me?” 

The whole store is disorganized. 
All the clerks are unhappy. They 
shift jobs constantly. He cannot 
keep a force together long enough to 
get them working in teams. The 
clerks despise this grouch and they 
know that they are becoming 
grouches too; contact does it. 


ALESMEN with real shoes to 
offer fight shy of that grouch. 

He has insulted every traveler who 
has called on him the past year. He 
does not get to see any real lines 
any more. He goes to market to do 
most of his buying. Even there he 
remains a grouch to the extent. that 
the big fellows around the factories 
dislike him. They will do him no 
favors. He is always  grouching 


about styles, quality, workmanship, 
shipments, 


returns, adjustments. 















His very name creates an unpleasant 
air in the offices of the factories. 
The bill clerks, the shipping clerks, 
the stenographers, the office boys 
know his reputation. Whenever a 
letter comes from that dealer all 
hands begin to dodge. They know 
it means trouble. 


HEN the time comes that this 

grouchy individual finds him- 
self in need of financial aid, what will 
he get? Just what he has given. No 
more. The bankers, cold and hard- 
boiled as they are, are human under 
the skin. They have no pleasant 
contacts with the grouch. They will 
give no smiles in repayment for 
frowns. They will grant no favors 
to a man who has insulted everyone 
he has come in contact with for 
years. Extensions are often made 
and credit granted because a man 
may be considered a “good moral 
risk.” 

Some day the factory gets a letter 
from the grouch asking for an ex- 
tension. Business has been rotten. 
Everything is going to the dogs. 
That last shipment was rotten. He 
did not get credit for that lot he 
returned. Will the factory grant a 
sixty day extension on that overdue 
bill? The credit man looks over his 
glasses at his assistant and asks: 
“Is that that bird out there at So- 
and-So that we have so much trouble 
with? If it is, tell him-we can’t 
grant any extension. We must have 
our money. Tell him if he doesn’t pay 
up we will collect through an attor- 
ney.” 

And the grouch gets a sizzling let- 
ter from the factory he has abused 
so many times by mail. No tender- 
ness there. No reciprocal 
kindness. Just cold, harsh 
business. 

Failure is staring him in 
the face. He can’t frown that 
away. All his gloom and 
grouch cannot frighten off 
that unrelenting force of 
business. Pay up or go bust! 

Packing a grouch never has 
paid yet and it never will 
pay. 
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Narrower Trouser 


Bottoms 
[CONTINUED FROM PAGE 62] 


also a narrow French is good, and, 
finally, a good English last. The 
new English custom flat forepart 
last should be reserved for the 
highest priced lines. In the finest 
factories which have always sold 
English lasts, their trade is going 
a little to the new custom, but this 
last is a dead one in popular priced 
shoes. 


¢¢C'TICK to balloons in $6 to $8 or 

$8.50 shoes—if we must ever 
buy. Don’t worry, they. will never 
go onto the bargain counter! 

“It’s a game of leathers and shades 
of leather rather than lasts and will 
be for seasons to come—as is always 
the case during the fall and winter, 
darker shades will be in demand but 
the general trend is toward lighter 
shades. 

“Tanners are showing reddish 
shades, but too red is regarded as 
dangerous, also soft grain leathers 
will be good everywhere, including 
California. 

“Retailers are conservative and 
cautious about adding too many lines 
of dark or grain leather and all so- 
called winter types of shoes. They 
want to reduce their line and get 
into shape for the spring of 1927, 
when various lighter shades will 
come back stronger than ever, and 
it is probable that fancy leathers 
will make their appearance in great 
variety. Also with light weight 
shoes growing in demand, it will 
take most of the winter to clean 
house in preparation of adding many 
new lines next spring. 

“The sale of black shoes is gain- 
ing somewhat but it is the introduc- 
tion of extreme light shades and 
fancy leathers which will create a 
larger consumption of men’s shoes. 

“Light weight shoes are gaining 
in popularity everywhere, but they 
have brought along: more or less 
grief as a very large percentage have 
not been made right or, at least, 
have been disappointing to the 
wearer. 

“The way they are advertised the 
customer expects a shoe that will 
hold its shape, be light, pliable, com- 
fortable and reasonably good-wear- 
ing, and at present a shoe filling 
all these requirements is hard to find 
in medium-priced lines. The pres- 
ent season has been experimental. 

“Apparently, manufacturers mak- 
ing a few women’s shoes were the 
ones who came out with the most 
satisfying featherweights for men. 
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Striking Patterns and ~ 
Colors in Fall Coats 


[CONTINUED FROM PAGE 63] 


weighs 35 ounces as a maximum and 
one pound for the minimum weight. 
For example, a chiffon dress weighs 
six ounces, chiffon hose four ounces, 
bloomers three ounces, brassiere 
three ounces. Minimum is for sum- 
mer wear, exclusive of coat, which is 
a separate garment. 

Thus, for spring and summer wear 
chiffon in black and colors displaces 
dress satins with exclusives, which 
were the going thing one year ago 
at this time. This was expected. 
During the last three years the 
French have been steadily promoting 
the use of sheer and semi-sheer fab- 
rics—industries in which they excel. 
It is a safe prediction that anything 
the French promote in fashions gen- 
erally goes over. 

At least quarterly, the leading 
makers-up in this country visit the 
French capital to note what the 
Paris dressmakers are promoting, 
and generally follow suit. 


ITH the exclusives who set and 

further styles, tulle and net are 
none too light with which to fashion 
dress reflecting the last word in cos- 
tuming. In fact, tulles, chiffons and 
nets are the new weaves that are to 
exert a governing influence on the 
weights of all dress fabrics. 


The sooner every manufacturer of 
worsted dress goods senses the fact 
that he is in competition with silks 
and satins and adjusts his equip- 
ment with a view to producing fab- 
rics light in weight, the better. 


SIGNIFICANT feature of the 

recent opening of the American 
Woolen Co.’s collection of fall and 
winter fabrics was the absence of 
dress goods and the presence of coat- 
ings and suitings exclusively. More- 
over, the management of the styling 
department made no bones of stating 
that for the oncoming seasons the 
making of dress goods would not be 
given consideration. 

As against this, the French manu- 
facturer who is in close touch with 
Paris, the center of fashion develop- 
ments, is preparing collections of 
dress goods lighter in weight than 
have been shown during recent 
years. We are speaking of dress 
goods, not suitings, in this fashion 
analysis. 

If further evidence is wanted of 
a rising tide of light weights in fab- 
rics for dresses it is seen in the 
revival of taffeta weaves in silks. 
Taffetas came up strong at the 
spring outings in France last year, 
and since have gained in vogue. 








They used a bottom the same as they 
used in a woman’s shoe; namely, a 
good split insole—a woman’s welt- 
ing with a moderate extension and 
fine outsole, and if stitched aloft it 
adds to the wear. Simply using an 
outersole for an insole produces a 
shoe with a bottom as hard as a 
piece of sheet iron. The above ref- 
erence to light weight shoes applies 
only to medium-priced shoes. 

“The high priced factories who do 
not have to figure the cost are mak- 


ing very satisfactory light weights 
by using certain expensive imported 
leathers. 

“Boots are no good anywhere ex- 
cept in plain types. 

“Factories have spent large sums 
of money in bringing out new pat- 
terns and a few retailers have in- 
creased their investment by adding 
additional lines, but all for nothing. 
Aside from a few oldtime staples, 
the business in boots continues to 
slip.” 





Brooklyn Strike Ends 


The Shoe Manufacturers’ Board of Trade of Greater New York 
announced on Tuesday, June 22, the termination of the Brooklyn 


strike. The strike was officially called off by the American Shoe 
Workers’ Protective Union, without any agreement with the Board 
of Trade, representing the employers. The Board of Trade states 
that labor conditions in Brooklyn are now normal. 








EPS ae a NRE REE ET PTO SRL PS SCR IE OS el 


pvt 3 


BOOT AND SHOE RECORDER 


What a Credit Man 
Wants to Know 


[CONTINUED FROM PAGE 59] 


Are you lazy? Are you willing to 
work hard and deprive yourself of 
things if need be? Can you stand 
the gaff of reverses and bad times? 
And now, here are a few things I 
must know before I can pass on 
your credit: 


HAT experience have you had 

in the shoe business? How 
many years have you been at it? Are 
you a salesman or a clerk? Can you 
qualify as a real foot fitter? Do you 
know the insides of merchandising? 
What experience have you had in 
merchandising a stock of shoes? 
What do you know of bookkeeping? 
Of stockkeeping? Of cleaning stock, 
of preventing accumulations of odds 
and ends? Can you manage a sales- 
force? Are you a good organizer? 
Will you personally superintend the 
business, or will you spend your 
time in the office? How much au- 
thority will you delegate to others? 
Will you be on the job all the time, 
or will you take things easy? 

Have you ever bought a stock of 
shoes? Do you know how to select 
sizes? In this town you are enter- 
ing as a shoe man, what do you know 
about the feet of the people? What 
will they wear? What are their 
habits? Are they up to date, stylish 
people, or conservative? Can you 
pick styles that will sell to those 
people right off the bat? Tell me 
something of your knowledge of 
this town, its people, its habits, its 
customs, its payrolls, its nearby 
farm trade, and its proximity to 
other towns. 

How much money have you set 
aside for advertising? What meth- 
ods will you use, newspapers, direct 
by mail, outdoor advertising, signs, 
billboards, street cars, and other 
mediums? Have you a mailing list 
of the people in the town and vicin- 
ity? Have you appropriated a cer- 
tain per cent of your sales to selling 
expense? What are your show win- 
dows like? Will you keep them 
fresh and attractive? How much 
money have you set aside for that? 

And finally, after the investiga- 
tion seems complete, go over it 
again and see if there is anything 
left undone. Study the case care- 
fully for some time. If the candi- 
date seems to qualify, give him this 
parting advice: 


Be ready to discount your bills. 
Your discounts will help pay your 
rent. Be prompt in payment and 
keep your record clean with this 
house. Be as good to us as you ex- 
pect. us to be to you. We will treat 
you squarely and will expect the 
same from you. 

Go now and buy your shoes, but 
remember one thing: Our factories 
will be running every day. You can 
get shoes from us any day of the 
week excepting Sundays. Buy care- 
fully. Do not buy too many. Watch 
your sizes. Buy fewer shoes than 
you need rather than too many. 
Keep shoes on the road rather than 
too many on your shelves. 


O to it, boy, and remember what 
I have said to you, eternal vigi- 
lance is the price of liberty and it is 
also the price of success in the shoe 
business. Read everything you can 
find that relates to the shoe busi- 
ness. Keep your mind open and 
alert. Never get to thinking that 
you know it all. When you reach 
that point in life we want you in 
here to run this business. You will 
be too big a man for a small busi- 
ness. You will be a rare bird in 
the shoe trade. Come to market as 
often as you can, but do not form 
the habit of riding on railroad trains 
just to be going some place. The 
best place for a shoe man is in his 
shoe store. Keep sober, keep clean, 
and above all else keep your courage. 
The shoe trade needs bravery today. 
It has nothing for the weak-kneed, 
faltering, timid fellow. 
Good luck to you. And good luck 
means hard work, after all. 


Planning New York State 


Convention 


POUGHKEEPSIE, N. Y.—Local shoe 
retailers, working under the direc- 
tion of Charles T. Miller, president 
of the New York State Shoe Re- 
tailers’ Association, are * making 
plans for the coming convention of 
the association, which is to be held 
here September 13 and 14. 

The convention headquarters will 
be at the Nelson House, which with 
its new addition and thoroughly 
modern appointments will provide 
ample space for the housing of the 
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retail merchants and for a consider- 
able number of traveling salesmen 
who will doubtless wish to display 
their lines. President Miller gives 
his assurance that the hotel facili- 
ties of the convention city are very 
good. 

The details of the convention pro- 
gram are being worked out and it is 
promised that this will be of a nature 
and calibre that will make it well 
worth the while of every retailer in 
the Empire State to attend. A num- 
ber of headline speakers are prom- 
ised for the two days’ session, and 
plenty of time will be allotted for 
open forum discussions on live trade 
topics, such as style, advertising and 
sales promotion and present day 
problems of the business. 

The primary purpose of the asso- 
ciation officers and the Poughkeepsie 
merchants who have the local ar- 
rangements in charge is to make the 
two days meeting so enjoyable and 
at the same time so practically help- 
ful that every retailer who attends 
will feel well repaid for the time and 
money expended. 


Cooperative Retail 
Advertising 
[CONTINUED FROM PAGE 84] 


right direction, and I believe pro- 
duced a spirit of closer cooperation 
among the retailers themselves. It, 
however, accomplished one big thing 
—it made it necessary for all stores 
to end their clearance sales at the 
same time. 

That brings up the last point I 
want to make before closing. If 
merchants can successfully cooper- 
ate in their advertising to put over 
one type of footwear, why can they 
not likewise cooperate in selling such 
merchandise at a profit for a reason- 
able length of time? For instance, 
it is almost impossible to show a 
profit on white shoes if white shoe 
sales are started immediately after 
the Fourth of July. Can anything 
be done to correct this custom? 

In considering what can be ac- 
complished by cooperative advertis- 
ing, we should bear in mind that it 
will take several years of coopera- 
tive effort to really see results. The 
most successful cooperative adver- 
tising ever attempted is that of the 
Paint Dealers Association, viz., 
“Save the Surface and Save All.” 
It took years to put over that slo- 
gan. The same was true of the 
Floral Association in popularizing, 
“Say it with Flowers.” 

In conclusion I have no recommen- 
dations to make, but trust I have 
laid out a program which may be 
discussed with much benefit to all. 
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The REYCO Exhibit 


Of the Newest Buckles and Shoe Ornaments 
will Be Bigger and Better than Ever Before! 


We Cordially Invite You 
to Visit Booths 82 and 83 


—Department A— 
of the 


New England Shoe and Leather Exposition and 
Style Show 


EE what’s new in shoe adornments. See the newest 
buckles that are destined to be big items in fall shoe 
selling. We've been busy as bees during the past week 
preparing a Reyco exhibit that will be a treat to your 
eyes. So remember, we’re expecting a visit from YOU. 


Have You Written a Jingle on the Buck-el-on? 
The Contest Closes July 31 


If you haven’t already sent your poem in, get busy and 
send it in right away to the Boot and Shoe Recorder. 
Get in line for one of the many cash prizes. You may 
be a poet and don’t know it. Pass this bit of news along 
to your friends, too. 


The 


REYNOLDS COMPANY 


Providence, R. I. 


Importers and Makers of Reyco Beautiful Shoe Adornments 
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Stock Number 4386. Patent Kid One 
Strap with Parchment Lizard ie 
14/8 Lizard Box Heel. Widths A, 
C—2%4-8. Priced at $4.35. 


This shoe is in stock at Craddock 
Terry Co., Lynchburg. 





The South was founded by the best blood 
of England, France and Holland, and the 
fine taste and breeding of these pioneers 
is strongly reflected today in the many 
manufactured products of the Southern 
and Southwestern States. 


Honesty of craftsmanship—beauty of 
line—harmony of color, all are features 
of the charmingly styled footwear of the 
great Southern shoe factories of the 
Craddock-Terry organization. 


This line is now ready for distribution for 
Fall and Winter wearing. 


The Craddock-Terry organization with 
ten large factories located in Lynchburg, 
St. Louis and Milwaukee, Wis., has a 
particular and commanding position in 
the volume production of unusually at- 
tractive footwear. Every Craddock- 
Terry customer knows this. Experi- 
ence has taught them the cash value of 
cooperation with volume-production or- 
ganizations such as this. 


| CRADDOCK~ 
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We know every angle of the art of mak- 
ing fashionable shoes. Immense pro- 
duction brings down the price to a level 
where a merchant can make money in 


an increasing turnover. Large area of 


production gives a distribution service 


which is a by-word for speed and cour- 
tesy all through the national shoe trade. 


Our Fall and Winter line in every 
wanted leather, pattern and last is too 
But a call 
by any merchant on any of our different 


varied to be described here. 


departments will quickly put this newest 
Craddock-Terry line before you. 





CRADDOCK.-TERRY CO. 
Lynchburg, Va. 


McELROY-SLOAN SHOE CO. 
St. Louis, Mo. 


GEO. D. WITT SHOE CO. 
Lynchburg, Va. 


HARSH & CHAPLINE SHOE CO. 
Milwaukee, Wis. 


CRADDOCK-TERRY CO. 
Baltimore, Md. 


and our newly acquired branch 
CRADDOCK.-TERRY CO. 
(of Oregon) 
Portland, Ore. 
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Stock Number 5581. Parchment 
Shark One Eyelet. Airy Tie with 
Cherry Patent Trim and Heel; 14/8 
Box Heel. B, 3 to 8; C, 2% to 8 
Priced at $3.50. 


Stock Number 5545 is the same pat- 
tern in Ivory Kid with Peach Kid 
Trim and a 16/8 covered Spike Heel. 
Priced at $3.85 


This shoe is in stock at Craddock- 
Terry Co., Lynchburg, Va. 











ERRY CoO. 
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FOR 


| NINETEEN 
YEARS |. 


SOLES THE HEELS ( 
of rubber or for men or 


omin ESSEX wos 


Styles, sizes 
for sport use ? 
P and standard 


cc" RUBBER « 
day use. 


TOPLIFTS or 











SOLING GCQMPANTY _ topirtine 
and plain or de- 
MID-SOLING Trenton, N. J. signed. 


HAS SPECIALIZED IN MANUFACTURING 
FOR THE SHOE FACTORY TRADE 





When in Boston, call at our Boston Office - 22 Lincoln Street 
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BOOTH NO. 49 
BOSTON FAIR 
and at the 
COPLEY PLAZA 

HOTEL 


Headquarters for High Grade 
Growing Girls’, Misses’ and 
Children’s WELTS, and the 
famous GREENFLEX Process 
Flexible Children’s Shoes. 


Every customer of this house 
who comes to Boston will find a 
cordial welcome and a real sur- 
prise awaiting him. Never have 
we assembled such an array of 
salable styles under each of the 
types of shoes we make. 


Cora Sport Oxford 
In Naco Calf and Alligator. 


Without question every shoeman 
who sees these shoes will put 

Judith Strap Pump Green at the head of his list for 
igrantedagen st ceguamamed Children’s Shoes. 


combinations. 





The GREEN SHOE MANUFACTURING CO. 


960 Harrison Avenue Boston, Mass. 
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In your town as in every town there is one large and impor- 
tant group of men which prefers custom fashioned shoes. 


And another group whose tired aching feet cry out for comfort, too. 


This quest for custom style and solid comfort ends at the store where the 
Arch Preserver line is sold. The Arch Preserver shoe meets the demands 
of two exacting markets—with unusual profit to the retailer and satisfaction 


to the wearer. 

The same style in Custom 
Tan is stock number 330. 
Both are made-in widths 
AAA to D. 


Illustrated. below is stock 
number 325 made of 
Black Calf on. the Prince- 
ton Last. 
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THE BUSY CORNER 
for Busy Buyers 
of Busy Stores 
is 
BOOTH 230 
at 
Mechanics Building, 


Boston 


You are invited to see the 
Just Wright and Arch Pre- 
server lines at this booth— 
and also at the Salesroom, 10 
High Street, and at the Cop- 
ley Plaza Hotel. 


- SHOE 


Three New Numbers in 
Stock 


Illustrated Above 


Stock No. 370 
Medium Color Tan Calf Oxford 
with Heavy Single Sole. Made on 
the Frat Last. 
Stock No. 195. Same shoe in Im- 
ported Black Calf. 


Illustrated at Left 


Stock No. 150 


Color Custom Tan Oxford 


Light 
Made on 


with Heavy Single Sole. 
the Varsity Last. 


All shoes are made with special fitting 
right and left quarter patterns. 
Sizes A 7%-11; B 6% -11; 
C and D 6-11 
Price $5.75 
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“The Hot Puppy” 


" > ee ee 


Good News Q ickens Growth 


The good news of Lape & Adler Shoes for Women has quickened 
the growth of this Company and made necessary tremendous ex- 
pansion to meet the growing demand for this popular footwear. 


But the growth of The Lape & Adler Company is only the 
RESULT of the rapidly growing business of dealers who sell 
L & A Shoes. 

Lape & Adler Shoes answer the demand of American women for 


footwear that is smart in style, worthy in quality, popular in price. 
They answer the demand of merchants for shoes that draw trade 


and pay generous profits. 








One of our good news couriers is now in your territory. Welcome 
him when he comes with the good news shoes—the pace-setters of 
the season’s fashions. 


THE LAPE & ADLER CO. 


Makers of “The L & A Shoe” 
COLUMBUS, OHIO 
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mn 


Couriers of “Good News in Shoes” 
wy 








Dunbar Archer F. A. McGiffin H. L. Lape, Jr. 
B. J. Coens Tom Talbott W. T. Dickerson 
R. C. Crocker J. A. Spurlock Dolph G. Hoyt 
Ray Glascock J. C. Thomas Ray Jackson 
Paul J. Lee T. S. Van Hoesen W. H. Sharpe 
Phil Miller J. R. McNierney 
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SPECIALISTS in SPORT SHOES 


', 1926 








She’s Hiking Across the Country 


IN 


NORMAN & BENNETT 
TRAMPING BOOTS 





Miss Alma Sioux Scarberry in preparing for her trans- 
continental hike naturally gave first thought to her foot- 
wear. 


She chose NORMAN & BENNETT Tramping Boots, 
realizing that our broad experience as specialists in Sport 
footwear for over fifty years qualifies us as authorities in 
the making of the correct shoe for every sport occasion. 


Retailers who know the value of selling only the finest 
in point of style and service find NORMAN & BENNETT 
shoes invaluable as a basis on which to develop permanent 
customers. 


Be rightly equipped to supply the yearly 
increasing demand for athletic shoes for all 
kinds of sport. 


The NORMAN & BENNETT line con- 
tains the answer to every possible demand for 
what’s latest and best in sport footwear. 
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NORMAN & BENNETT 
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INCORPORATED 


“ 


BOSTON 


When writing to advertisers please mention Boot anp SHor RECORDER 















BOOT AND SHOE RECORDER 


- Du-Flex Gristle Soles = 
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With the tough, gristly 
strength that its 
name implies! 







This DU-FLEX product has a rough surface which prevents slipping. It is light in weight, 
easily attached as they are stitched direct to the welt, and will make a smooth, finished edge. 





Note these features of construction: All soles are reinforced at the toe with a specially 
coated fabric inserted between the two layers of rubber and fibre. This eliminates the 
danger of stitches cutting through or toe kicking off. They are also moulded two irons 
thicker at the toe, insuring longer wear. 








Practical in every way, for either sports or street wear. 






DU-FLEX GRISTLE SOLES are absolutely damp-proof. They are made for women’s 


and children’s footwear, as well as for men’s. 







Made in natural color only (a neutral shade that can be used with any leather). Heels 
square or straight breast. 






See the entire DU-FLEX line at the Boston Style Show, Booth 31, July 6-7-8 













AVON SOLE COMPANY 
AVON MASSACHUSETTS 





EXCLUSIVE 
nen eee ee: MFRS. OF 


DU-FLEX SO 
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We will also be at our Bos- 

Butterfly Footwear in all its ton Office, Rooms 304 and 

Fall brilliance will be on : 306, 183 Essex Street and 

display at the Copley Plaza bigie Booth No. 17, during the 

Hotel, July 6-7-8. | a? g Boston: Shoe and Leather 
fitF Fair, July 6-7-8. 


The following salesmen will be glad to welcome you 
personally: 

Booth No. 17 
Arnold Bamburger Chas. H. Phillips 
C. A. Berkshire Gene Ricker 
Sam D. McNaghten Dave W. Saifer 


GEO. B. LEAVITT CO. 


FARMINGTON ,N.H. 


Women’s Shoemakers Exclusively 


for 35 Years 


Boston Orrices 163 Essex Street 
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The LARGEST SHOE JOB LOT and 











LATEST NOVELTIES 
at 


ALL TIMES 





A Specialty with Us 
and Always at 
SAVINGS of 15% to 30% 


The finest and most 
convenient sample 
rooms in Boston (as 
everybody says) are only 
a few of the many fea- 
tures in our enlarged 
quarters — now totaling 
30,000 square feet of 
floor space. 











READ THESE TYPICAL ROSENBERG BARGAINS 


and remember our guarantee of 


SAVINGS OF 15% TO 30%, 


Ladies’ all Chrome Patent 1 Ladies’ Ribbon Trimmed Felt 
At $1.40 Strap. Drill Lined. Cuban At 40c Moccasin, in all solid Colors 
and Low Heel. Rubber Toplift. and Two Tones. 
Sizes 24 -6, 3-7, 3-8, 4-8 
\ ‘ : ] Ladies’ Plush Trimmed 
At $1.40 Men's Golden Brown Kid At 92 72C Juliets in Wine, Purple, Old 
McKay Everett. 
j Rose, Peacock, Brown, Navy, Oxford and Grey. 
Sizes 6-9, 7-9, 6-10, 6-11, 7-11 Sizes 4-7, 4-8, 5-8. 


At $1 40 Men’s Golden Brown Kid 
- McKay Romeo. At $1 3 5 Boys’ Light Tan McKay Bal 
Sizes 6-9, 6-10, 7-10, 6-11, 7-11 ° and Blucher. Sizes 1-54. 
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NOVELTY HOUSE in the WORLD 





offers 


ISITING BUYERS 


VALUES that CHALLENGE 
COMPETITION 


Market here first—we always have and always will make it worth 
your while. 


No other house can equal the savings we make possible because 
no other house has the same great volume cash purchasing power. 








S. ROSENBERG & SON, INC. 


140-144 ESSEX STREET, BOSTON, MASS. 


Visit us at Booth 100, Boston Shoe and Leather Fair, July 6-7-8 


Ladies’ Black Satin 1 Strap. 
Drill Lined. Covered Cuban 
Sizes 2, -6, 3-7, 3-8, 4-8. 


Boys’ Light Tan Bals and 
Blucher. Goodyear Welt. 
Sizes 214 -6- 

Youths’ Light Tan Bals and 
Blucher. Goodyear Welt. 
Sizes 1-2. 


At $1.45 


and Low Heel. 


At $2.15 


At $2.00 


Ladies’ Patent 1 Strap with 
At $2.25 Beautiful Cutout in Quarter 
in 17/8 Full Breasted Spike Heels, also Cuban 
and Low Heel. Same in Black Satin and Velvet. 
Sizes 3-7, 3-8, 4-8. 


At $1 75 Ladies’ 4 Buckle Arctics. 


“High Grade” Ecru Lined in 
Cuban, Low and Growing Girls’ Lasts. 


Same in misses’ black or ecru lined $1.60 
Same in child’s black or ecru lined $1.45 
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HIS original High 

Throat model 
which we have just im- 
ported from GRECO 
of Paris, depends on 
te goring for its perfect 
conformity to the in- 
step. 







Beautiful as it is it 
takes on added beauty 


when worn. 





For the higher the throat the 
more care must be given to the 
fit across the instep. 


There must be nothing in the 


BOOT AND SHOE RECORDER June 26, 1926 


E shall welcome 















the opportunity 
of showing you. this 
and many others of 
the newest gored 
models for Fall, if you 


will call at 


Booth 22 






BOSTON SHOE 
and LEATHER 
FAIR 






Goring Goes Best 


in the new High Throat 
Styles for Fall 

way of creasing, wrinkling or 

gaping to break the graceful 

line of the instep—and goring 

perfectly obviates. all this. 











Certify the success and service 
of your gored styles by specify- 
ing that they be made of HUB 
GORE—for over thirty-eight 
years the world standard shoe 
goring. 


HUB GORE MAKERS 


Branch of EVERLASTIK, Inc. 
CHELSEA, MASS. 
1107 B’way, New York 











-GUARANTEED FOR TWO YEARS’ 


SERVICE 
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Artistic Shoes 



























































Artistic—known through- 
out the States for its turn 
footwear of exceptional 
merit, offers the “Georgie” 








in stock. 
































A perfect fitting, staple 
shoe to retail at $10. 








IN STOCK 


For Immediate Delivery The “Georgie” 
CASE LOTS, 36 Pair A patent one strap with black 


stitching of distinctive design 
AA to er on vamp and quarter. 
LAST 11—Modified Toe 
LAST 14—Round Toe 
14/8 baby Spanish and 
Cuban heels 
LAST 601—19/8 Spanish 
Louis heel 


Price $5.75 








The same shoe in 
White Kid with white 
stitching, $6.25 





Our Initial Display of Fall Styles 
Will Be Held at the 


HOTEL COPLEY-PLAZA 


Mr. Bill Butterworth will be in attendance 


Artistic Shoe Co. 


Factory & Showroom 


3580 Throop Ave., Brooklyn, NY. 


New York Office, vacree & Bldg., 34th St. and Broadway Room 540. 
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Tlie fashion trend, which is unmistakably 
toward black, is clearly reflected in the growing 


demand for Darbrook “Ebony” Shoe Satins. 


Good judgment and sheer business necessity 
are the influential factors in the general ten- 
dency on the part of manufacturers—toward 
the stabilizing of lines, the simplification of 
styles, and the satisfaction of the. consumer’s 


actual requirements. 


Darbrook Shoe Satins and Fabrics combine 
beauty, quality and value to a degree that as- 
sures satisfaction to both maker and wearer. 


Darbrook 
Shoe Satins and Fabrics 


SCHWARZENBACH, HUBER & CO. 
31st Street : 462-478 Fourth Avenue 32nd Street 
NEW YORK 


Chicago San Francisco Philadelphia Dallas Minneapolis 
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|; the Boston Shoe Fair, July 6, 7 and 8, 


Darbrook Representatives will be in attendance. 














You are cordially. invited to visit our Boston 
office, 99 Chauncy Street, where complete lines 
of the newest Darbrook Shoe Satins and Fabrics 


are always on display. 


Darbrook Shoe Satins and Fabrics are produced 
by the makers of Darbrook Silks, nationally 
advertised, and recognized by millions of 
women readers of the leading fashion publica- 


tions, as silks of Character and Quality. 








Darbrook | 
Shoe Satins and Fabrics 


REPRESENTED BY 


T. F. LEARY, 99 Chauncy St., Boston, Mass. 
W. A. Gallup, Cincinnati, Ohio. D. J. Finn, Philadelphia, Pa. 
Henley & McGaghey, St. Louis, Mo. Desmond & Hottinger, Inc., New York, N. Y. 


lis J. K. Reynolds Co., Chicago, III. 
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Check these styles and mail a trial order now. 
ment you can’t afford to delay. 








Style S-389. Boys’ Light Shade Tan Calf Blucher Oxford 
on LENAPE last. Shield Tip with Armstrong Cork Box. Brass 
eyelets. Perforated quarter and vamp panels. Carried in stock 
in B-C-D widths. Sizes, 1 to 6. Price $4.00 
Style S-265. Same as above in Gents’ or Junior last. Car- 
ried in stock in C-D widths. Sizes, 10 to 13%. Price $3.25. 


If you have been bothered with slow-moving stocks, these light- 
weight EXCELSIORS for Summer will pleasingly surprise you— 
and your customers. Consider these features: 


Collegiate Style—that healthy swagger of line and design 
which brings Boys, Youths and Men to your store. 


Excelsior Quality—nationally known and respected by 
three generations of buyers in this nation. 


Conservative Price—with the further advantage of sell- 
ing shoes that look to be worth several dollars more per 
pair than you will ask. 


Excelsior In-Stock Service—assuring you that your order 
will be on its way within 24 hours after it is received: you 
know what that means in profits on a small investment. 


THE EXCELSIOR SHOE COMPANY 


Authorized Manufacturer of Boy Scout Shoes 
PORTSMOUTH, OHIO, U. S. A. 


This is one ship- 








Excelsior Light Weight Shoes 


For Summer 





A Geod Luck Coin With 
Every Pair 





Style No. S-263. Tan Calf 
Bal Oxford on UNOAS last, per- 
forated vamp and quarter panels, 
Armstrong cork box, oak sole with 
rolled edge, rubber heei. Gents’, 
9-13 %, 85. 
Style No. S-264. Same as 
above, in Black Calf. 





Style No. 8-386. Tan Calf 
Bal Oxford on DUMPY, Balloon 
type last, perforated vamp and 
quarter panels, match eyelets, oak 
sole with rolled edge, rubber neal. 
Boys’, $3.45; Big Boys’, $4. 

Style No. S-387. Same as 

above in Black Calf. 


Authorized Manufacturers 
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Nocturne 


This lovely black satin one-strap is particularly 

smart with its 15/8 spike wood heel, and the 

vivid blue and gold lizard which forms the 
applique trimming on the quarter. 


“ 


Lady Jet 


Here is an unusually handsome black velvet 
one-strap pump, carrying a 13/8 wood cuban 
heel and further distinguished by an applique 
trim of black calf on quarter and vamp. 
Also in other fabrics and leathers. 


“ 


Night Beauty 


There’s regal richness in this black velvet step- 
in pump with its 13/8 cuban wood heel. Not 
the least of its beauty is the rhinestone har- 
ness buckle which shows an imitation strap 
effect in satin. Offered in other fabrics 
and heels also. 











Raven 


A patent leather one-strap pump with a 10/8 
wood cuban heel. Very much in the mode 
with its vamp and quarter underlaid 
with parchment lizard. 


“ 


Biarritz 


Charming indeed is this tan lace oxford with 
its ’gator saddle. Notice how the shoe is 
stitched all over with two-and-two rows of 
spaced stitching. Another happy conceit is 
the new brass oblong eyelet. Made on our 
brogue last with an 8/8 flange heel 
and rubber top piece. 


“ 


Dixie Girl 
A trim and tidy tan Southern Tie, with an 
alligator apron quarter finger and counter 


strap. Made on our brogue last with an 
8/8 flange heel and rubber top piece. 

















2a, | peaeateiget is woman in her style pref- 


erences. Her taste iis constant only in its 
regularity of reversal. 


We have passed through a season of remark- 
able preference for light colored shoes and 
now we must expect—and discount—the 
inevitable right-about-face. 


Enter the Blacks! 


Black looms clearly as the dominant motif 
for Fall footwear. And if we can gauge the 
market by the unexpectedly large sale we have 
had during the past weeks of welts and the 
welt type of oxfords and Southern Ties, you 
may expect the Black Vogue to be fashioned 
in these attractive tailored types of footwear. 


To illustrate the ensemble of our Fall line, 
we show on the preceding pages six of these 
tailored styles in black. 


e 


CUSHMAN-HOLLIS 
COMPANY 
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I N response to the demand of highest 
grade shoe manufacturers for a calfskin 
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of distinctive wine color we have originated 


TONY 
BURGUNDY 


Numerous requests for samples of this new 
shade indicate an evident interest in this 


new color tendency. 


Send for your sample today. Better still— 
order sample shoes from your manufac- 
turer, and se TONY BURGUNDY at its 
best. 


: 


—— 


imceoe & COOK CO. tevin 


95 South Street, BOSTON, MASS. TONY BROWN 
TONY TAN 
TANNERIES P. A. HENRY & CO. 
DANVERSPORT, MASS. 706 Broadway, Cincinnati, O. TONY GOLD 
SILVEY & CHRISTMAN Leather Trades Bldg. TONY RED 
New York. Cite 62 esses ie y~ Rane Wis. TONY BLACK 
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Armstrong Cork Box Toes | § 
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Here Are Ten Real Reasons Why\y 
Are Now Using Armstrong Circle} ¢ 
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Here Are the Ten Reasons: te 


1. It Is a Soft Comfortable Box 6. It Is Waterproof it 
2. It Is a Firm “Style” Box 7. It Is Elastic i 
3. It Will Not Crease or Wrinkle 8. It Will Not Cut the Foot ns 
4. It Will Not Become Brittle 9. It Will Not Crush 
5. It Will Not Break 10. It Springs Back to Shape ei 


‘alk 
Why not give your customers all these 
advantages in the shoes that you sell? At 
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hy\Leading American Manufacturers 
1e}® Cork Box Toes in Their Shoes 


Here Are the Manufacturers: 











































Pontiac 
Maine Watson Shoe Company ..............+.+- Lynn M. Legg Shoe Company ........-++++ 
Weber Bros. Shoe Company.......... No. Adams Levie Shoe Company .......--0++s+ee+% — 
L. A. Crossett Company ugusta See eK OO Pee Worcester Pontiac Shoe Company ..........-++++ hecbtena 
R. P. Hazzard Company.... . Whitman, Keith Company ............ Brockton Stonefield-Evans Shoe Company ....... oc 
Jounson Bros. Shoe Compan Hallowel Whitmore, Tirrell Shoe Corps ....... Weymouth Indiana 
Rowan, . Winchell Shoe Company ............+++- Natick Huntington Shoe & Leather Company . . Huntington 
Trail-Moe Shoe Company Sa Paul C. Wolfer Company.............. Everett Marion Shoe Company .........-++e+++s Marion 
E, T. Wright & Company............. Rockland Iowa 
Massachusetts New Hampshire ee “ Caen She . Com ~o bo0bdSeWosDeceed Gus 
Wate Stree BERGER, -cccecccvesiceececsees tsfie! ile» “4a baa ian auale Maladie adele 
. = ‘alker & Wilke, In G. Crafts Company............. Manchester Michigan . 
M. N. Arnold Company... Gale Shoe Mfg. Company...........- Manchester Herold-Bertsch Shoe Company ....Grand Ra > 
Buker, Field Corp..........+.- T. Grinnell Shoe Company:........ Rochester Witchell-Scheill Company ......-...++-- Detroit 
2. a "Bates Company... ...eccssece . +. Webs Harrington Shoe Company .. . .Manchester Minnesota 
E. Bottomley Company.............++-- Boston M. Hoyt Shoe Company . Manchester Connolly Shoe Company ........-.-++> Stillwater 
Bridgewater Workers’ "Gaius, Assn . . Bridgewater Kimball Shoe Company .. Manchester Foot, Schulze & Company. . .-. St. Paul 
> ykton Shoe Mfg. —eeoy S elecasens Brockton J. F. McElwain Company. . -Nashua L. D. Stickles Shoe Company.... Red Wing 
twin Clapp Sons, Inc. ooo .East = ye ae Richards ew In Cie mn Wisconsin asi 
P. Cogan & SomS......-+seeeeceeceeee m Company....... t este! Copeland & Ryder Company........... efferson 
Co nonanmeaith Shoe Company Seuaeoseus Whitman E. G. & E, Watlace Shoe So....4.8 « Rochester Davies Shoe Mfg. Company ............. Racine 
Conrad, Shoe Company......--+-++++++: Montello New York Bdmonds Shoe Company ............. Milwaukee 
B. A. Corbin & Son.........--+++++s- Marlboro D. Armstrong & Company, Inc........ Rochester Fiebrich-Fox-Hilker Shoe Company...... Racine 
Corcoran Gleason Shoe Co........... Middleboro DE EE EE, BR ci ceca cccccwesesece Nyack Freeman Shoe Mfg. Company............ Beloit 
Jos. F. Corcoran Shoe Company.......- Brockton Burrows Shoe Company ............- Rochester Mason Shoe Mfg. Company..... Chippewa Falls 
Creig, Reed & Bmerson...........--.++- Brockton Duna & McOarthy ...............-. Binghamton Marathon .Shoe ote Tuaceneéeoesen Wausau 
A. M. Creighton... ...-- ssh. -+++ereeee ss Lynn Val. Duttenhofer Sons, Inc. ............ Buffalo Milwaukee Shoe Company ........... Milwaukee 
Lewis A. Crossett Company... .... No. Abington John Ebberts Shoe Company............ Buffalo Nunn, Bush & Weldon Shoe Company . . Milwaukee 
Divmond Shoe Company.......--..--«« —— Endicott-Johnson Corporation ...... Binghamton Racine Shoe Mfg. Company.............. Racine 
Doherty Brothers .......« Nets e eee t tn weces Avo’ Endicott-Johnson Corporation ......... Endicott F. M. Smith Shoe Company.......... Milwaukee 
Doyle Shoe Company....2...--+++++++ Brockton Endicott-Johnson Corporation ...... Johnson City Missouri 
Eagle Shoe Company. «....----+++++eee Everett C. P. Ford &@ Company «...c......00%- Rochester Brown Shoe Company ............+.++ St. Louis 
Chas. A. Eaton Company ...........- Brockton Wm, Henne & ©o., Inc. ...........0+: Brooklyn Hamilton-Brown Shoe Company ....... St. Louis 
Jolin Ebberts Shoe Company.........+-.. Boston F. A. Kubnert Shoe Corporation....... Rochester International Shoe Company .......... 
Elliot Shoe Company...........+++ - Brockton The Mennihan Company ........... . -Rochester Johansen Bros. Shoe Company 
Emerson Shoe MPANY..- +++ «+ ws . Rockland Perkins Shoe Company ........+...-. Rochester McCord-Norton Shoe Company 
Field Bros. Shoe Company theese . «NO. Middleboro BE. P. Reed & Company......+.....++ Rochester McElroy-Sloan Shoe Company 
Forbush Shoe Company......... v...No, Gratton Robingon-Bynon Shoe Company ........ Auburn Samuels & Sons Shoe Company .. 
Wm. C. Foster’s Sons... .. rete eee ees Rowley Rosenwasser Bros., Inc........ Long Island City Samuels Shoe Company ........ 
A. Freedman & Sons..... BPRS osc tice . -Brockton Sherwood Shoe Company ............. Rochester Nebraska 
J. E. French Company.........-..... Rockland S. Waterbury & Son Company........ Brooklyn Kirkendall Shoe Company .............. Omaha 
French, Shriner & Urner.......... South Boston Maryland California 
— K, Seve Ghee Company. eRe Bridgewater Newark Shoe Mfg. Company...... Westminster Elias-Katz Shoe Factories ......... Los Angeles 
Gill Shoe Company .....--++++:ccceeeees New Jersey ~ ‘ Canada 
Givren & Blunt § Shoe Company......... Brockton C..C. Small Shoe Company......... Hammonton Arrow Shoe Company ............++++ Montreal 
Green Shoe Mfg. Company ............. Boston Pennsylvania ey ee iiieaee se *eessoeees ——— 
J. J. Grover’s Sons Company......... Stoneham Carlisle Shoe Company ... Carlisle omy nde & pd » Ltd...... i 
Joseph M. Herman Shoe Company........ Millis Eby Shoe Company ...... ... Lititz _— & oe Com, a = Ltd. «6. eeeeeee G ontrea’ 
Heywood Boot & Shoe Company. Worcester Harry Eby Shoe Company...... . .Ephrata wet. ia. wy, Ste eeeeeeeses “ey * 
Hill Bros. Company ......... . -Hudson Gerberich-Payne Shoe Company .... t. Joy 7 ao ee —— ny. * Steele Quebec, 
Howard & Foster ....... Brockton Johuson-Baillie Shoe Company....... "Millersburg ve n aerial ap dled ee ‘oat 
Huckins, Temple Company - Milford Mrs. A. R. King, Inc.........++-+ Philadelphia Roy BS 
W. S. Jelly Shoe Company....... ...Lynn A. 8. Kreider Company.......... Elizabethtown — — wie ee 
Geo. E. Keith Company............0. Brockton J. Landis Shoe Company............. Palmyra rT nA, Shoe raed sopsacee t. — 4 
Killory-Moriarty Shoe Company........ Brockton Roney & Berger Company ........... Allentown etrau mpany, Ltd. .........+ ontrea 
Alfred Kimball Shoe Company..... So. Law Sheppard & Myers, Inc. ............... Hanover 
Kui Bis BIR. cccesvoscccocdcese Ward ait Walkin Shoe Company......... Schuylkill Haven 
Leonard & Barrows ............++65 Middleboro A. N, Wolf Shoe Company ............. Denver 
Leonard, Shaw & Dean............. Middleboro E. F. Wylie Shoe Company........... Fleetwood 
‘ B. gg ° SN s6cbscssosensce oe .——— Virginia 
os. H. Seca sscesoal udson 7 
London Character Shoe Comeunty eigiud Brockton Craddock-Terry Company ........... Lynchburg 
McElwain, Holmes Company ........... Hudson Georgia 
J. I. Melanson & So Sons Corp........ North Adams SS Pra Buford » 
Melanson Shoe Company...............+.+ nn Red Seal Shoe Company................ Atlanta 
Metropolitan Shoe Company ...... -:.-Whitman Ohio 
Milford Shoe Company ...........+++. Milford Excelsior Shoe Mfg. Company...... . Portsmouth 
Moss, Seamans Shoe Company......... Haverhill Julian & Kokenge Company.......... - Cincinnati . 
Norman & Bennett .............. ++... Boston Krippendorf-Dittman Company .. . Cincinnati 
Old Colony Shoe Company........ -++-.Brockton Lape-Adler Company ................ Columbus 
Preece Ty DOU ccccccdcnceccedes Worcester McGovern Shoe Company ........... -+.-Logan 3 
Isaac Prouty Company .......... eeeees Spencer Midland Shoe Company ........... -+..Newark 
Rice & Hutchins, Inc............-.-. Marlboro Miller Shoe Company .......... . Cincinnati 
Rice & Hutchins, Inc...... +-++...80. Braintree Miller Lerch Shoe Ad Company - Columbus 
Ross Shoe Company ......... +++++++-Mariboro Roth Shoe ae, Com Pee Cincinnati 
Royal Shoe Company ...............- Randolph _ 4 = EP rppernrrerrenen . Columbus ' 
Schwarz, Ruggles Company........... Campello Tennessee 
C. B. Slater Company............. So. Braintree J. W. Carter Company.............0. Nashville 
Smith, Crawford Shoe Company......... Boston Coble Shoe Company ................ Humboldt ; 
Stacy, Adams Company ...... stteeees Brockton Jarman Shoe Company ............. Nashville 
Stone; ‘Tarlow Company slat ehevanentel Brockton West Virginia . 
EE Taylor Cone — eh othe ssntiateg — —_ Perry Norvell Company ............ Huntington 
- Toomay Company ..... ...Boston Illinois 
Union Shoe Company . . Brockton Creel, Mauldin & Chambers.......... Highland 
Upham Bros. Company .. Stoughton Fiorsheim Shoe Company .......... . -Chicago 
Walker Thall, Inc. ........... .. .. Stoughton Goding Shoe Company ........ - Paris 
Wall, Streeter & Company.......... No. Adams Kannally-Wick Company ..... . . -Highland : 


Armstrong Cork Company, Specialties Diviston, Lancaster, Pa. 





Boston, Mass. .... -+197 South St. Cincinnati, °. -+..1017 Broadway Toronto, Canada ............ Armstrong Oork 4 
New York City ... -50 Church 8t. St. Louis, ve 1204 8. Third = Insulation Co., 11 Brant 8t. 
Chicago, Ill. ...+.+++ vevee 820 W. Randolph St. Minneapolis, Minn. bhd4 wae 316 Third Ave., N. Montreal, Canada ........... Armstrong Cork @ 


Insulation Co., 901 McGill Bldg. 


Specily Them for Your Shoes 


B-48 
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Officially—the hand ot 
Fashion now. points to 
Velvetta Antelope Suede 
Calf in Black, Brown, Tan 
and all the official colors 
endorsed by the Style 
Conference. 

Cavendish Russia Calf 
available 1n the same 
shades for combinations. 


a EO a AR ae 


O]ErTbheastmaereniaseebele)mectel 
in the selection of Suedes 
—Velvetta Suede bears a 
long-tested reputation as 
the best. 
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Hunt-Rankin Leather Co. 
Manufacturers of Fin Calt | ithers 


UUme siaraemelencal a Boston, Mass. 
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You Will Find Them 
in Booth 245 


LL the new styles for Fall 

—smart Oxfords for men 
in both make-up and our famous 
24-hour Reserve Stock Line! 

Unusually attractive welts for 
the tailored woman, dainty 
McKays in step with the most im- 
portant social occasion! 

Sturdy boys’ shoes that stand up 
to rough usage and come back for 
more! 

Hundreds of styles from which 
to choose your Fall line—cut from 
soft, attractive leathers, rich pat- 
terns, smooth-fitting, and best of 
! all, priced in the range most in 

demand today by your customers. 

















We cordially invite you to 
visit Booth 245, July 6-7-8. 
You will find it very much & 
worth your while. aay 
—J}f 
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V .L.Douglas Shoe Co. 


301 SPARK STREET, BROCKTON, MASS. 
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No. 30 Arabia 





AND SONS INC. 


LYNN, MASS. 
Salesrvom, 75 South St., 


J~ BARNET-S |= 
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Mo. 38 Pyramid > 
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Glittering Black White Shark 
Smart Tan Lizard 
Rugged Brown Alligator 
Cool, Smooth Parchment 
Delicate Pastel Tints 


Here are only a few of the many original and 
colorful shadings of Reptile Calf and most 
favored Pastel shades. 

Our latest edition, Style Leathers is worthy of 


study when you plan purchases, or design ad- 
vanced styles. You can see at a glance just 








how various combinations and effects actually 


Yih 
Beaters 
Re, 


look. 


Please send in the Coupo. 
ayd our booklet ‘ 
Style Leathers Pdi 

me ve Piolinae sat PANE § SONS 


ASE SEND ws, Al Once 
a “" OF YOUR Sokter 
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Boston, Mass. 
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THE SHOES YOU ORDER ARE THE SHOES YOU GET 


To Retail at wl | $7.00 to $8.00 


=x SHP> 


For ~~ 


TAP SOLES 


Full of “SNAP” and “KICK” 


Are what the young college men demand. 
» Customers tell us ours ‘kick the goal” for snappy. style. 














Be sure to see the entire line at 


BOOTH 270 


BOSTON SHOE and LEATHER FAIR 


-HUCKINS & TEMPLE 


INC. 


Factory Boston Office 
MILFORD, att 135 
MASS. é LINCOLN ST. 


Chicago Office: 324 Republic Building 










KIPPY LAST 


Imported Scotch Grain. 
Schmidt's ERIC Grain 
in Black and Tan— 
also Black and Tan 
Bright Finished Chrome 

Leathers. 


Armstrong Cork Box 
or Beckwith Box Toe 
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“Sweet to the Eye” 














SALLY 
SWEET 


A 
“Turn of Style” 
with 
Comfort 




















They make SWEET music on the cash register 

















m, fa, 


EVELYN ELOISE BEBE 


we. 119 Kid No. 273 Kid we 218 Kid 

No. 119-3 Patent No. 2 ‘hwy es » ane ast 

Widths 4-9 A: 3%-9 B; 2%-9 ©, D, B. Widths 49 4: 248 Be 2%-0 Cc, D. Widths “on: 3%-9 B; 2%-9 C, D. 
Price $3.35 rice $3.60 Price $3.35 


ta 


All styles in stock. Same day service. 


MacLAUGHLIN 


AUBURN 


1} Tl 
Hil Hl | 
HTT | 
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“Sweet to the Foot” 


——— 








They make Comfort 
Unashamed! 


You have seen it happen many a time: a 
customer wants Comfort yet is ashamed to 
buy it, because the usual Comfort Shoe 


offends her style-sense. 











The SALLY SWEET turn makes Comfort 
Unashamed! Its lines are the lines of 
gracefulness and daintiness; its shapeliness 
is notable; yet it is a shoe of comfort. 


Make way for SALLY SWEETS— in the 
forefront of your style-windows, with your 
other fashionable numbers. You'll be 


repaid! 























BO PEEP 


. 2236 Kid No. 266 Kid No. 223 Kid 
Ne. 336-3 Patent No. 266-3 Patent No. 223-3 Patent 
Widths 4-9 A; 3%-9 B; 2%-9 C, D. Widths 4-9 A; 3%-9 B; 2%-9 C, D, E. Widths 4-9 A; 3%-9 B; 2%-9 C, D, E. 
Price $3.60 Price $3.35 Price $3.35 


Line on display at the Copley Plaza Hotel—July 6-8 


-SWEET, INC, 


MAINE 


Hii ii 
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Consult our rep- 
snopPre resentative in 
ee an sTREET 
T 
29 WES 
circt® 9735 


Booth No. 21 


at the Boston 
Style Show about 
improved shoe 
cartons and dis- 
tinctive labels. 

We have a spe- 
cial service for 
manufacturers 
and shoe retailers. 





Frank C. Meyer Co. of Brooklyn 


are America’s greatest shoe carton manufacturers and 
designers of shoe labels. Practically every Brooklyn, 
New York and Long Island City shoe manufacturer 
and a majority of the high type department and shoe 
stores are served by this organization of specialists, 
with shoe cartons and labels. 











When writing to advertisers please mention Boot ann SHOE RECORDER 





BOOT AND SHOE RECORDER June 26, 1926 











DONT TRY TO STOP THE EXPRESS 
TRAIN WITH A COTTON STRING! 


that’s like trying to oppose consumer demand for 
STERLING PATENT COLT AND STERLING PATENT KID 
leathers in fine Shoes. These famous shiny leathers have 
irresistible trade drawing power—Use them and get aboard 


for SUCCESS. 


J» PATENT 


Sterling Colt Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 
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You are invited to call at Booth 19, Boston Shoe and Leather Fair, July 6-7-8. 
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STITCHDOWNS 


The New Feature Shoes of the (reader Line 


Styled to the minute and with those carefully detailed comfort and quality features 
which insure customer satisfaction and goodwill building. 





AS y SWEETHEART STITCHDOWNS are new. They are the result 
of careful research and planning by one of the largest children’s shoe 
manufacturing organizations in the country. 


In Stock service insures quick delivery and assists in merchandising turn over. 


“Eva” “tae teasaciaes aang? “Sylvia” 


R 750—One of the very new patterns in Sweetheart Stitch- R 752—A beautiful Duo Strap Sweetheart Stitchdown. The 
downs. A wonderful fitting last which insures foot comfort chased silver ornament accents the style. 


and quick sales. Patent chrome uppers, one piece grain leather insoles. Foot 
Patent chrome one strap with teardrop cutout and chased Form last, full leather quarter lining. Flexible oak outsoles. 
silver ornament. One piece grain leather innersole, flexible 

oak outsole. Full leather quarter lining. 


MCAS Wraaoyo. 


Best Shoes for Boys, Girls and Babies. 


FACTORIES DISTRIBUTING POINTS 


Annville, Pa. Middletown, Pa. New York Chicago 


Elizabethtown, Pa. Palmyra, Pa. Seattle San Francisco 
Lebanon, Pa. 165 Second Street 
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“There’s Pride in the Wearing” 


Peck Quality Shoes Increase 
Your Sales by Continually 
Making Satisfied Customers 


The observant purchaser recognizes the up- 
right quality and exacting craftsmanship 
in PECK SHOES, and again sees the strict 
standard which made New England 
footwear the measure of comparison 
the world over. 


See the PECK line at Boston 
the week of July 5th. 





WORCESTER 


Peck Shoe Co. 


MEN’S AND WOMEN’S FINE SHOES 


126 Chandler Street, Worcester, Mass. 


A. C. CARPENTER 

J. M. TRAVERS CHAS. O. MILLER 

E Hotel at Boston Office 
Boston 432 Rice Bidg., 10 High St. 
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The BASIS of our BUSINESS POLICY 












The A-W model who 
will display CON. 
STANT COMFORT 
shoes at the Style 
Show. 





wy F 





The famo 
who bro i Constant Co 


tainments 





Natienal publications and 
newspapers carrying the 
advertising of CON- 
STANT COMFORT and 
CONSTANT STYLE shoes. 














is 


—_—_—__ 





CONSTANT COMFORT « 
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| is “MORE SALES for A-W RETAILERS” 


—_ 





We have learned that the way to increase our sales to A-W dealers 
is to help them increase their sales to their customers. 


That is why we spend money and effort in devising ways to help 
the retailer sell CONSTANT COMFORT and CONSTANT 


STYLE shoes—to make him a partner in our business. 


Our Our consistent year-by-year advertising in the Ladies’ Home 
National Journal and other national mediums has made “CONSTANT 
Advertising COMFORT” and “CONSTANT STYLE” nationally known 
names—assets to any A-W shoe retailer.. We have received 
several thousand inquiries from women in answer to our national advertising, 
which we have sent to A-W retailers. 


who 


= Our Profit- Our recent price reductions are practical examples of the 
tyle Sharing Price usual A-W method of retail sales aids. The new low prices 
Reductions have enabled many dealers to greatly increase sales. 


Our Radio Many retailers of CONSTANT COMFORT and CON- 
Broadcast STANT STYLE shoes can testify to the value of the series 
Advertising of broadcasts which were given this spring by the Constant 

Comfort Shoemakers. This series of weekly entertainments 
was greatly appreciated by radio audiences and introduced CONSTANT 
COMFORT and CONSTANT STYLE shoes in a most acceptable manner 


to many thousands of women. 


Our sales figures for last year show the soundness of our policy. Sales for } 

1925 increased 22% over 1924, despite the general quietness in the industry. ’ 
. Since our recent price reduction we have been compelled to in- 
crease production 6673 per cent. 


See the Complete A-W Exhibit 
at the New England Show 


Complete lines of CONSTANT COMFORT and CONSTANT 
STYLE shoes will be shown at the New England Shoe and 
Leather Exposition and Style Show, at Boston, July 6th, 7th 
and 8th. You are cordially invited to visit us in Booths Nos. 
266-267; also at the United States Hotel. 


AULT-WILLIAMSON SHOE CO. 


TURN SHOE SPECIALISTS 


Factory and Eastern Sales Division: Western Sales Division: 
Auburn, Maine St. Louis, Mo. 


The Nationally Advertised Line 


~CONSTANT STYLE SHOES 
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Who Can Say What 
W omen Will W ear? 


SEE 
SATNU 


Experience has proven that no one can answer the question but the 
women themselves.” The men— Poiret, Patou, Tappe, Lelong, 
Molyneaux and:the others may suggest ideas; but it is the woman and 
her taste that finally decides the mode. 


And it is on this final decision that we base the declaration that black 
satin shoes are Coming back strong. See them on the feet of the really 
smartly dressed women in the New York sections where style pre- 
dominates. See them in the fashionable dining rooms—in the 
theatres—the supper clubs—and you have the evidence of your eyes 
to prove our assertion. 


The-women say in no uncertain voice that »black satin shoes are 
correct and chic. 


REGISTERED TRADE MARK 


THE SATIN BEAUTIFUL 





Has helped this style development. The charm of its rich deep 
black, its lustre, and its durability have all contributed. Buy shoes 
of SATNU for the Fall, and you will profit by its sales appeal, 
and the customer satisfaction that goes with it. ° 


AT BOOTH 20 
BOSTON SHOE AND LEATHER FAIR 


9 SPRUCE STREET 


BOSTON 


J. EINSTEIN, Inc. 


= 


NEW YORK 


ST. LOUIS CINCINNATI MILW AUKEE MONTREAL 
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When Visiting Philadelphia 
for the Sesquicentennial— 


we would enjoy having you go. through our welt 
factory; picture of which is shown below. Only by 
such personal inspection can you really get close to 
the true standards governing a house and its product. 


When in Philadelphia, Just Telephone Regent 1514 


me FERRIS SHOE se. 


PHILADELPHIA For over 50 years makers of Children’s, Misses’ and Growing Girls’ Finest Shoes CLEVELAND 
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“WANDA” Go /, “CHARM” 
D515—“BROWNbilt” genuine « / AA332—“BROWNbilt” genu- 
white washable kid, 18/8 cov- / ine white washable kid, white 
ered wood spike heel, AA-C, / ’ | kid trim, 16/8 covered wood 

~ spike heel, AA-C, 244-8. 





“SALLY” 
AA142—“BROWNbDilt” genu- 
ine white washable kid. 17/8 
covered wood spike heel, 
AA-C, 214-8 








. a 3 “ADAIRE” 
ROMANA AA148—“BROWNbilt” genu- 
D492—““BROWNbilt” genuine ‘ e. ine white washable kid, pat- 
white washable kid, 17/8 cov- ent trim, 18/8 covered wood 
ered wood spike heel, AA-C, spike heel, AA-C, 244-8. . $4.35 
“SUNNY” 
AA156—“BROWNbilt” genu- 
ine white washable kid with 
Baby Lizard trim, 18/8 cov- 
ered wood spike heel, A-C, 
Di civaptescceyseees $5.00 





Quality Footwear 


All numbers here shown are made of 
genuine white washable kid. There is 
nothing better or more attractive for 
warm weather wear. 


FORGE... a Bowe Ha.0¢ Douwngsioey, 


able kid, 17/8 wood spike heel, AA-C, 
DID vincccgdocsssetsowawpinepssonsi $4.60 











Manufacturers St. Louis, U. S. A. 
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CATALOG of 
Colt-Cromwell Co., Inc. 


596 Broadway, New York City 











IN STOCK 


Imported Boots — Puttees 
Garrison Belts 
Riding Accessories 


Foremost Importers and Makers of 
Quality Merchandise 








IMPORTED ENGLISH RIDING BOOTS— 
MEN’S, $16.50 PER PAIR 
WOMEN’S $14.50 PER PAIR 


ENGLISH 
MADE 
BOOT TREES 
B67— 
$15.00 Per Pair 


IMPORTED 
MAHOGANY 
BOOT JACK 
B37— 
$16.50 Doz. 





A Leaf from Our Catalog Showing Im- 
ported English Riding Boots and Acces- 
sories Carried in Stock—and Some 
Things That Are Shown in It. 





SPURS AND 
SPUR CHAINS— 
B702— 
$12.00 Doz Pairs 





BOOTS 


Made in England 


Combining Service, 
Style and Fit 
An English-made field 
boot of tan Scotch grain, 
the handicraft of Eng- 
lish supercraftsmen. A 
boot that is now in such 
great demand for sport 
and military service. 
Full leather lined, 


double soles. 


B2780— $13.00 Per Pair. 


4 


If you are unable to see our 
Mr. J. Kane, who will be at 
the Hotel Essex, Boston, 
July 6-7-8-9, write us for 
the Booklet. ‘ 











COLT-CROMWELL CO., Inc. 


596 BROADWAY NEW YORK, N. Y. 
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Wood Heel 
Screws "Tuts illustration proves that the ordinary methods of 
attaching wood heels is unsatisfactory. The victim might 
escape serious injury, but you cannot escape. You have lost 
_a customer. Why do you permit such occurrences when 
or can easily remedy this evil— by specifying ALPHA 
Woop Hee Screws? 

Women expect not only style and comfort in their foot- 
are retailers forestall vain “wear, but also security. They are not familiar with the 
pranks Seema. Dod pmane: 4 shoe’s construction, but they have confidence in you. A 
manufatturer. An important litle _. ose heel will destroy that confidence. For your own pro- 

tection, as well as that of your customer, insist upon the 


detail that will safeguard your i 
customer and help create goodwill use of ALPHA Woop Hee Screws in all your shoes. 











United Shoe Machinery Corporation 


.. BOSTON, MASSACHUSETTS 


“A. * SMAAAAAAAAAAAAAAAAIBAAIAIASS OLLI SE UE AI NI UF Xe 
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Mitchell-Welch figures ‘‘overhead”’ into their 


prices on the basis of continuous capacity 
production. 


This is one reason why their prices are so 
favorable—and why they are able to keep 


their factory at capacity month on end. 
Do you know “the best $5 retailers* on the 
market”? 
Boston Fair, July 6-8 
Booth Number 73 


Mitchell- Welch Shoe Co. 


163 Commercial St. West Lynn, Mass. 
Boston Salesrcom: 89 Bedford St. 


* Sold in cases of 
36-pairs-on-a-width 
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We have specialized 
in the manufacture 
of storm and hunting 
boots for over twenty 
years. 


1630—16-inch Black Elk Moc- 
ecasin, Cadet Last, Uskide 
Sole, Full White Were 


1632—16-inch Chocolate Elk 
Moccasin, Grain (Gusset, 
Uskide Sole Munson Last, 
Goodyear Welt. $4.75 


bo 12-inch Choco- 
late El Moccasin Vamp 
732—Chocolate Elk Moccasin Blucher, Blucher, Uskide Sole, Hiker 


Uskide Sole, Munson Last, Goodyear Lest 83.50 724—Chocolate Elk, Blucher Tip. Oak 
Welt. $2.85 te —_ Sole. $2.85 


3338—Black Elk Moccasin’ Blucher, ‘ 725—tTan Kitchener Blucher Tip. Soft 
Uskide Sole, Munson Last, % White Toe, Uskide Sole, Goodyear Welt. 
Welt. $3.25 $2.85 


People like-to be sold shoes better 
than they have been used to. 


If you show Murphy Shoes, “Made and backed 
by a New England Conscience,” you will find every 
pair reflects our 28 years of good shoemaking. 
This makes it easy for you to sell “shoes better 
than your customers have been used to,” and the 
price is right. 


J. D. MURPHY SHOE CO. 
NATICK, MASS. ITV | 
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TRADE MARK 





It’s a pleasure fitting 
these front gore 


shppers 


Just give the gore a preliminary stretch; 
slip on the pump as far as it will go; insert 
your shoe horn; give the shoe a push and 
you have a customer with a beautifully 
fitted foot. 


Immediately she begins telling you that 
this is the best feeling pump she has ever 
had on. And, she means it, for the fore- 
part is exceptionally comfortable; there is 
a delightful sense of snugness through the 


STOCKED IN waist and a clinging vine fit at the heel. 


B-1913—Black Kid Of course she will want to see something 
B-1914—Patent Leather ’ 
B-1915—Black Satin else; they all do. But, don’t worry; you 
Sizes 1 to 11 have already made a sale; she may have 
Widths AAAA to EEE you try on as many different makes and 
Price $5.50 patterns as you can show, but in the end 
she will walk out with a pair of these won- 
Sizes 8% and 9 35c. Extra . 
“ 2% and 10 50c.  ** derful fitting front gores. 
n 


Single and two pair orders 25c. per ; A 7 ’ 
pair extra. Built over our 309 combination last. Light 


weight close trimmed Goodyear welts, 
wood heels with a Wingfoot top lift, solid 
grain leather counters, molded bottoms 
with a light stained forepart and a black 
shank. Beaded buckles of jet and genuine 
steel beads. 


We have thousands of pairs on the floor, 
ready to ship upon receipt of your order. 





165 N. Water St., Rochester, N. Y. 
Chicazo OTice: 189 W. Madison St. 
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A Wondertul Buy 
" and Onl 


IN STOCK 
B-C-D & E WIDTHS 


The DAVIES ARCH SUPPORT SHOE 


In the.construction of our Arch Support last, 
a specially designed arch support effect is used 
when combined with a corrugated steel arch 
support shank attached in such a way that it 
leaves a perfectly smooth insole without any 
ridges whatsoever, which gives that much de- 
sired strengthening effect. Davies Arch Sup- 
port does not bear on any particular point but 
is distributed over the whole foot. This fea- 
ture has made our Arch Support Shoes such a 
marvelous success. 
Style No. B-5568 
: Genuine Imported Australian Black 

By actual test it has been 

proven that Kangaroo leather is Kangaroo Arch Support Blucher Oxford 4.40 

17% more flexible than any Style No. B-5497 


leather tanned. It has the soft- 
ness of Kid and the durability 
of Calfskin. 


The Kangaroo skins used in 
Davies Shoes are selected for 


Genuine Imported Australian Brown 
Kangaroo Arch Support Blucher Oxford 4.90 
Style No. B-568 


Genuine Imported Australian Black 
Kangaroo Arch Support Blucher 


their fine grain and tightness of Style No. B-497 
fibre. Genuine Imported Australian Brown 
: Kangaroo Arch Support Blucher 


DAVIES SHOE MANUFACTURING CO. 


RACINE, WIS. 
Distributors 
Sut a York State of Oklahoma 


HUTCHISON WHOLESALE SHOE CO. 
Fort Smith, Arkansas 


State of Maine 

SIMMONS-BRAMHALL CORPORATION 
E. &. co., 

Belfast, Maine La MSERE 90. tO. 
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“For the Particular Miss’ 
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Reasons Why— 
Allen Squire Co., Spencer, Mass. 
Equip Shoes with USKIDE Soles 


USKIDE keeps the 
shoes in shape for ye T: 
a longer time. 
Lp two, 
L- More shoe dealers than ever 
are specifying USKIDE 
Soled shoes — because so 


many of their customers ask 


for USKIDE Soled shoes. 





Specify “U. S.” Spring- ‘ 
Step Rubber Heels Watch for more reasons 


Everywhere, shoe wearers 
are asking for the heel that why shoe manufacturers 


is made of ‘Sprayed Rub- 
hes beieanian 2 tex eeaaite prefer USKIDE Soles. 
comfort and longer wear. 








United States @ Rubber Company 


TRADE MARK 


1790 Broadway, New York 


Sole and Heel Stocks in our following Branches: 


Boston Chicago NewOrleans NewYork “Cincinnati St.Louis Pittsburgh 
Portland, Ore. Los Angeles San Francisco 


*Stock for shoe manufacturers only 


Specify Shoes Equipped with 


USKIDE Soles 
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Decidedly Brockton Shoes 
for Boys are “Just Like Dads” 


See this line during 
The BosTON SHOW 
at the HOTEL EssEx 
and at our 

Boston Salesrooms 


Greatest $4, $5 and 
$6 Value on the 
market 


BROCKTON SHOE MFG. CO., Inc. 


BOSTON OFFICE AND SALES DEPT., 186 LINCOLN ST. 


NEW YORK STOCK DEPT. ATLANTA CHICAGO AKRON SAN ANTONIO SAN FRANCISCO 
A27 Duane St. 1S No. 4th St. 238 Peachtree Republic Bldg. 335 Walsh Pidg. 801 Russell Bidg. 526 Pacific Bldg. 
PHILADELPHIA Arcade 
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You'll get a real kick 
when you see P & V’s Fall Leathers 
at Booths 37 and 38 
Boston Shoe & Leather Fair 
July 6-7-8 | 
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Lotus Calf. _ Colored Velours Calf 
Suede Calf 
Colored. Sides 7 Work Shoe Leathers: 
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Various Prints in Fancy Leathers 


* omnoc————0590 


PFISTER & VOGEL LEATHER CO. 


MILWAUKEE, WISCONSIN 


BRANCHES ~ 


Boston Chicago Northampton, Eng. 
New York St. Louis Leicester, Eng. 
Philadelphia San Francisco Frankfurt A/M Germany 
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C-H-ALDEN COMPANY 
Designers aid 1 Makers of Mens Fine Shoes 


ZI > 
(i'tcE:=> Ss 
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A SMART TIE FOR FORMAL WEAR 
BENCHER LAST 


Boston Oftice:-lO High Street ial 
lactory and Executive Offices 
ABINGTON,MASS. + 
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—and 


Twice The Wear 








Another 

















The RAJAH Canvas Shoe 


Embodies New Principles 
In Canvas Shoe Design 


Development 


It is unvulcanized throughout and is the result of 
long experiment for the purpose of giving you the 


RAJAH Sole on a canvas shoe. 


Ask to see it : ye genuine gt Ye ene is omg - ine ae 
shoe, allowing you the benenhts o 
BOOTH 36 CANIZED rubber for canvas shoe uses. 


Boston Shoe It is light in weight but long in wear. 


ALFRED HALE RUBBER CO. 


Leather Fair 
ATLANTIC Established 1837 MASS. 
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“Keep thy shop and it will 


keep thee. 


Sayings of Poor Richard 


“One today is worth two 


tomorr« ws.” 


Sayings of Poor Richard 


We hope you’l/ be there 


F  cgats can grab a few 
e brisk days of trading dur- 
ing the height of the shoe buying 
season. 


Can you keep a steady trade 
coming in throughout the 
seasonP 


For it is the steady trade that 
rings the bellonthe cash register! 


Quick-selling, lively styles and 
effective merchandising meth- 
ods maintain a steady flow of 
business. 

You can get both—for the 
mere price of a railroad ticket— 
at the Boston Shoe and Leather 
Fair, July 6, 7 and 8. 


Can you afford not to make 
the investment? 


JULY 6-7-8 
BOSTON SHOE & LEATHER FAIR 


STYLE 


re 
low s 
— 1C0 “TVerchaniisi 


SERVICE 


CONFERENCES 


DISPLAYS 


y 

















This is what the Boston Shoe & Leather Fair ofte: 


you July 6,7 and 8 


For your service 


Merchandising Forums (mornings of July 7 and 8). The free advice of experts on your 
individual problems in store management and shoe selling. 

The Shoe Market (every day). The cream of the best shoe styles spread for your 
inspection, comparison and buying. 


For your knowledge 


Merchandising Conferences (mornings of July 7 and 8). Learn the most effective ways 
to increase your business this fall. 

Merchandise Exhibits (mornings of July 7 and 8). See actual pieces of advertising and 
prize windows that have sold shoes for your fellow merchants. 

Manufacture of Shoes Exhibit (every day). How many of your clerks know how shoes 
are made? Urge them to see this complete shoe plant actually turning out shoes. 
Trips to Factories (every day). Would you like to meet the people and see how the 
shoes you sell are made? We shall be glad to make special arrangements for you to 
visit any shoe factory in the district. 

The Style Runway (every evening). Sixty beautiful models displaying styles for all 
occasions. (Just a word of friendly caution — be sure to reserve your tickets early 
for this feature). 


For your pleasure 


The Harbor Trip Gambol (afternoon of July 8). Salt tanged breezes, music, vaudeville, 
plenty of good eats and — well, sea air does make one enjoy life! 

Sightseeing Trips to Historic Points (any day). Provincetown, the original landing place 
of the Pilgrims, old Plymouth, Salem, the home of witches, Concord, Lexington, and 
the “‘ rude bridge that spans the flood,”” Old North Church, Bunker Hill! The younger 
children of your family will especially enjoy these trips and also find them useful 
in their school work. 

Visit the Beaches (every day). You merchants from the middle west will especially 
enjoy the pleasure of relaxing and lying around on the warm sand sniffing the crisp air. 
Golf (every day). Play over some of the sportiest courses in the country. We will be 
glad to make arrangements for you. 

Special Trips for Friend Wife. A special women’s committee is organized to give her 
a good time while you are busy. Ask about it when you register. 


Prize Awards 


Silver Cups. Will you be one of the lucky six to take home and display in your window 
one of the beautiful silver prize cups given for best window, newspaper and direct 
mail advertising? 

Mysterious Black Box. Here is a chance for you to win another prize given for early 
registration. 

Think of these things — cool beaches, trips, golf; two mornings of service and knowledge; 
two nights of style on the runway; one wonderful afternoon’s trip down the harbor! 


{ CAN YOU AFFORD NOT TO BE IN BOSTON JULY 6, 7 and 8? } 


JULY 6-7-8 
BOSTON SHOE & LEATHER FAIR 


STYLE | ag | SERVICE 


aihtated < Merchandist: 

CONFERENCES 
DISPLAYS 
FORUMS 
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WAY 


~for girls of in-between age 








HE “Midway” Line, planned 
to meet the demand of the 
young women and girls from twelve 
No. 0125--Patent One Strap (Turn) Gray to twenty years, is built on up-to- 
5 1h Price $4.00 date lasts and patterns featuring 
10/8 and 12/8 heels. It includes 


both turns and McKays with a 
price range of 3.25 to 4.25. 





This line may be seen at any time, 
by appointment, at our New York 
office, 130 West 42d Street, or at 
the Boston office, 110 Summer 





No. 0123—Patent Pum (Turn) Gra 
Lizard Trim. = A Street. 
OPS Theme ccc ccccvcsccssvecss Price $4.00 


The “Midway” line will also be 
displayed in Boston July 6th to 10th 
inclusive at The Hotel Brunswick, 
Room E. 


Your inspection is invited. 





No. 0145—Patent D’Orsay (McKay) Cara- 
mel Kid Trim. 
Pe GEE ehbew spc cksises o60secc Price $3.50 


L. B. EVANS’ SON COMPANY 


WAKEFIELD, MASS. 
BOSTON OFFICE NEW YORK OFFICE 
110 Summer Street 130 West 42nd Street 
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| anew while leadlher 
Cleaner wilh lre- 
MeHAOUS SACS 
POsHOUIMTES:. 


Your present season’s sales may be greatly in- 
creased and made to show larger profits, if 
you sell “Cupid” to every buyer of white 
leather footwear. 


Only a little of ‘“‘Cupid’”’ on the soft cloth 
found in every package, a light rub and presto 
—dirt and grease vanish. 


“Cupid” is positively harmless to leather. In 
fact, it won’t injure anything. It is non-in- 
flammable, too. Put up as it is in a screw 
capped, milk-white glass bottle attractively 
labeled, and then enclosed with a special car- 
ton, you have a unit of merchandise retailing 
for fifty cents, on which you can double your 
money. 


A Gross Is None too Much for a Beginning. You'll Soon Reorder. 
If Your Jobber Cannot Supply “‘Cupid,”’ We'll Ship Direct. 


$48.00 Per Gross 
“a Slightly more West of 
Mts. 


Cc 
Less Trade Discounts 


WHITTEMORE BROS. 


SHOE POLISH MANUFACTURERS NEARLY A CENTURY 
BOSTON, MASS. 
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SHOE STORE SERVICE SECTION 


Devoted to Findings, Fixtures and the Proper Display of Merchandise 











Time to Dress Up 
the Store 


HE shine wears off fixtures and 
onto clothes so gradually that 
the change escapes the notice of 
those who see them every day. But 
the customer who sees a store all 
freshly “dolled up” and sees it 
again six months or a year later 
sometimes gets the impression that 
it’s “kinda runnin’ to seed.” Now is 
the time to look the place over with 
a critical eye—inside and out. Needs 
some touching up, doesn’t it? Some 
repairs wanted here and there? 
And if some new things are 
needed, allow all the time you can 
for them to be made up and installed 
before the busy days of fall. The in- 
dustries making store equipment are 
having their busy season, and if you 
delay too long in ordering, you’re 
likely to have things torn up at a 
most inconvenient time. 
How about the store front? Is it 
smart and classy, in keeping with 


merchandise? The window 
back? Is that O. K. to remain an- 
other year? The display stands—a 
new set would help some when the 
fall styles are introduced. 

The decorations for fall should be 
ordered well in advance. Send now 
for catalogs. 

Show cases—do you want to leave 
them just as they are and where they 
are? If not, get busy with your 
plans now, as they may call for alter- 
ations, repairs or new fixtures that 
can’t be finished in a day. 

The seating—is there repairing to 
be done here, or a change in finish 
or arrangement? Are you ready to 
add some more chairs? 

The shelving and panelling—pos- 
sibly they need some attention be- 
fore they’ll be as trim and neat as 
they once were. The walls, ceilings, 
rugs, drapes, valances—these will 
all want cleaning if nothing else. 


the 








Merchandising Calendar 
for July 


July 1-5—Just before the Fourth 
there’s plenty of trade and plenty of 
work for the salespeople—but don’t let 
a customer get out with just one pair 
of shoes without first calling attention 
to the various types you carry for the 
various summer uses. Keep a keen eye 
on your short lines and clean out as 
many of these as possible by Saturday 
night. 

July 6-10—Don’t let anyone see any 
symbols of Independence Day in your 
windows Tuesday morning. This is a 
time when many stores shout nothing 
but bargains. When this is kept up for 
two months or more, the “holler” dies 
to a whisper. Better talk SUMMER 
now. There are summer types and 
summer styles of footwear that add 
quite a bit to the enjoyment of sum- 
mer. Push them now—and push them 
hard. 

July 12-17—Tie up with sports. Offer 
a pair of golf shoes as prize for the 
best verified score made at each golf 
course in your locality. Give baseball 
shoes to the player making the most 
home runs. In like manner give prizes 
for other sports. 

July 19-24—If the weather holds 
good you should now be going strong 
on summer merchandise—but there 
will be some short lots to clear. These 
should have some smaller windows or 
unit display space in large windows; 
also special ads. 

July 26-31—What are you doing 
about the care of the shoes you sell? 
Do you post your customers on the 
dressings best suited to their shoes— 
on the use of shoe trees—on the wis- 
dom of keeping extra laces handy? 
That equipment that you want installed 
—store front, window background, 
seating, shelving, show cases, shoe 
stands, decoration, ¢tc.—get them in 
during the next few weeks. 
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What twenty-one years 
mean to you 


Twenty-one years’ study of correct store front building 
and service from a merchandising viewpoint backs every 
Kawneer installation. When you invest in a Kawneer 
Store Front it is not an experiment but the proven pro- 
duct of experience. 

We serve the small as well as the large in every mer- 
chandising field. 

Here are just a few of the big stores using Kawneer. You 
undoubtedly know most of them. What better endorse- 
ment can we offer? 


i. a J. L. Hudson Co., Detroit. 
bles M. R. Rich Bros., Atlanta. 
q T. Eaton Co., Ltd., Montreal. 
: : San Francisco 
City of Paris Oakland, Calif. 
Paine Furniture Co., Boston. 
H. Mahlar & Sons, Raleigh, N. C. 
The May Company, Denver. 
Browning, King & Co., Inc., Chicago. 
The Venetian Arcade, Miami, Fla. 
Broadway Dept. Store, Los Angeles. 
Hecht Company, Washington, D. C. 
M. E. Blatt Co., Atlantic City. 
The Boston Store, Milwaukee. 
Hanan Shoe Co., Memphis, Tenn. 
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Hundreds of installations for many of the leading chain stores. 


SOLID COPPER 


STORE FRONTS 


awneer i 


COMPANY 
3713 N. Front St 

Niles, Mich. 
Send book showing 
numerous types of 
fronts for my business. 
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Fig. 1—This summer style setting is designed for an effect of coolness. Cool colors 
in a filmy material are used for the frame and panel in the background. A wax or 
papier mache form can be used for the arm—or this can be cut out and painted at 





a local sign shop. A few artificial plants complete the ornamentation 


Making July Show a Profit 


A New Selling Season—Not a Clearance Period 


ANY shoe merchants, as 
Me as merchants in other 
Wearing apparel trades, will 
try out a new plan of merchan- 
dising during the summer months 
of 1926. Instead of merchandising 
along clearance sale lines, they will 
feature a new summer season. New 
merchandise suitable for the sum- 
mer weather will be strongly fea- 
tured in July. It is suggested that 
these lines be of the light, airy type, 
and made of materials which are 
light in weight and adaptable for 
weaving or those which are ex- 
tremely soft and pliable. 
and panama as shoe materials are 
growing in popularity. Pastel 
shades of linen combined with rep- 
tile and kid leathers will probably 
sell well if properly featured. Bas- 
ket weave and checkered weave ma- 
terials will rank high in popular 
demand. Black and white combina- 
tions may also be featured. Deau- 
ville sandals made of woven leather 
as well as other sandal designs may 
be picked as summer lines. 
It isn’t going to be an easy thing 
to turn a clearance sale month irto 


Raffia. 


BY A. E. EDGAR 


a fashion period. It» may be that 
many merchants will be disap- 
pointed this year in the results of 
their efforts, but it should be re- 
membered that this year the efforts 
will be largely experimental, and 
that the good merchandising of this 
year will have a considerable effect 
upon the business of the Julys of 
coming years. 

There is less need of protracted 
clearance sales today than ever be- 
fore. Millinery styles in footwear 
should be merchandised as such, 
and when lines do not sell readily 
within 60 days of their receipt they 
should be featured in sales, whether 
the month is July or not. Stocks 
should be kept clean by a series of 
sales at the right time rather than 
be allowed to accumulate for clear- 
ance in July and January. 

The success of the new season 
will rest entirely upon the efforts 
of shoe merchants, because the pub- 
lic will look for the clearance sales 
at the accustomed period. To get 
the greatest amount of benefit from 
the new summer season the mer- 


chants in every community should 
do five things: 

1. Agree among themselves not 
to start clearance sales until Au- 
gust 1, or not earlier than July 22, 
if the former date is not agreeable 
to all merchants concerned. 

2. To cooperate in advertising the 
new summer season. 

3. To give more attention to win- 
dow displays and to interior decora- 
tions. 

4. To see that the salesmen are 
sold on the idea and are properly 
prepared with suitable selling ar- 
guments. 

5. To feature suitable summer 
styles, such as were suggested in 
a foregoing paragraph. 


T should be the aim of the shoe 

merchant to make his store as at- 
tractive as possible during the sum- 
mer months. The window displays 
and the interior decorations should 
be so different that the public must 
notice it. This difference should be 
found in the class of materials used 
in the decorations and in the man- 
ner in which they are used. 
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North Shore Bootery, Evanston, Ill. “ 


People seek up-to-date merchandise 


in stores which look up-to-date 


IDY, unshined shoes may still be good serviceable shoes —but they 
don't look it. Nor does an old fashioned, unattractive store reflect prog- 


ress, smart merchandise, and good values. Like unshined shoes — unadorned 
stores hide their true worth. 


For fifteen years we have specialized in manufacturing the one factor of greatest 
importance in adding distinction to shoe stores—American Interlocking Shoe 
Store Chairs. For, beyond their utility, their greater service and longer life, is 
a beauty of line and finish that suggests careful store management, adds an air 
of prosperity to the store, invites more and better trade, and builds customer 


confidence. 


A Free Service to Improve Your Store 


Thousands of leading stores throughout the country are equipped with American 
Interlocking Shoe Store Chairs. And in these installations we have gathered 
many important facts regarding shoe store seating. Today our engineers and 
draftsmen offer you their experience free. With no obligation on your part 
they will gladly suggest an arrangement of chairs to enable you to serve more 
customers, with greater speed and convenience, and at the same time add 
greatly to the decorative effect. Write to our Shoe Store Service Department. 
Their counsel and assistance is vours for the asking. 


American Seating Company 


Illustrating 
No. 6035 


A beautiful decora- 
tive treatment that 
will harmonize with 
any interior. A dura- 
ble chair, with deep 
curve back, mattress 
spring seat, ony cover- 
ing and 


—i- 


These great 
features 
ee 


Greater comfort for your 
customers, 

Greater a — 
chairs are guaranteed 
against ‘ 

Greater beauty because of 
attractive designs. 

Greater economy in cost. 
15 years of experience to 
serve and assist you. 











This Booklet— 


The Shoe Store Beautiful 
shows many attractive 
styles and arrangements. 
Write for a copy, today. 





1016 Lytton Building Chicago, Illinois 


NEW YORK: Room 601, 119 W. 40th — ack OAILADELPHIA: Room 703, 1211 Chestnut St. 


BOSTON: Room 302, 69 Canal St. 
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Fig. 2—Summer Decorations. 


Lower left: A parasol and scarf against a 


background panel with a picture suggesting the season. A large colored 
paper butterfly is a good decoration for the background and small ones may 
be hung from the ceiling and kept in motion by a concealed fan. The lantern, 
the post flower box and the window flower box are easy to make as directed. 
The sketch of the shoe stand suggests one way of attaching a spray of flowers 


A setting for the opening display 
of summer styles is illustrated in 
Fig. 1. There is nothing about it 
that the average salesman who 
looks after the window displays can- 
not construct, nor are the materials 
expensive. 

Across the back of the window is 
draped a white filmy material. 
Either silk, satin, sateen or crepe 
paper may be used, hence the cost 










IT Newest 


Summer 
Footwear 


Styles 














Fig. 3 


of the material utilized may fit into 
everyone’s pocketbook. The object 
of this drape is to give the window 
a light, airy appearance. Bright 


colors suggesting warmth should 
be avoided, and although we have 
suggested white for the drape, it 
is also possible to use delicately 
tinted materials. 

To construct the picture in the 
background first make a frame of 





Just Jn- 


ew Summer 
Footwear 
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july * fall 
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2-in. strips of wood. Puff silk, 
sateen or crepe paper around this, 
using a delicate shade of green, 
blue or lilac. A panel of wall board 
or of boards may then be con- 
structed to fit back of the frame. 
Over this plait a contrasting color 
of similar material. By using 
blocks at each corner, the panel 
may be brought to within an inch 
or so of the frame, the puffing of 
the frame hiding the panel edges. 


HAND can be cut out of wall 
board and painted as life-like 
as possible. A sign painter may do 
this rather well. Another method 
of securing a similar effect will be 
to use a wax arm, which may be 
borrowed from a friendly women’s 
wear dealer. The greatest caution 
will have to be taken in using this 
wax form because it is extremely 
fragile. A papier mache form for 
displaying gloves might be substi- 
tuted with good results and with 
less risk. A rose is placed in the 
hand in the illustration, symboliz- 
ing summer, but if the form is used 
and the shape of the fingers will 
permit a light summer shoe may be 
held by the hand. 

It is also possible to use a couple 
of hosiery forms upon the feet of 
which a pair of summer shoes may 
be placed. By arranging these so 
that a drape may be used at the top 
to represent the dress of a woman 
another very good effect may be 
secured. By deepening the box 
formed by the frame and the back- 
ing panel a display of three or four 
summer shoes may be shown on 
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Fig. 5. 


Some appropriate types of show cards for the new summer season. They should be light and airy and have plenty of 


“class” 
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Make Your Windows 
Pay Your Rent! 


A retail shoe authority has said that the 
most effective advertising comes from 
the store windows—they pay greater re- 
turns in actual profits than any other 
medium. 


Do you know how much a bright up-to- 
date store front would be worth to you? 
Do you realize that it could actually pay 
your rent in the increased business it 
brings—and perhaps even more? 


Thousands of shoe merchants have found 
that the magic touch of a new Brasco 
front has put new life into their business, 
built up prestige and reputation, over- 
shadowed competition, insured their per- 
manent success. 


It works—and we can prove it to you. 
The coupon below will bring you inter- 
esting facts that no shoe man should be 
without. Mail it in—now! 


Brasco Manufacturing Co. 
5035 Wabash Ave., Chicago 


Eastern Sales Office and Warehouse: 
28-14 Wilbur Ave., Long Island City, 


New York 








VANITY 


Brooklyn Specialists 
in SHOE ORNAMENTS 


one 


Leather Ornament by VANITY 


Shoe Designed by 
ELCO SHOE MFRS. CO. 





At the Boston Show, many of the shoes on 
display will carry VANITY Ornaments. 


We sell to manufacturers only 























VANITY, 
1261 Atlantic Ave. Brooklyn, N. Y. 








COPPER STORE FRONTS) 








BS 626 


BRASCO MFG. CO. 
5035 Wabash Ave., Chicago 


Send me Design Folder and store front information—free. 











Adrian X-Ray 
COMFORT IS REMEMBERED 
LONG AFTER STYLE AND PRICE 
ARE FORGOTTEN 


FIT 
SHOES 
THE 
X-RAY 
WAY 


Foot Fitter 








MAKE 

YOUR 

STORE 
SATISFACTION 
HEADQUARTERS 


IT’S EASY TO OWN—EASY TO OPERATE 
Write Today for Details 


The Adrian Corporation 


Room 610, 210 Sycamore Street 
Milwaukee, Wis. 
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Fig. 6—The Glorious Fourth should be observed in the windows. 


A cut-out 


eagle and shield, festoons of red, white and blue paper and some giant cannon 
crackers are appropriate symbols that can be removed without tearing out 
the whole trim 


stands of varying heights. Other 
ways of utilizing this frame and 
backing will suggest themselves to 
the display man as he reads these 
suggestions. 

It is also suggested that a few 
palms, ferns, and other tropical 
plants be used sparingly in this 
window. Artificial plants may be 
purchased reasonably and used for 
many months in the window and in- 
terior displays. 


'W HE footwear display in summer 

should not be crowded. It is far 
better to show but a few items at a 
time. Not only will the display look 


more summery, but the passing peo- . 


ple will have a better chance to 
pick out desirable styles quickly. 
Other suggestions for a summer 
window display will be found in 
Fig. 2. At the lower left-hand cor- 
ner a unit consisting of a summer 
parasol and a scarf is suggested. 
Footwear to match the colors se- 
lected should be shown in the unit, 
and not too many of those. The 
panel may be plain or decorated 
with a light summery design. 
Above this a butterfly is shown 
with outstretched wings. Cut-outs 
of cardboard painted in gaudy col- 
ors may be used, or butterflies made 
of crepe paper will serve. Any col- 
ored plate of butterflies will give 
the display man all the color com- 
binations he may desire. Several 
of these butterflies hung in the 
window from the ceiling may be 
kept in motion by a light breeze 


from a fan, or by twisting the thread 
from which they hang. Butterflies 
may also be attached to the panels 
and fixtures. 

At the lower right-hand corner is 
shown a flower basket that the dis- 
play man may make himself. The 
basket should be of considerable 
size and filled with ferns and other 
foliage suggesting summer. The 
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whole thing can be constructed of 
light boards, wall board or a com- 
bination of these. A large bow of 
white or tinted silk ribbon may be 
tied to the handle, or tulle may be 
used for this purpose. 

By attaching a bouquet of flow- 
ers to each shoe stand, either at the 
back of the oval or to the standard, 
the display will be made more at- 
tractive. 

It is suggested that any pillars in 
the store be treated with special 
decorations. A flower box may be 
built around the column and vines 
permitted to trail over the sides. 


HE hanging lantern should be of 
considerable size and is intend- 
ed for interior decoration, although 
one may also hang in the center of 
the window if desired. Silk or crepe 
paper may be used for the shade of 
the lantern. Hoops of wood or wire 
are used at top and bottom. The 
hoops are to be connected by slats or 
wires the right distance from each 
other. Silk or cotton cord may be 
used for the decorations. After the 
material has been attached to the 
hoops, forming a cylinder, the loose 
ends at the bottom are to be gath- 
ered together and tied on the in- 
side. A cord and tassel are then 
used to finish this end. Several of 
these may be used in the store, and 
when possible with electric lights 
within them. 
Precautions 
to have the 
large enough 


taken 
plenty 
ma- 


should be 
lanterns 
so that the 
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Fig. 7—For a unit display of shoes 
for sports, a wallboard panel with 
poster illustration mounted on it 
wins attention. The stand can 
easily be made in the store 


Fig. 8—For a “Stop Sale” or “Go 

Sale,” stands of this nature may 

be placed at strategic points in the 

store. They also fit into some win- 
dow trims 
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Shoe Display fixtures 
by 











Metal, W ood and Glass Fixtures 


Papier Mache Limbs and Forms 
Mirrors, Benches, Etc. 
Wax Figures 


J. R. PALMENBERG’S SONS, Inc. 


Creators of Display Equipment for Over 70 Years 
63-65 West 36th Street, NEW YORK 


BOSTON CHICAGO 
26 Kingston Street 204 W. Jackson Blvd. 
SAN FRANCISCO 
11 First Street 
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Stop Foot - 
Troubles 


New Invention Corrects Cause 
of Troubles, Nature’s Way 


Corns, callouses, bunions, Morton's 
toe, hump foot, weak ankles, fallen 
arches, as well as the worst degree 
; of i —n are ney —a 
Normal and asarule soon disappear under 3rd Degr 

Foot the safe and gentle ministrationsof ‘Fiat meee 

Nature-Treads. Nature-Treads ad- 

just the real cause of foot troubles—namely, misplaced 
bones in the foot’s arches—and then nature does the rest. 
By ae —. arches, they effect cures that are 
permanent. “wa exible leather and fibre—no metal 
or hard surfaces. Not arch supports. 

Just slip Nature-Treads in your é shoes and walk with a 
new feeling of mr and fr 

10 days at our risk. We 


10 Day s ’ Tria guarantee permanent 


relief or trial y’ not cost you a ot. Your word decides. 
Ask your nearest shoe dealer or 
send direct to us for illustrated 
circular and measurement chart 
(sent free if you_send your shoe 
dealer's name). Clip this ad. 


Nature-Tread Co. of Ill. 
655 S. Wells St., Chicago, Ill. 


NATURE- TREADS 


Besure you get genuine Nature-Treads—name stamped on every pair. 


Announcing New Company 


The exclusive manufacture and sale of Nature-Treads is now in 
the hands of the Nature-Tread Co. of Ill. (no connection with 
the old company). Our first advertisement above will appear in 
The Saturday Evening Post, July 10th issue. You will note we 
emphasize ‘‘Ask your nearest shoe dealer’—we want to send 
the business through you and earn your good will and cooperation. 
We back you up on the 10 Days Trial money-back offer—write 
for details. 


Check over 
sizes you need to fill in. 
mats furnished free. 


ty Nature-Treads for 


Get our 
offer. 


your stock of Nature-Treads and send for 
Signs, circulars and newspaper 


Write to—EARL J. DRINKALL, Pres. 


NATURE-TREAD -CO. OF ILL. 


655 S. Wells St. Chicago, Ill. 








IF YOUR JOBBER 
CANNOT SUPPLY YOU 


ORDER DIRECT 
USE COUPON BELOW 


MIRACLE 


Pat. 3-17-26 


SHOE LENGTHENER 


z. U. 8. Pat. Office 

You Need This V Wonder Tool—You will eventually 

buy it—Do it today—Right now while this ad is 

before you—It’s a working investment—Not an 

idle fixture. 

EVERY MONTH AT LEAST 1000 MERCHANTS 
BELIEVE IN IT 
Fill Out Coupon Below and Mail, Enclosing Check, Money Order or 
.0.D—( $6.00) 
Mailed Postage Prepaid Anywhere in U. 8. A. 


Money-Back Guarantee 
P ltt lie | 


MIRACLE ‘SPECIALTY CO. 
Grand and Wyoming Sts., .0 
Miracle Lengtheners. 


St. Louis, Mo. 
Kindly send me, postage prepaid, 
Kk money order or send C.O.D.. 
I am not thoroughly 


Enclosed is 
If, after using this stretcher for 10 ous. 
satisfied, you agree to refund my money. 


Signed—Name 


serene Seep e eee ee weet eeeene 


JOHN LAWRIE & SONS CHICAGO, ILL. 
Distributor to the Jobbers Only 




















When writing to advertisers please 


IN STOCK 
Rhinestone Trimmed 
Pump Straps 


IN PATENT, SATIN AND COLORED LEATHERS—$9. 
PER DOZEN PAIRS. ALSO IN PLAIN PATTERNS AT 
LOWER PRICES. . 


Laing, Harrar & Chamberlin 
43 N. THIRD STREET 
PHILADELPHIA, PENNA. 











Notwithstanding all the Jaz styles 
and different types. of footwear rome 
are just two kinds—those for outdoor 
wear— those for indoor wear. I am 
producing a line for indoor wear that 
are great sellers. They are beautiful 
boudoirs, a departure from the ordin- 
ary, and compel the atten- 
tion that leads to sales. 
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terial will not lay close enough to 
the lights to catch fire. 

The three window cards illus- 
trated herewith are intended for 
use in advertising the new summer 
season. In Fig. 3 a silhouette figure 
in outline is used as the decoration 
to suggest summer. This figure may 
be reproduced on a card by enlarg- 
ing it, or a figure from any illustra- 
tion may be traced on a card and 
inked in with a pen. In Fig. 4 the 
illustration is cut out of a maga- 

ine and pasted on the card. In this 

card the text suggests that new 
summer styles are “just in.” The 
card illustrated in Fig. 5 is more 
formal, but a good type to use. The 
shoe is cut out of a magazine and 
pasted in place. The panel effect is 
done with a compass and ruling 
pen. The text on this card states, 

tyles for July and August are dif- 
ferent this season.” Note the use 
of “Summer” and “1926.” 

The shoe merchant should get out 
his flags and bunting for the Fourth 
of July. By keeping on hand a few 
patriotic symbols he is able to in- 
stall a patriotic window with little 
bother and small expense. The sug- 
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gestion offered in Fig. 6 is rather 
simple. A cut-out eagle and shield 
is used as the center piece at the 
back of the window. These are eas- 
ily made of wall board or cardboard, 
or printed designs may be utilized 
by cutting them out and pasting 
them on cardboard. Colored rib- 
bons, streamers of crepe paper or 
other material in red, white and 
blue may be used for festooning 
across the back of the window. The 
giant firecrackers are made of rolls 
of paper, or cylinders of cardboard 
attached to circles of wood. These 
are then covered with red paper to 
imitate a firecracker. A piece of 
rope will answer for the fuse. 
While an old decoration, when used 
on the Fourth they are accepted as 
typical of the event. 


SETTING for a sports unit is 

illustrated in Fig. 7. The stand 
is worthy of particular mention as it 
is easily made in the store. A wooden 
box of the right size is first pro- 
cured and the sides and ends sawed 
out in a circular effect. This is 
strong and can be used anywhere. 
A top is cut with the ends project- 


155 


ing a short distance. This may be 
of wood, or wall board; wood pre- 
ferred. To this is tacked neatly the 
circular apron at the front and 
back. When painted and decorated, 
this makes a very useful decoration 
in the window. Naturally, it will 
not be required by the store having 
as many fixtures of this type as are 
needed. 

The shoe merchant may not hold 
his clearing sale in July, but he 
should prepare for it in July when 
it is to be held in August. Prepara- 
tion of a sale is half of its success. 
Either a “Stop Sale” or a “Go Sale” 
may be easily featured. The rail- 
road semaphore or traffic signal may 
be used in carrying out this idea. 
A stand for the display of many 
pairs of shoes is illustrated in Fig. 
8. If the “stop” signal is used the 
disks should be red, if the “go” 
signal, then it should be green. 
Stands of this nature may be placed 
at convenient spots in the store, 
and on occasion may be used as 
window fixtures. They should be 
neatly painted, after they have been 
put together. Pairs or single shoes 
may be hung on the cross-arms. 








Purchasing 


BosToN—The New England Shoe 
and Leather Association has in- 
creased its intensive organization by 
forming a Purchasing Agents’ Coun- 
cil, this being the fifth of its de- 
partment units to be so organized. 
Previously it had such Councils made 
up of the Sales-Advertising, Credit, 
Export and Traffic Managers of its 
member-concerns. The new Pur- 
chasing Agents’ Council was suc- 
cessfully launched at a _ luncheon- 
meeting, held at Hotel Essex, Boston, 
June 9, there being about 20 promi- 
nent shoe and leather firms repre- 
sented. 


Agents Organize Council 


Edward B. Botsford, of the A. C. 
Lawrence Leather Co., temporary 
chairman, presided, and President 
Alfred W. Donovan of the Associa- 
tion was present to extend official 
greetings and good wishes. Carlton 
R. Blades, Traffic Manager of the 
George E. Keith Co., and Chairman 
of the Association’s Traffic Man- 
agers’ Council, explained how the 
latter organization functions and 
cited several of its important 
achievements. 

Chester W. Dailey, of the George 
E. Keith Co., Brockton, next spoke 
on “How Organization Can Help Us 


Buyers.” He presented a list of a 
score or so of topics of real interest 
and importance to purchasing agents 
in the shoe and leather industry. 
One or two of these questions were 
discussed by those present before 
the meeting adjourned. The fol- 
lowing officers were then elected: 

Arthur B. Porter, of the W. H. 
McElwain Co., Boston and Manches- 
ter, N. H., Chairman; Edward B. 
Botsford, of the A. C. Lawrence 
Leather Co., Boston, and Chester W. 
Dailey, of George E. Keith Co., 
Brockton, Vice-Chairman; Thomas 
F. Anderson, Boston, Secretary. 








To Use Outdoor Advertising 

The Menzies Shoe Co. of Fond 
du Lac, Wis., is using outdoor 
poster advertising featuring “Jiffy 
Boots” in Wisconsin, which State 


entertains thousands of vacation-. 


ists yearly. These outdoor posters 
will be displayed in 23 of the major 
centers in Wisconsin, including Mil- 
waukee. This campaign will con- 
tinue for four months; a total of 
169 posters will be used month- 
ly. The General Outdoor Advertis- 
ing Co., Inc., is handling all phases 
of this campaign. 


A typical Menzies bill-board poster 
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THEY’RE BUYING IT IN ENGLAND 


THE NEW 


Recorder Stock Record 


Simplified 
Stock 


Records 


Constant 
Inventory 


Buying 
Information 





pPeeeseseseeeesseseseseseeee 


Send for Yours Today 
Loose Leaf System with Generous Supply of Sheets— $4.00 


Strong Leather Bound Cover and Individual Size Rec- 
ord Sheets Complete with All Instructions 


WESTERN SERVICE DEPARTMENT 


BOOT AND SHOE RECORDER 
189 W. Madison. St., Room 607, CHICAGO, ILL. 


Boot and Shoe Recorder 
189 West Madison Street 
Chicago, Il. 


Please send me the Recorder Stock 
Record System. I enclose check 
for $4.00 (or I will pay the post- 
man $4.00 on receipt). 
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Slatin Sells Shoes “By Special 
Appointment Only 


UT in the Albany Park residential district of 

Chicago, Alfred Slatin conducts a shoe store that 

is out of the ordinary in more ways than one. 

This shop is not large—in fact, it has some claim to 
distinction for its smallness. 

It doesn’t seat a lot of people, but it is cozy. 


The. appointments are designed 
for comfort as well as beauty 


It doesn’t carry a big stock. 

Yet it’s a highly successful 
store. 

There is an idea back of it. 
Mr. Slatin has one attainment 
that counts for a good deal in 
the shoe business. He knows 
how to fit shoes. There’s no 
such thing as “near enough” 
with Mr. Slatin. A shoe fits or 
it doesn’t—and the customer 
can’t have it until it does. That 
is his reputation—and though 
his store is far from the center 
of town, it draws business from 
all sections of the city and 
suburbs. 

Mr. Slatin carries a run of lasts of his 
own. For customers having bunions or other 
painful growths he builds up a last to insure 
just the right fit and sends this last to the 
factory for a pair of shoes to be built over it. 

His fitting service is thorough. It enables 
people who have been afraid of stylish shoes 
to wear them in comfort. It keeps him busy 
fitting specially constructed shoes at from . 
$12 up. Those which are made over his 
adjusted lasts are $18. Customers call by 


A cozy 

corner 
near the 
entrance 


appointment to be measured by Mr. Slatin personally. 

He deals with very few factories. Most of his 
women’s shoes are made by Julian & Kokenge; the 
men’s by J. P. Smith Shoe Co. and Nunn-Bush & 
Weldon. 

The stock is all carried in the rear—nothing in the 
store proper, which is a combination of recep- 
tion and fitting room. The panelling is in 
beautifully figured quarter sawed oak, fin- 
ished in French gray. The seats are comfort- 
able arm chairs—some of them rockers. The 
general atmosphere is “homey.” 

Out sizes are shown in the window to- 
gether with an adjusted last, to drive home 
the point that Slatin fits all feet comfort- 
ably, regardless of size, shape or condition. 

This is the age of specialization and Mr. 
Slatin has carried specialization in the shoe 

business to a fine point. 
His big idea, his one 
rule, upon which he has 
built a large and profit- 
able business, is an ab- 
solute and perfect fit. 
His customers advertise 
his store by word of 
mouth, the best adver- 
tising that any mer- 
chant can get, and the 
least costly, in money. 
Fitting-plus, has put 
him where he is today. 
He has carved out a 
niche for himself on 
the basis of real ser- 
vice. 


~ 


In the window is a special last and nearby a sign which reads 


“By Special Appointment Only” 
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Window display showing use of shoe trees—Boa Schun, Cologne 


IT’S DONE ABROAD 
WHY NOT IN AMERICA? 


Shoe merchants abroad display shoes on 
trees. Note our picture. 


It is a well known fact that trees pre- 
serve the appearance of shoes before 
selling—and after wearing. 


Why not get your trade thinking of 
Miller Shoe Trees—and using them? 


Show them in shoes and sell them with 
shoes. 


MILLER 


TREEING MACHINE CO. 
BROCKTON, MASS. 
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“CGORDO-HY DE” 


THE LACE OF LASTING 
USEFULNESS 




















Customers to your store are seeking 
greater and greater value. 


On the strength of better values retail 
profits increase. 


Shoes for every occasion, street wear, 
sport and work, are bettered by the use 
of “Cordo-Hyde” laces. 


When ordering shoes suggest they come 
“Cordo-Hyde” equipped. An increas- 
ing number of shoe manufacturers are 
shipping shoes that way. 


MILLER 


TREEING MACHINE CO. 
BROCKTON, MASS. 
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BEEBE LEATHERS 

















R Reptile Grain Leathers) 


recently added to the Beebe lines. Skillfully 
embossed leathers—strikingly reptilian 
and brilliant in appearance are now 
offered to the trade with the same as- 
surance of better than ordinary values 
that has always been our policy 


k LUCIUS BEEBE & SONS, Inc. 


BOSTON, MASS. 


oe Beebe Leathers include Corona Paten: Colt and Sides, Vici Kid, Ayer Chrome Calf 
Linings, Sheepskins, Suede Calf, Grain Calf, Side Leathers, Splits, Satins and Shoe Fabrics 
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Woodland Ties 


Rose Beige 254, Sauterne 158, Ascot Tan 
233, Titzan 264, Marsala 178, Stroller 
Tan 219, Golden Brown 21. These are the 
smartest shades in colored kid for day- 
time fall footwear. 

Each is an exclusive F. B. & C. color 
—studiously designed to add the final 
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Compose the Color 


Symphony in Shoes for Fall 


touch of chic to fall ensembles. Each is 
an authoritative color—its widespread 
acceptance carefully predetermined. 
Manufacturers and retailers may rely 
upon the accuracy of this style predic- 
tion as confidently as they do upon the 
proven quality of F.B. &C. Glazed Kid. 


AMALGAMATED LEATHER COMPANIES, Inc. 


319 Arch Street, Philadelphia 


Made by MAS TER 







Factories: Wilmington, Del. 


¥: 


CRAFTSMEN 




















Supreme in White and Colors 


Paris picrates the shoe of colored kid 
for daytime wear. 

Correct ensembles demand a careful 
choice of footwear. The silhouette 
must be appropriate, the color must 
conform to style and harmonize with 


AMALGAMATED LEATHER COMPANIES, Inc 


319 Arch Street, Philadelphia 


. Made hy MASTER 








2 
eS 


ay 





the complete costume. 

To meet these fixed requirements of 
the mode, leading shoe merchants take 
full advantage of the fact that F. B. 
& C. Glazed Kid, in white and colors, 
is unquestionably supreme. 


Factories: Wilmington, Del. 


CRAFTSMEN PP, 
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Pale® 


SHOE 
| ORNAMENTS 





















put more artistry into 
shoes—give them life, 
snap, color, and 1n- 
creased attractiveness 
—force sales and 


plump profits—_ 


Per Your 
PATTERNS uP / 


THE “DALCO” ° 
WAY. 


Our facilities for service to shoe manufacturers and 
| merchants will be impresstvely revealed to all visiting 
Booth No. 309 at the Boston Shoe and Leather Fair 


HAVERHILL SECTION 
July 6-7-8 


THOSE UNABLE TO COME TO THE BOSTON FAIR WILL FIND IT TO THEIR ADVANTAGE TO GET IN TOUCH WITH US BY MAIL. 


DALRYMPLE-DUDLEY CO., HAVERHILL, MASS. 


MAKERS OF DISTINCTIVE SHOE ORNAMENTS FOR FIFTY YEARS 
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The Gilda 


A NEW ANDERSON 
NOVELTY TURN 


may be had on a narrow, medium and broad 
toe last. 


Your choice of 14/8 Cuban or Louis heel; 18/8 
or 24/8 full Louis heel. 


Makes up prettily in all combinations of popu- 
lar leathers, satin or paisley cloth. 


Soles may be light or heavy. 


The Gilda has a particular appeal to merchants 
who buy in volume lots. 
We shall exhibit at the Boston Shoe Style Show, Booth 


226. Rooms also at the Copley Plaza. Look us up and 
get acquainted with a wonderful line of turn footwear. 


A. J. ANDERSON, INC. 


FACTORY AT AMESBURY, MASS. 
BOSTON OFFICE 





166 ESSEX STREET ROOM 20 























BRAIDED SHOES 


The Sensation of the Season 


A SUITABLE MODEL FOR EVERY OC- 
CASION. OFFERED IN MANY BEAUTI- 
FUL STYLES AND COLORINGS. 





Complete Lines Being 
Shown By 





I. R. MERRIAM B. G. WEINER 
Essex Hotel Boston, Mass. Hotel Imperial New York City 
July 6-7-8 July 6 and After 
(Shoe and Leather Fair) (New York Buyers Convention) 
GOLO SLIPPER COMPANY 
129 DUANE STREET NEW YORK CITY 


Chicago Office, 803 Security Bldg. 
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Shoe 


THE 


STYLE No. 202 
BLACK IMPORTED CALF LACE OXFORD, BRAEMORE 
LAST. HEAVY SINGLE SOLE. ONE-HALF ROLLED 


LEATHER HEEL. $5.25 


STYLE No. 102 
SAME AS ABOVE IN NO. 48 RUSSIA CALF. $5.25 


of 


} 


AANA 


THIS IS ONE OF NINE SHOES SELECTED BECAUSE 
THEY ARE READY SELLERS. WE ARE CARRYING THEM 
IN STOCK TO ENABLE YOU MERCHANTS TO DO A 
LARGE SHARE OF YOUR BUSINESS FROM THIS 


DEPARTMENT. 


AT THE BOSTON SHOE STYLE SHOW 
BOOTH 257 
ALSO AT THE COPLEY PLAZA HOTEL 


RICHARDS & BRENNAN CO. 


RANDOLPH, MASS. 


Chicago Los Angeles 
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The test of comparison sustains the RICKARD reputation 


for being in the forefront of modern footwear designers. 


The style of RICKARD Feminine Footwear will meet with 
your instant approval and a careful analysis of the lines 
will reveal it as trade-conquering merchandise sanely 


priced for trustworthy distribution. 


During July 6, 7, 8, at the Copley-Plaza in Boston, 
you will find the RICKARD salon a popular meet- 


ing place for retailers who cater to women of 


unerring style sense. You are cordially in- 
vited to attend this exhibic nd to see the dis- 
play at the RICKARD booth—301— in the 

Haverhill section at Mechanics Building. 














RAQUEL KENROSE 
In Stock 
Sauterne Kid, 240 Last, 19/8 
Price $6.90 er 225 Last, 18/8 Heel 


Made to order in any combination 
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“PRIDE MARKED”: 
for a 


Pride”? Market 


Top-grade leather alone will not 
make a quality shoe, BUT—the best of 
materials combined with style, work- 
manship and pride of creation makes 
a shoe—easy to sell—which means a 
steadily increasing patronage for the 
dealer. 


Nearly fifty years of master shoe 
building and style interpretation have 
established Armstrong Quality. 


Every Armstrong shoe is bui/t—built 
in the Armstrong factory, under the 
careful supervision of the master 
craftsmen who established the “Pride 


Mark.” 

A desire for Armstrong Pride Marked 
shoes is being created among 3,000,- 
000 of the most discriminating Amer- 
ican women by monthly advertising of 
distinctive design and real pulling 
power in Good Housekeeping Maga- 
zine. 

Progressive dealers wishing to take 
advantage of this growing market are 
invited to write or wire for salesman 
or sample line. 


D. ARMSTRONG & CO., Inc. 


155 Exchange St., Rochester, N. Y. 


QB 
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The Friendly Road 


and 


the Friendly Haven 


Touring, or just plain traveling, wouldn’t 
be half so pleasant if there were not a rest- 
ful hostelry at the end of the day’s journey. 
A tiled bathroom, palatable food, a luxuri- 
ous box spring mattress—what a difference 
these comforts make after a hard day! 


Make sure of them by stopping at United 
Hotels on your next trip. Each of these 
splendid establishments specializes in 
friendly hospitality. No requirement of a 
guest is too trivial for quick and courteous 
attention. No facility for a guest’s comfort 
is ever overlooked. 


The BANCROFT Worcester 
*The BENJAMIN FRANKLIN Philadelphia 
The DURANT Flint 
The LAWRENCE Erie 
The OLYMPIC Seattle 
The ONONDAGA Syracuse 
The PENN-HARRIS Harrisburg 
The PORTAGE - Akron 
The ROBERT TREAT Newark 
The ROCHESTER Rochester 
The ROOSEVELT New York 
The SENECA Rochester 
The STACY-TRENT Trenton 
The TEN EYCK Albany 
The UTICA - Utiea 
The ALEXANDER HAMILTON Paterson 


Niagara Falls, N. Y. 


The NIAGARA 
Niagara Fails, Canada 


The CLIFTON 


KING EDWARD Toronto, Canada 
The MOUNT ROYAL Montreal, Canada 
PRINCE EDWARD ° Windsor, Canada 
ROYAL CONNAUGHT Hamilton, Canada 


The ADMIRAL BEATTY St. John, N. B. 


*Your headquarters during the Sesqui-Centennial. 


UNITED 


HOTELS 
COMPANY 
OF AMERICA 


Executive Offices: 25 West 45th St., New York 


Affiliated AMERICAN Hotes CorporaTiON 


Operating Modern Hotels in Intermediate Cities 
U.N.LT.I. Operating System of Famous old world Hotels 





Reservations may be made at any United or Amer- 
ican hotel for any other hotel in this System. 


European headquarters, United Hotels Travel 
Bureau, 7 St. James's Street, London, S. W. 1, 
England; 6 Rue Caumartin, Paris, France. 


When writing to advertisers please mention Boot anp SHOE REcoRDER 








BOOT AND SHOE RECORDER 169 


June 26, 1926 


* THe Bie PARADE ¢ 
See it at the Boston Show 











Three of our recent style hits 
are pictured here, together 
with the names of three other 
hot numbers you'll see in 
Boston. Get in line for “The 
Big Parade” of Fall winners. 


HOTEL COPLEY SQUARE 
Also Marbridge Bldg., New York 





TRINITY SHOE MEG. CoO. 


1 Carlton Ave. Brooklyn, N. Y. 
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For Your 


Collegiate Line 


see us at the 


J STejceyeMmel ad (ome) elena 
| STerel de WPA ole! 


AND 


The Copley Plaza Hotel 
July 6, 7 and 8 
PAUL O. MacBRIDE  C. H. RAUT 
JOHN L. FOX L. R. FALLON 


WM. W. LEAVITT 
Tiwatacotertites 


WY 005 TO) UB RN) 5 (0) oO OP 


| s\ 
Y MILFORD, MASS. y 


Boston Office: 10 HIGH ay 
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“On to Boston” and Merchants’ Shoes! 
Geo. M. Rosen’s Cordial Greeting Awaits You! 


~ Booth 
102 


Madelyn 


Stroller Tan Kid Oxford, 
Schmidt's 3-tone Snake Trim 
Spike and Cuban Heels—A-B-C 


$4.60 


Patent, with Fancy Gold Trim 
Black Velvet, Fancy Gold Trim 
Allover Patent Leather 


BOOT AND SHOE RECORDER 


Moira 
Patent Leather D’Orsay, 
Black and White Checkerboard 
French Cording 
.. Parchment Kid Lined 
Spike and Cuban Heels—A-B-C 


$4.00 


I want to meet personally every 
one of our customers who comes 
to the Boston Fair, and thank him 
for his part in the wonderful 
growth of this business. 


I want everybody who sells 
women’s shoes to examine the 
sort of shoes we sell. Pictures 
can but show the styles—and we 
are proud of the sort of shoe- 
making we offer. 


Come and get acquainted! 


Yours truly, 
Geo. M. Rosen, Gen’l Mgr. 


$4.00 


MERCHANTS SHOE CO. 


Booth 102 


57 Lincoln Street 
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Allover Schmidt’s 3-tone Snake 
Allover Schimdt’s Basket Weave 
Allover Schmidt’s New Lizard 
Allover Black Satin Spike and Cuban Heels—A-B-C 


Copley Plaza 


Hotel 


Marian 
- Patent Leather Oxford, 
Schmidt’s 3-tone Snake Trim 
Patent, with Black Lizard Trim 
Spike Heels—A-B-C 


$4.00 


Boston, Mass. 
Copley Plaza Hotel 
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During the 


‘ Boston Style Show 


July 6-7-8, 1926 


you may see 


BEST-EVER 
SLIPPERS 


in Room 139, United States Hotel 
Mr. A. F. Lechner in Attendance 


7 
After the Style Show 





you may see the line in Of the 
Bett 
New York ow 
Room 540, Marbridge Bldg., Broadway and 34th Street 
Mr. Thomas G. England in Attendance Bven 


7 
BEST-EVER SLIPPER CO., Inc. 


75 Front Street - - - Brooklyn, N. Y. 
Export Dept.—15 Park Row, New York City 


























—— 


for the 
Better 
Trade 











BEGGS & COBB, INC. 


SALES DEPARTMENT AND MAIN OFFICE 


76 SOUTH ST., BOSTON 
WM. B. HEALD 


2 | ARTHUR S. PATTON LEATHER CO. 305 W. Lake Sr. 
-— eed — Cuicaco, Itt. 
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The “Peggynate”’ 


A trim, dainty evening slipper styled in 
the usual Lax & Abowitz manner—beau- 
ty expressed with simplicity and refine- 


Lox Mowitz 
& Shown in imported “Paisley” brocade, 


with silver kid trimming and heel. Jew- 


FACTORY AND SHOWROOM 
eled buckle. 


17 SMITH STREET, BROOKLYN, N. Y. 
If your customers are the kind that take 
extraordinary pride in their footwear, 
there is a place in your store for Lax & 
Abowitz shoes. 


3 


“Footwear of Distinction’ 
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Yalhue 


PEGISTERED TRADEMARK 














What Most Men Want 


The man with perfect foot arches is 
the exception—not the rule. Most 
men need a moderate, practical sup- 
port for the arches. And most men 
will remember the store where they 
get correctly styled medium priced 
shoes that are carefully built for long 
retention of their original finish, 
shape and comfort. 


Where they find the WALKURE 
Shoe most men will find just what 
they want. 


And here’s what you want—a few 
good styles sized up from stock. 


Style Illustrated 


759 Black Kid Blucher, Oxford........... $5.00 
528 Black Kid Blucher, High............ 5.25 
784 =~Brown Kid Blucher, Oxford.......... 5.00 
651 Brown Kid Blucher, High............ 5.25 
4A/AA—7%/12 3A/A and AA/B—7/12 


A/C and B/D—6/12 


Select Kid Uppers, ‘‘Rock Oak’’ Soles, Leather 
Counters and Box Toes, Wingfoot Heels, Bleached 
Calf Quarter Linings. 


IN STOCK 


Write for Catalog 


CLINTON SHOE MFG. CO. 


CLINTON, IOWA 





ef & VOne gh 











H.S. & M.W. SNYDER 


INCORPORATED 
will display 


“METL-TONE” 


(REG. U. S. PAT. OFF.) 


LEATHERS 


AT BOOTH 215 
BOSTON STYLE SHOW 


re Sod 


The many beautiful 


colors in 


REPTILE GRAINS 


are. made more beautiful 
by our “Metl- Tone” 
Process 


Our Other Lines: 
“ATLAS KID” 
“EBONY CABRETTAS” 


Footwear of “Meil- 
Tone” Leathers have 
greatest selling value. 


Bann @ doanoranc 


Visitors to the Boston Show inter- 
ested in fine leathers are also 
invited to our 


BOSTON OFFICE 
63 SOUTH STREET 
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business that will go great in any up-to-the-minute 

store in the United States. Every number a fitter of S H O E 
the finest kind. All made with one piece innersole 
assuring flexibility. Upper and bottom stock high 
’ grade. They are made by hands that know how. 
Every description is true. 


Price uniform, to all subject to 2% ten days or net 
30 days. Single pairs 25 cents extra to pay for 
special handling. 





WE WILL EXHIBIT 4T THE BOSTON SHOE STYLE SHOW, 
JULY 6, 7, 8. HAVERHILL SECTION, BOOTH 321. 


KARELIS SHOE CO. 


Haverhill Manufacturers Mass. 





Boston—207 Essex St., Room 416 


Send all orders direct to the factory at Hgverhill 
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KARELIS 


Thi pai alae for ay ating ict: TA LITT “IN STOCK” 


NOVELTIES 













IN STOCK 
White Kid 
Patent 
Black Satin 
Parchment 
Gray Calf 


“The Best” one strap silk French Corded. 
This shoe is a winner. 


No. 234——-White, 13/8 Cuban covered heel. A, 

DT «i004d6caeabondantsensehaeeesce Price . 60 

No. awk Bee, 17/8 full breasted covered Louis heel. 
Price $8.08 


8 
No. 834—Patent Leather, 13/8 Cuban heel. A, 


CTE cccccccsesocescoccscoccssocesocces Price $s. 50 
No. 803—Patent Leather, 17/8 full breasted feats heel. 
d TS GED sccccecpece Price $3.50 
No. '634—Black Satin, 13/8 Cuban heel. _ B, C 
UD 98n56ndun 40s snes? Upesessese0se Price $3.50 
Ne. 633—Black Satin, 17/8 full breasted on heel. 
Bs. Gy © BD cc cceres cen coccecaccces Price $3.50 
No. 554—Parchment, 13/8 Cuban ‘covered ane A, 
Gee  sndneméessatanncannse tvesesdes ce $3.60 
No. 704—Light Gray Calf, ¢ ‘uban aovered “heel A, 
e+ GEE eochecsesccepescoctens "rice $3.66 








WHITE KID, Ne. 23 

BLONDE KID, Ne. 523 » 
PATENT, No. 823 IN STOCK 
White Kid 
Blende Kid 







Regent Pump. Silk rrench corded one-piece 
flexible innersole, high grade outersole, fine 
quality upper stock. 


Open Shank Se -Strap in the three leathers above. ——White mid Regent, 17/8 full breasted Louis 
An silk French corded, 11/8 full breasted. covered} WC, 229-White Kid Regent, 17/8 full bre co $3.60 





high grade 
gg Ke —— cm 8 ie and ms. wee Kid 17/8 full breasted covered aie 


t. c 
SN. phewdd pabesctyosesceseces Price on Bu “$3.50 heel. B width omly.......--esseeeeeee 50 










IN STOCK 
White Kid 
Gray Calf 
Parchment 


“Tong Bow” step-in gored pump with White 
Kid and Patent Leather combination bow. 
Imitation turn, full silk French corded. 

Ne. pee atte Kid, 13/8 Cuban covered ay A, 


Tt ST Mick hcaksesounsmecbunsen’ $3.60 
No ssa . ee 13/8 Cuban heel. A, B, C 
gitnibn+$+s040005020660080% x $3.60 
Ne. 203—W' —_— Kid, 17/8 full breasted Louis cov 
ered heel. es WE secscnccncs Price $3.60 
Ne. 714- Light Gray Calf, 13/8 Cuban << heel. 
os Ci eateestiweseoetouenees Price $3.60 








IN sTOCK After July 15 
Patent Leather 
Patent Leather one-strap b'ack lizard 


trimmed. Other combinations of 
leather to order only. 


No. 864—13/8 Cuban heel. ote B, C 
ree ice $3.60 
= ee = breasted \-— heel. 

Segeeedbecces ce $3.60 











IN STOCK After July 15 
Patent Leather 





Ne. 904—Patent Leather Oxford with black lizard 
trim, 13/8 Cuban heel. A, B, C widths. 


Price $3.60 
Ne. 9003—Patent Leather Oxford with black lizard 
trim, 17/8 full breasted Louis heel. mr 


Other combinations of leathers to order only. 
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SKELET 


~ 


When the right fabric is employed, are Not all linings will answer this purpose. 


More Durable , 
We illustrate three outstanding examples 


More Economical 
More Healthful of fabrics specially constructed to meet 


aaa 1 0 ie the exacting requirements of the Skeleton 
Lined Oxford. 


all leather quarter linings. 
NATIONAL FABRIG & 
BOSTON 


x 
| 
| 
5 


| SHE 
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ET@N LINED 


ORDS 


“Doubletwill”’ “Red-Line-In” “Wear Proof” 
Lining Lining Lining 
More than 25 years on the market 


Handsome, aristocratic, tried and ‘ 
proven beyond question. Too well known to call for comment. places it in a position of distinction 
among high grade shoe linings pecu- 


To be had in colors. ; i 
liar to itself. 


Don’t hesitate to have examples of the Skeleton 
Lined Oxford in your Fall line of samples. 


FINISHING CO. 
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Inowale 


you Guy at the Dosion Style how. 


0 


by limming with Chandloir Shoe 


By choosing appropriate bows, buckles and shoe ornaments from 
our line, any shoe can be improved in appearance and selling value. 


We shall exhibit at Booth 78 and 
the password to all is—‘tShow me.” 
You will be impressed with the extent of our assortment and the 


evidence of our facilities for service. Special attention is called 
to our ribbons, and bindings which harmonize with all staple and 


fancy leathers. 


We shall be glad to see visitors to the Boston Style Show, at our main office, 125 Summer Street. ~All 
correspondence requesting further information, samples, and prices, is assured immediate attention. 


W. K. CHANDLER, Inc. 


‘Boston, Mass. 











Charlie Harding 
Dave Herrmann 
Herb Emley 


in attendance at 


Booth 298 
Haverhill Section 
Boston Style Show 

and 
Copley Plaza Hotel 








HARDING’S NEW PROCESS 
HAND TURNS— 


Every merchant selling shoes to retail 
at $6 ought to see this line. 


Our special steel riveted shanks and 
Celastic box toes add two features un- 
usual in turn shoes, and Harding 
Turns are also unusually good in 


Style, Fit and Wear. 


_ HARDING SHOE COMPANY, Inc. 


Makers of Fashionable Footwear for Women 
HAVERHILL, MASS. 
PHILADELPHIA OFFICE: 503 Arch St. 


NEW YORK OFFICE, 436 Marbridge Bldg. 
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OCTOBERTAN, anew smart shade 
in pure tan, confirms the style and 
character of this autumn oxford fea- 
tured by the Stetson Shoe Company. 


LEATHERS 


Standards of Excellence 























OLOVCtobertan 











After all —— 


the color sells 





the shoe. 

















GALLUN LEATHERS 


Always Standards of Excellence 


— 
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Packard Phlexopedies 


are more than just a “mere name.” 


Otherwise they couldn’t lead in 
sales from our Stock Department 
and show a continued increase 








every month. 


No. 571—Imported Black Calf 
Lace Oxford 
A, B, 7-11; C, D, E, 6-11 - 


No. 572—Same Style in Im- 
ported Tan Calf 


S PHLEXOPEDIC 




















Six Styles In Stock, including two for young men 


No. 625—Black Kid, Blu. Oxford 


No. 626—Colored Kid, Blu. Oxford 
A, B, 7-11; C, D, E, 6-11 


No. 611—Black Kid Blucher 


No. 612—Colored Kid Blucher 
A, B, 7-11; C, D, E, 6-11 


Bretton 





On display in 
Booth 293 
New England Shoe and Leather 


Exposition 
10 High Street Copley Plaza M. A, PACKARD COMPANY 


Rice Building 
BROCKTON, MASSACHUSETTS 
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STACY-ADAMS CUSTOM 
GRADE SHOES FOR MEN 


OUR POLICY IS “NONE BUT THE BEST” 


Because of the value assured in Stacy-Adams Shoes great strides 
forward in sales and profits are possible to merchants selling them. 


We seek exclusive representation in cities where the Stacy-Adams 
Shoe is not now sold and in view of the promising opportunities 
existing for the establishment of a successful business on this line, 
we believe responsible shoe merchants will benefit by getting in 


touch with us at once. 


SEE OUR LINE AT THE BOSTON SHOW 
BOOTH NO. 285 





STACY-ADAMS COMPANY 


Makers of Men’s Fine Shoes Exclusively for 51 Years 


BROCKTON, MASS. 
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Fraud Prevention Depart- 
ment Established 


NEw YorRK, June 24—Establish- 
ment of a no-compromise settlement 
policy and of a fraud prevention de- 
partment in St. Louis was announced 
today by the National Boot and Shoe 
Manufacturers’ Association. The 
bureau has been established under 
the joint auspices of the association 
and the Credit Clearing House Ad- 
justment Corporation, with C. D. 
West, former manager of the in- 
vestigation and prosecution bureau 
of the National Association of 
Credit men, in charge. The bureau 
will be located at 414 North Twelfth 
Street, St. Louis. 

According to Mr. West, fraudulent 
failures in the last few years have 
caused losses to the shoe trade 
amounting to more than $2,000,000 
annually on a total business of 
$1,000,000,000. 

The decision to enter into a joint 
agreement with the Credit Clearing 
House department was reached after 
a series of conferences on the sub- 
ject of fraudulent failures held in 
New York, Boston and other cen- 
ters. The plan has been approved 
by John McKeon of Laird, Schober 
& Co., Philadelphia, president of the 
manufacturers’ association; J. T. 
Pedigo of the Pedigo-Weber Shoe 
Co., St. Louis, chairman of the as- 
sociation’s trade relations commit- 
tee, and by a large majority of the 
board of directors. 


Does Climate Make Style? 


BosTton.—J. K. Ingalls, publicity 
man for the six Wetherby-Kayser 
Shoe Co. stores at Los Angeles and 
Hollywood, took a “cumulative vaca- 
tion” of six weeks this year, to visit 
Boston, New York, and other East- 
ern points. 

He remarked that the Pacific 
Coast is optimistic as to the shoe 
business, which it does not allow the 
weather to affect; that while it is not 
sunshine all the time in California, 
nevertheless, bad weather, from the 
standpoint of the trade of the Golden 
Gate State, is a negligible factor— 
and for that reason, the shoe busi- 
ness is more stabilized. 

He also said that the spirit of the 
Pacific Coast is “The last word has 
not been said on anything yet.” 
Whether it is selling, or merchandis- 
ing, or window display, or advertis- 
ing California, there is always to be 
noted the desire for improvement— 
and this is very evident because we 
will always take a chance. 

He said that it was interesting to 
note how many low heeled shoes are 
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Patent Granted on New Shoe Fastener 


Fastener used in connection with 
elastic stay on a man’s tennis 
shoe and an infant’s mocassin 


Letters patent have been granted 
on a new type of shoe fastener de- 
signed to give a wider range of use- 
fulness to metal fasteners now on the 
market. The owner of the patent, 
Elmer L. Briggs of Boston, has affi- 
davits from experienced shoemakers 
which seem to establish its practica- 
bility. 

The fastener, instead of being at- 


_ tached to the edge of the upper 


leather or fabric, is fastened to an 
elastic stay; and the stay, in turn, 
is anchored to the shoe upper. It is 
the claim of the inventor that this 
elasticity not only makes it easier to 
put on and take off the footwear on 
which it is used, but also makes it 
possible for wear with comfort by 
persons with high insteps, fat feet, 


etc., who in the past have encoun- 
tered difficulty owing to the inelas- 
ticity of this method of fastening; 
and, furthermore, that it allows a 
greater degree of comfort and foot 
support in the case of people with 
normal feet. 

In petitioning the patent office, 
Mr. Briggs has claimed (and his 
claim has been allowed) that the 
fastener can be used on athletic foot- 
wear such as golf, tennis, basketball 
and track shoes; for infants’ and 
children’s shoes; and on shoes for 
stout, obese or aged people where 
the ease with which a shoe may be 
put on and its degree of comfort 
after being put on are extremely im- 
portant factors. 





worn in the East, whereas on the 
Pacific Coast, the women are prac- 
tically all wearing the very high 
heeled shoes. He also noted that the 
women of the West wear novelty 
shoes to a greater extent on the 
street than do the women of the 
East, which he attributes to the dif- 
ference in climatic conditions. As 
far as merchandising is concerned, 
there is no real difference between 
the East and the West. 

As to colors, he said that parch- 
ment and sauterne in shoe materials, 
were leaders, and the latest dis- 
patches he has received from Los 
Angeles stated that white is promi- 
nent in the demand. He looks for a 
big call for patent leather in the 
fall. He said as to hosiery very 
sheer chiffons in the flesh colors are 
popular for dress effects, with light, 
semi-sports types for business and 
play. 


— 


Denver Notes 


Perini Bros. Discontinue 


DENVER.—Perini Brothers Com- 
pany, 1021 Sixteenth Street, which 
was operated in Denver for 14 years 
recently quit business. The lease 
was up on the store building and 
rather than find another location the 
proprietors decided to quit. The 
store was owned by Vincent Perini 
and H. G. Perini. 


Shoes for First Homer 


Just before the Western League 
baseball season opened in Denver 
the Florsheim Shoe Store, 918 Six- 
teenth Street, announced that it 
would give a pair of Florsheim 
shoes to the Denver player making 
the first home run. 
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Let Us Greet You atiC 
186 Lingo 


June 28 to July | z 


We will display at that time our snappy 


advance patterns in 


Evangeline 
American Beauty 


Fitzu Arch Support 


shoes for women. 


\ SS 














By all means plan to attend the Boston Style Show. 
See the newest styles, learn how other merchants 


expand their sales. 


And while in Boston visit the Berry exhibit at our 
Boston Office. Make this office your headquarters. 


Here you will see modish McKay, serviceable 
Fashion Welts. Extraordinary values which assure 
volume sales, and substantial persistent profit. 


Come. A cordial welcome awaits you. 


A. H. BERRY SHOH ( 


CO-OPRRAT 
FACTORY AND HEADQUAHTE! 
BOSTON SALESROOM18 
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attOur Boston Sales Room 
Aind@oln Street 
ul¥10 Inclusive 


We also want to show you some of the many reasons 
why the woman who has once worn a pair of our 


Davis New Process Cushion 


Tread Shoes 


(PATENTED IN 1918) 


still INSISTS on buying these shoes of you. 


Let us show you why she has such a smile on her 
face when she hands over to you such a small 
amount of money for such a large amount of 
comfort. 


One little hint to you, Mr. Retailer: She smiles be- 
cause her feet are happy. 


If you have never handled this line of shoes, come 
in and let us show you how you can keep your 
lady customers pleased. 


OH CORPORATION 


O-OPRRATIVE 
JUAMTERS, PORTLAND, MAINE 
DOM186 LINCOLN STREET 
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HARTMAN SHOE CO. 


HAVERHILL, MASS. 





The Largest and Busiest Factory in New England 
Making Novelty Shoes 





‘ VISITING BUYERS SEE 
BOSTON OFFICE A. HARTMAN COPLEY-PLAZA 


183 Essex St. LOU HARTMAN HOTEL 





We shall also exhibit in the big Haverhill Section, 
Booth 307, Mechanics Building, July 6, 7 and 8 


EVERY HARTMAN DISTRIBUTOR IS SUCCESSFUL 
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4 Making Men’s Shoes 


ALWAYS ONE STEP AHEAD 
IN STYLE, FIT AND QUALITY 


Brockton Made for Volume Trade 


priced to meet the average pocketbook 


ON DISPLAY at BOOTH 28 


BOSTON STYLE SHOW 


THE DOYLE SHOE 


BROCKTON MASS. 


Boston Office, 215 Essex Street, Ground Floor 
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SHOE TRAVELER NEWS 


Conducted by Helen M. Haney, Associate Editor 
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Travelers “Pep Things Up’’ 
for Merchants at Cali- 


fornia Convention 


The California Convention’s key- 
note was shoe merchant-shoe trav- 
eler cooperation. And the boys on 
the road “making” the Golden Gate 
State surely did make it interest- 
ing for the merchants, said the 
RECORDER’S official observer in his 
recent “Convention Highlights.” A 
new feature of display was the 
placing of shoes on rugs outside of 
the doors of some of the travelers. 


California Convention 
Highlights 

Buford Jones’ talk at the Califor- 
nia Shoe Retailers Association Con- 
vention was “peppy,” full of good, 
red meat and chuck full of humor, 
as Buford Jones’ talks always are. 
Buford brought a “Message from 
the East.” What he said was well 
received and cheered. 


Think of Pairs, not Dollars 


Frank B. King scored when he 
said: “We talk too much of dollars 
and not enough of pairs. The men 
who attend conventions with a seri- 
ous purpose in mind get the most 
out of the shoe business.” 


“Murph” Brought the Bacon Along 


S. R. Murphy, known to thou- 
sands as “Murph,” attended the 
California Shoe Retailer’s conven- 
tion and sold some good orders. 
This was his first trip to the Coast 
in fourteen years and he naturally 
was surprised at the changes. 
Murph showed a great line on the 
runway the night of the style revue 
and met warm applause. 


More Convention News 


Clarke Browning, president of 
the Pacific Coast Shoe Travelers’ 
Association, made a good speech at 
this luncheon. Modest Clarke cov- 
ered himself with glory when he 
took up the subject of the N. S. T. 
A. group insurance, 


“Oakey” Waved N. S. T. A. Insur- 
ance Flag 


“Oakey,” one of the “first fore- 
fathers of the N. S. T. A.,” walked 
into one of the conventions and was 
greeted with an ovation from the 
boys at the Monday luncheon. 
“Oakey” waved the N. S. T. A. 
group insurance flag and was 
cheered to the echo. 


Jack Llewellyn “On the Job” 


Jack Llewellyn is one of the Pa- 
cific Coast shoe travelers who has 
profited by doing one thing well 








Be a Winner—Come 


In an effort to stimulate more 
creative work in selling the Dart- 
nell Corporation of Chicago, pub- 
lishers of “Sales Management” 
Magazine, will award during 1926 
twenty-five gold medals as a mark of 
honor for salesmen whose work 
shows unusual creative ability. 

Any salesman may enter the com- 
petition for these medals by writing 
a letter describing any unusual sale 
he has made. In applying for the 
medal, the salesman should give a 
complete description of the sales 
tactics used, the name of his firm 
and the name and address of the 
customer. 

The medals will be awarded as 
fast as the judges make their de- 
cisions. 

The medals are designed for use 
either as a watch fob, a pocket piece 
or a grip tag. The salesman’s name 
and address is engraved on one side 
of the medal. 


and refusing to be swerved from his 
course, or “stampeded” by fancy 
colors or styles. Jack sells many, 
many pairs of Ault Williamson’s 
shoes in California and they are all 
blacks as his friends know. He says 
that it is simply a case of selling 
staples at fair prices and giving the 
dealer what he needs when he 
needs it. 


C. Z. Crain Now with 
Rice & Hutchins 


C. Z. Crain is carrying a com- 
plete line of Rice & Hutchins’ men’s 
shoes produced at their Rockland 
and Curtis factories. Mr. Crain will 
travel the States of Oklahoma, Kan- 
sas and Texas. He was formerly 
with the A. E. Little Co. of Lynn 
and traveled in the same territory 
which he is covering for Rice & 
Hutchins. Mr. Crain has a very 
large acquaintance among the best 
trade of the Southwestern States. 


Clark at Essex July 6-10 


A. B. Clark, who covers Greater 
New York, New England, New Jer- 
sey, Philadelphia, Baltimore and 
Washington for the Roth Shoe Mfg. 
Co., Cincinnati, will show his line 
at the Hotel Essex, July 6-10. 

Much of Mr. Clark’s time is spent 
in styling the Roth line of welts and 
McKays; also in the development of 
a high grade, stylish corrective 
Goodyear welt line. 

Mr. Clark states that he believes 
welt shoes will come back very 
strongly this summer and coming 
fall in stylishly made oxford effects 
for the well dressed woman. 

“There was never a time in the 
history of the shoe business,” said 
Mr. Clark, “when the members of 
the average family have had as 
much to spend for anything they 
wish, if properly presented to them 
as at present. The number of indi- 
vidual banking accounts and invest- 
ments have increased; more life in- 
surance policies are being written 
and more automobiles are being sold. 
There is no reason for any shoeman 
to be pessimistic.” 
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Arresting Styles—Super Values! 


June 26, 1926 


Styles that will stop them—dquality and value that will sell them— 
satisfaction that will hold them. The new Wall-Streeter line will 
do this and more. It will give you a bigger margin of profit, it 
will help you build a lasting, profitable men’s trade. 


By all means see these shoes. They'll quickly tell their story of 





more sales—more profits. 











AT THE STYLE SHOW 


SEE THE WALL-STREETER 
EXHIBIT AT 


BOOTH 254 


AT THE COPLEY-PLAZA 


During the Boston Style Show the 
complete Wall-Streeter line will be 
shown at the Copley-Plaza Hotel. 




















Address WALL-STREETER SHOE CO., No. Adams, Mass. 
BOSTON OFFICE: 10 HIGH STREET 


TO RETAIL AT 
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W. E. Hiatt, who covers all of 

the territory west of St. Louis, 

also the Southern States for the 

Howard W. Hill Co., Beverly, 
Mass. 


Hiatt with Howard W. Hill 


W. E. Hiatt, well known through- 
out the West and South, from his 
twenty years’ connection with ex- 
perience in selling shoes in these 
sections, recently joined the sales 
force of Howard W. Hill Co. of 
Beverly, Mass, with Boston office at 
89 Bedford Street. Mr. Hiatt is to 
cover all of the territory west of 
St. Louis, also the southern States. 
He was with the Noyes-Norman 
Shoe Co. for ten years in the early 
days of his shoe representation; he 
was later also traveling sales man- 
ager for Foot-Schulze Co.’s Kansas 
City .branch, up to Jan. 1, 1924. 
Since that time, until June 1, he 
represented the United States Shoe 
Co. of Cincinnati in the South. Mr. 
Hiatt writes to the RECORDER that he 
is sure his new connection will be 
a very pleasant and profitable one. 


Menzies Salesmen Off on 
Trips 

The Menzies Shoe Company’s 35 
retail salesmen were all in their ter- 
ritories on Monday morning, June 
14, with their new line of samples. 
The Menzies Shoe Company reports 
that the last three days sales have 
been the largest from the retail 
trade that they have ever received 


during their five years in business. ~ 


The total orders received by The 
Menzies Shoe Company during the 
past three days were about 40,000 
pairs, of approximately three times 
the capacity of their two large fac- 
tories.. ee 
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J. W. Badke, who cov- 

ers Chicago and vicin- 

ity for the Diamond 
Shoe Co. 


E. B. Schuler Carl Collar 














July 1 Closing Date for 
Insurance Appli- 
cations 


T. A. Delany, secretary of 
the N. S. T. A., states that 
application forms are being 
mailed to all present, past and 
prospective members of the 
N. &. T. A. for participation in 
the group life insurance. 

On these forms those ac- 
cepting this new feature are 
to name the beneficiary of the 
policy. 

Because of the many new 
members joining the associa- 
tion, to give protection to 
those who enter in the first 
group, it is likely that after 
the closing date of the first 
non-medical examination 
group, an age limit will be set 
for admission of new mem- 
bers. 

July 1 is the date set for the 
closing of all applications. 
After this date all members 
may forfeit the non-medical 
examination advantage. 

All members in good stand- 
ing for 1926 are eligible for 
application to all features and 
coverages of life insurance. 

Certificates shall be issued 
as from July 1 to all making 
application. 











Badke Covers Chicago 
for Diamond 


J. W. Badke, with office at 6411 
South Artesian Avenue}. Chicago, 
Ill.,, covers Chicago and vicinity for 
the Diamond Shoe Co.. Mr. Badke 
“sticks close” to Chicago and vi- 
cinity, because this is a job. in 
itself.. He has plenty of accounts 
on his books and states that he 
calls very often to see his custom- 
ers with the youthful shoes that the 
house sends him regularly. Mr. 
Badke is very much enthused about 
the line he is selling and is doing 
remarkably well, says the Diamond 
Shoe Co.’s sales manager. 


Collar and Schuler with 


Brauer 


Brauer Bros. Shoe Co., St. Louis, 
has begun to augment its road sales 
force prior to moving to its new 
“Paradise” factory. The new plant 
will greatly increase its production 
and will thus be in readiness to take 
on additional business for the forth- 
coming fall season. 

Carl Collar, a young man who is 
well known in Wisconsin, will travel 
that state with “Paradise” shoes 
and will take care of the regular 
trade as well as~-prospective ac- 
counts. 

E. B. Schuler, who will cover In- 
diana and Michigan, is known to a 
host of shoe merchants and buyers. 
He is thoroughly posted on shoe 
styles, from the retail shoe mer- 
chant’s angle, and should prove a 
prominent factor in the selling or- 
ganization of Brauer Bros. Shoe Co. 


Sidney C. Wilson with Mrs. 
A. R. King 


Sidney C. Wilson, former shoe 
manufacturer and inventor of the 
Wilson process of shoemaking, has 
joined the sales force of Mrs. A. R. 
King of Philadelphia and will cover 
the large cities of the East. 

“Sid” Wilson has had a long and 
varied experience in the shoe busi- 
ness and brings to the Mrs. A. R. 
King organization a knowledge of 
styling footwear in all its phases. 
“Sid” formerly was with the D. 
Armstrong Co. of Rochester, N. Y., 
for a number of years. Then he 
engaged in the shoe manufacturing 
business, and more recently he suc- 
cessfully put over the Wilson proc- 
ess of shoemaking, which has been 
adopted by several of the large shoe 
manufacturers of the country. 
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A SURE SELLER FOR FALL 
THE DOUBLE STRAP SHOE FEATURING 


The “Siamese” Buckle 


That is Practical as well as Beautiful 


Be 


All ————s requesting further information, samples and 
immediate attention. 


W. K. CHANDLER, INC. 


125 SUMMER STREET 





Finishes : 


You will see there also, many other novel 
ORNAMENTS, 


Wanted colors and widths—full line on dis- 
play at Booth as above or Main Office 
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suitable for all popular leathers 
and Fabrics. 


Sure to See Several Style Shoes 
Showing the “Siamese” Buckle 

at Booth 78 
Boston Shoe and Leather Fair 
















BUCKLES and 
BOWS, some of which you will 
wish to specify as the trimming 
on shoes which you are 
buying in Boston -or 
elsewhere. 











We Are Also Headquarters for 
“Quality” Shoe Tie Ribbons in 

















BOSTON, MASS. 
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Our full line of advance Fall Styles will 
be displayed at the 


HOTEL COPLEY-PLAZA 


July 6-7-8 


In attendance: 
Mr. Phillip Weinstein 


Mr. Wiiu1AM G. BrastTerR 


MARTIN WEINSTEIN SHOE CO. 


39 YORK ST. 
New York Salesroom: 832 Marbridge Bldg. 
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Mr. JAcK WEISBERGER 





BROOKLYN 
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Feature Canvas Rubber Soled 


Shoes in Windows 
More Than 5,000,000 Campers Are Possible Customers 


ERCHANTS who last year 
Micisieves camp merchandise 

such as tents, shooting and 
fishing equipment, including camp 
footwear, were so enthusiastic over 
the results that they prepared for 
this trade way in advance this year 
and are now doing a good “repeat” 
summer camp footwear business. It 
has been estimated that in the 
United States this year there are 
more than 5,000,000 auto campers, 
all of whom are possible auto tourist 
buyers of canvas rubber soled foot- 
wear. 


Lima Cord Sole Co. 
Entertains 


Lima, On10—King Bros. Shoe Co. 
of Bristol, Tenn., distributros of 
shoes with the “Gro-Cord” soles and 
heels made by the Lima Cord Sole 
& Heel Co., Lima, Ohio, recently 
held a sales convention in this city. 
Seventeen of their salesmen drove 
from Bristol, a distance of 550 miles, 
in.order to visit the factory and to 
learn at first hand just how the 
“Gro-Cord” product is manufac- 
tured. J. E. Grosjean, president of 
the Lima Cord Sole & Heel Co., 
stated that an intensely interesting 
meeting took place. The entire 
forenoon of one day was spent in 
observing all of the sole making 
operations. In the afternoon there 
was a quizz held at one of the lead- 
ing hotels, where the details pertain- 
ing to the product were fully ex- 
plained. 

In the evening a special dinner, 
at which J. R. Sweasy of the Red 
Wing Shoe Co., presided, was held 
at the Argonne Hotel. After the 
dinner Harry Newman Tolles, presi- 
dent of the Chicago School of Sales- 
manship, gave a talk, the theme of 
which was “Giving the Greatest Pos- 
sible Value for the Dollar,” which 
was followed by the picture of “The 
Go-Getter.” 

F. L. Maire, vice-president of the 
Lima Cord Sole & Heel Co., said in 
part: 


The White Bootee. It is made of 
an all white rubber construction, 
every point of wear reinforced 
with extra layers of rubber. This 
is chiefly worn in the coal mining 
districts throughout the country. 
Presented through courtesy of 
The Cambridge Rubber Company 


Production Has Doubled 


“We had to show the public that 
it was a real sole. We have accom- 


if 


plished this, and you men have 
helped put it on the map. During 
the year 1925, 1,500,000 pairs of 
soles were manufactured. At our 
present rate, production virtually 
will be doubled this year. 

“I feel that it is on the map in 
a substantial way and in traveling 
over the country I have made in- 
quiry of dealers and found it to be 
popular. Much of the output is used 
by farmers.” 

Frank A. Burkhart of Chicago 
also spoke briefly. 

J. R. Sweasy, president of the 
Red Wing Shoe Co., said in part: 

“Our biggest task is to learn to 
cooperate. That is the real object 
of this meeting. The cooperation 
must be among ourselves and with 
the man to whom we sell.” 

Those present were F. C. Gardner, 
W. G. Montgomery, A. T. Smith, M. 
L. Moneyhun, C. J. Hickey, F. L. 
Maire, M. D. Seal, Charles A. Hover, 
A. D. Newman, O. A. McKeithan, 
Victor Bird, E. R. Elmore, J. E. 
Grosjean, J. R. Sweasy, H. E. King, 
F. A. Burkhardt, D. H. Simmons, E. 
D. Hall, R. J. Plate, J. A. Parrott, 
H. Smith, F. W. Cook and George 
M. King, Jr. 


Salesmen of King Bros. Shoe Co. of Bristol, Tenn., snapped in 
front of the factory of the Lima Cord Sole & Heel Co., Lima, Ohio 
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ERE’S the Keds style they all 
want! Baseball, tennis, basket- 
ball, camping—for every athletic 
need the new Royal Tread is right. 


Made for both indoor and outdoor 
wear, the Royal Tread adapts itself 
to every use. The rugged, moulded 
sole grips firmly on any playing 
surface, and the sturdy, duck up- 
pers are strong and comfortable. 
A style that appeals to everybody 
—a shoe that sells itself. 





For summer footwear profits you 
need Royal Tread Keds. Ask the 
Keds salesman to show you the new 
all-purpose Keds, the Royal Tread. 


United States Rubber Company 


REG. U.S. PAT. OFF. 
Bu See 
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Retail Shoe Trade Still Spotty 


Some Centers Show Good Improvement 





| NEW YORK | 


Business Only Fair 


The condition of the retail shoe 
trade here can scarcely be classified 
as better than “Fair.” Complaints 
about the backward season are nu- 
merous and a number of cut price 
sales already have been started, 
not only in the medium and lower 
grade stores, but in the higher 
priced shops along Fifth Avenue 
and Madison Avenue. The bulk of 
the complaints relate to the slow 
movement of white shoes. There 
has been no real white shoe weath- 
er in New York so far, and many 
merchants are taking steps to 
work down their stocks. As one 
retailer expressed it, “The woman 
who is a regular customer for two 
pairs of white shoes a season prob- 
ably will buy but one pair this year. 
This means we lose a _ certain 
amount of white business.” 


Kids and Reptiles Good 


In other types of footwear, how- 
ever, demand is holding very steady. 
Colored kids are still moving well 
in most stores and reptiles appear 
to be as strong as ever. The Win- 
kleman shop, which recently moved 
from Forty-second Street to Fifth 
Avenue, between Fortieth and For- 
ty-first Streets, put out an intro- 
ductory sale of all alligator shoes 
at $12 a pair and did a large busi- 
ness. There have been few price 
cuts in real reptile shoes so far and 
most dealers are confident that rep- 
tiles will continue good through the 
fall. 

New Combinations 


Meanwhile some new ideas in 
mid-summer footwear are being 
given full play. Among this is a 
combination shoe introduced last 
week by Henning. This shoe, which 
is in a swirl, one strap pattern, is 
made of a combination of black, 
either satin or patent, and morocco 
in a wide range of colors. Linen 
and morocco, and white linen and 
white lizard also are used in this 
combination shoe. 


Saturday Closing 
Most of the mid-town shoe shops 


will observe Saturday closings dur- 
ing July and August this year, as 
usual. However, with the excep- 
tion of Franklin Simon & Company, 
they will remain open on Saturday, 
July 3, and will remain closed on 
the first Saturday in September, 
preceding Labor Day. 


Captain Perlberg to Retire 


Captain Eddie Perlberg, presi- 
dent of the Retail Shoe Dealers’ 
Association of New York, and an 
official of the Blyn stores, will re- 
tire from active business about the 








He Has 40 Pairs 


Forty pairs of shoes are in 
the closet of a financial man 
of Boston, who has a summer 
home along the North Shore. 
No two pairs of shoes are 
alike. The collection cost 
over $400. The financial man 
has a hobby for shoes. He 
does not like to wear the same 
pair two days running. 
Wouldn’t business boom if 
many folks had the same 
hobby? 








middle of July. The Captain, who 
is one of the best known men in the 
shoe business here, has a record of 
twenty-eight years in the shoe trade 
behind him. He built up the Ram- 
bler chain of fourteen stores, which, 
five years ago, was merged with the 
Blyn chain. During the war he 
was in the army, where he received 
his title. 

The Captain intends to retire to 
his estate at Deal, N. J., for the 
summer, then will go to California 
for the winter, returning East in 
May to sail on an extended tour of 
Europe. 

Retailers Meet 


A small but enthusiastic dinner 
meeting of the Retail Shoe Deal- 
ers’ Association of New York, at 
the Café Boulevard, June 22, marked 
the close of activities of the asso- 
ciation for the summer. The meet- 
ings will be resumed in September. 
Captain Perlberg, president of the 
association, presided at the dinner, 
at which the principal speaker was 
Jack McCowan, a shoe man, former- 
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ly of Providence, R. I., but now of 
Chicago. His remarks were main- 
ly of a humorous vein. There also 
was a program by professional en- 
tertainers. 

Some discussion was held regard- 
ing the so-called licensing bill, 
which died with the adjournment 
of the New York Assembly recently. 
This matter, it was pointed out, 
will come up for action before the 
New York State convention at 
Poughkeepsie. 


High Shoes for Golf 


One of the curious swings in 
men’s footwear is that toward the 
all leather high shoe for golfing. 
In several of the better class stores, 
a demand is reported for a high 
shoe, with leather soles and leather 
cleats for golfing purposes. This 
type of shoe, according to some re- 
tailers, is beginning to replace the 
conventional saddle oxford with 
crépe or solid rubber soles. 





I 
Business Better 


Business has shown improvement 
at the shoe stores in this section of 
late. Colorado crops never looked 
better and farmers of the State are 
looking forward to havesting record 
crops. This fact is serving to bet- 
ter business in all lines. Then, too, 
the State is enjoying a record tour- 
ist travel which is bringing many 
thousands of dollars into Colorado. 


Light Colers Demanded 


The tendency in Denver this sum- 
mer is toward very light shoes with 
the beginning of what is prophesied 
to be a tremendous summer busi- 
ness in white shoes already felt. 
Shades that are selling well in Den- 
ver at this time are cream, a creamy 
blond; sudan, apricot, parchment, 
crystal gray, bois de rose, caramel, 
gypsy and cochin. Black patents 
and black satins continue to be 
standard, but the light shoes pre- 
dominate. Florida cloth is cutting 
in on the white canvas business lo- 
cally. Heels are divided between 
very high spikes and a medium 
walking heel. The major style de- 
velopment is the oxford. 


DENVER 
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SHOES 


Whites—Reptilian Effects 
Parchments—Satins— 
Patents 


BS44 Black Satin . 


BS79 White Calf ....$4.75 
BS89 Parchment Calf. rd 


“Regent” 
B422 Patent Colt .... .$4.50 
B423 Black Satin .... 4.50 


Goodyear 
8562 Blond Suede Snake 
—Sauterne Snake 





SIZES AND WIDTHS 
AA..4%-8 A..4-8 B..3%-8 C..3-8 


The MENIHAN COMPANY .,,., 0” 


SHOEMAKERS FOR WOMEN BS72 Patent 
BS78 White Kid ¥ Rochester, N. Y., U. S. A. BS73 Black Satin .... 











New York Office: 612 Marbridge Bldg. Oakland, Cal., Office: 424 Belview Ave. 
ons 'B. W. MOYLAN ~ aktan®, “” 8. KUSHINS 


Chicago Office: lestic Hotel Los Angeles Office: 107 East Sth St. 
F. J. 8SATEK # Ane. M. HOLLANDER 


Makers of Menthan Arch-Aid Shoe 
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| ST. PAUL | 


White Shoe Week a Success 


White shoe week this year proved 
a greater boon to St. Paul shoe men 
than any of the numerous special 
weeks shoe men have been putting 
on here for the past two years. 
Shoe weeks have come to be estab- 
lished institutions in this city. 
They have always been successful 
because of the co-operation of the 
dealers. The week of June 1 to 5 
was white shoe week. With the 
publicity on that was combined the 
Twin City publicity on light sum- 
mer footwear for men. The mayors 
of both St. Paul and Minneapolis 
issued proclamations calling upon 
their fellow men to buy the lighter 
footwear. Here in St. Paul Fred 
Hohit, president of the Northwest 
Retail Shoe Dealers association 
went the Minneapolis officials of 
that organization one better. They 
had Acting Mayor L. R. S. Fer- 
guson fitted to a pair of the lighter 
shoes and presented them to him. 
The newspapers published pictures 
of the event thus obtaining some 
mighty good publicity for “light 
for men and white for women” 
shoes. But the weather for the 
week was anything but favorable. 
However, the publicity and judici- 
ous advertising brought twice the 
business, the dealers say, in whites 
they would have obtained had it 
not been played up. Now they are 
riding along on the crest of the 
impression created and doing a 
good white business, all things con- 
sidered. 


Display Manufacturing Process 


St. Paul women, and men too to 
some extent, had an opportunity to 
see just how their shoes are made 
in an unusual display at the Em- 
porium department store the sec- 


ond week in June. Large booths 
were set up by St. Paul manufac- 
turers in the shoe department. One 
of these booths was occupied by 
the O’Donnell Shoe company which 
showed 18 of the 150- processes a 
piece of parchment kid goes 
through until turned out the fin- 
ished parchment pump which mi- 
lady sees on display in the retail 
shop. No machinery was utilized 
in the display but employees of the 
plant explained the different pro- 
cesses. Foot, Schulze & Company 
did have one of the machines from 
their factory in actual operation 
in their booth, showing one of the 
processes. In addition they dis- 
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played specimens of different styles 
in the process of making. The C. 
Gotzian factory did the same thing 
with men’s shoes. The whole thing 
was calculated to bring the pur. 
chaser of shoes into a closer under- 
standing of how particular a job 
it is to turn out a good pair of 
shoes. Fred Hohlt, manager of the 
department, said that he believed 
the display would have a big effect 
in convincing the public of the real 
value of footwear. 


SAN FRANCISCO 


Demand for Color 


Color seems to be the answer to 
the question “what next?” asked by 
smart San Francisco women who 
had believed that there could 
scarcely be anything else left to 
offer in the way of the new and 
novel this summer. Now along 
Geary Street, the style footwear 
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An Unusual Counter 


A line of novelties featured 
by one North Shore firm is 
built about a counter as sub- 
stantial as any shoe buyers 
have seen. The counter is of 
sole leather. It is carried 
across the shank on either side 
of the shoe to the forepart. 
It is molded to fit both the 
shank and the heel of the last. 
There is no chance of the 
shoes gaping at the sides, nor 
slipping at the heels. Edges 
of these counters are skived 
to such a fine feather that they 
blend into the lines of the 
shoe. A buyer would not 
realize that such a counter 
were in the shoes unless he 
felt it with his fingers. = 


district of San Francisco, it is add- 
ing high lights to every window. 
Frank Werner is displaying a 
striking group of I. Miller’s “mod- 
ernistic” models: black and green, 
red and black, black satin and sil- 
ver, gold and black, silver and gold 
kid, a lovely green and gold kid and 
other fascinating combinations 
with a wave-like design that looks 
much as if it had been cut with a 
jig saw. Baker’s is showing pumps 
of kid in deep crayon colors and 
whites with delicate overlays of 
blues, greens, blacks, browns and 
pervenche. Footwear in Brunner 
pink, apple green, orchid, blues and 
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water lily are featured at Weil’s. 
Misplayed nosegays of garden flow- 
ers are blooming on painted pana- 
mas in delicate shades in Frank 
More’s French shop and_ the 
Bootery. Contrasting colored heels 
are seen on footwear at the White 
House and Porter’s. 

Rumors that satin is preparing 
for an early comeback seems to be 
justified in the ready acceptance of 
the ornamented models. Porter’s 
is featuring an open shank pump 
with high ankle strap with gold 
embossed trim. 

The big volume of business in 
women’s shoes seems to be fairly 
well divided between decorated pat- 
ents and sauternes, although gray 
still continues to lead in a few of 
the style stores. Weather in the 
territory outside of San Francisco 
has been very warm in the last two 
weeks and the sale of white shoes, 
already quite brisk for this city, 
has been stimulated accordingly. 


June Business Good 


June business, on the whole, has 
been very good. One example of 
how it is working out is offered by 
Hale’s shoe department. This store 
held its fiftieth anniversary sale in 
May and naturally expected a lit- 
tle let-down. What actually hap- 
pened since the sale, however, has 
been a doubling of the June volume 
over last year’s figures. 

June brides contributed their 
share to the satisfactory condition 
reported by virtually all stores. 
Numbers of them featured special 
bridal displays. A Werner show- 
ing included pumps decorated with 
seed pearls and others with rhine- 
stone inlays. Still others depend 
for their beauty upon elegance of 
line and fabric. 


Men’s Summerweights Going Well 


Summerweights have helped to 
“sweeten” the men’s shoe business 
in a very satisfactory way and few 
complaints were heard about the 
June volume so far. Many mer- 
chants find that they are still get- 
ting a favorable reaction from the 
Summerweight Shoe Day held May 
15. The demand for color heard in 
the women’s shoe shops is being 
echoed in the men’s stores. A typi- 
cal report is that of E. E. Schaefer 
of the Florsheim-Schaefer Co. Only 
25 per cent of this store’s sales are 
in blacks. In colors 60 per cent of 
the sales are represented by the 
light tans and the balance by 
blonds and novelty effects. Thirty- 
five per cent of all shoes sold are 
featherweights. 
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We'll be in Boston - - - 
July 6-7-8 























If You Want New York’s Latest 


Don’t Fail to See Us at 
HOTEL WESTMINSTER 


In Attendance 
Murray J. Saks Louis Greenwald 


IN STOCK 


° . “BROADWAY” 

eee ee ete met .- Widths and Sizes 1065—All patent Leather, short» 
shank, high grade turn, kid lined. 18/8 
buckle: turn; a lined ; 4.36 spike heel : -50 


high grade 
x38 a with nti /s Spa 8 Sgen. bes 4.50 Ai to 8 1066—Same in velvet.............. $4.50 
550—Same ia calf, pig 
50 B—3 
gant ola es’ G68" in sil’ Kaitic 4d." “Gom- \% to 8 


bination patent and kid bow with metal 
ae $4.50 C—214 to 8 
D— to 8 





M. I. SAKS SHOE CORP. 


144 Duane Street, New York 
“IF IT’S NEW, SAKS HAS IT” 
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| CHICAGO | 


Whites Moving Better 


Warm sunny weather through 
most of last week served to increase 
the sale of white footwear in Chi- 








cago stores. Both the Loop and out-~ 


lying districts seemed to share in 
this demand. Trade generally was 
good and the Wilson Avenue dis- 
trict on the North Side did an un- 
usually heavy business the last 
days of the week. ~As usual the 
warmer days brought out summer 
costumes and with them either the 
already, purchased lighter footwear 
or encouraged the purchase. Blond 
shades ‘in slipper and high cut ox- 
fords were very much in evidence 
and the grays seem to have come 
in for their share of the demand. 


Grays Good 


Gray leathers trimmed with dark 
gray and black reptile leathers 
seem to be the most frequently 
worn, although the patent trim 
with the gray kid is taking hold 
with considerable vigor. A great 
many of the walking type. of. low 
heeled slippers, especially strap 
patterns with apron tongue effects 
in gray and blond shades trimmed 
with novelty leathers are being 
sold, especially to the younger 
folks. 

The absence of dark shades is be- 
ing noticed. Black patents have 
given way to the light kid colors 
and the sale of the darker leathers 
has noticeably dropped off in the 
stores. 

Slashed Effects 


Trimming of vamp and quarter 
with slashed effects, toe trim and 
trimming along the edge of the 
opening on the oxfords, seems to 
be the favored mode and the trims 
run to every possible variation of 
leather novelty, reptile, ostrich and 
brocaded effects, anything that will 
contrast with the body of the shoe. 


Demand for Oxfords 


There is still a strong demand for 
the smart high cut four and five 
eyelet oxford with the slashed quar- 
ter and open shank effect, especial- 
ly with the wider toe, and they are 
seen with smart short skirted sum- 
mer costumes wherever well dressed 
women gather. 


, Blacks for Men 


In spite of the tan influence, men 
still seem to be buying the black 
leathers heavily. Most of the young 
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men are seemingly buying the black 
oxfords for wear with light summer 
suits and perhaps three in ten 
would be about the average propor- 
tion. The men’s business continues 
only fair. There are some steady 
days when the men seem to have 
returned to the buying fold, but the 
demand does not hold. Light tans 
are favored as are the wider toed 
models and there’s some suggestion 
of a lessening interest in the nov- 
elty effect of perforation and pink- 
ing. Thread trims seem to be more 
attractive. . 


Kotz’s Open New Stere 


Kotz Shoe Stores, Inc., have opened 
a new store on Ninety-second and 
Commercial Avenue, which makes 
five stores in the chain. The new 
store opens a new field for the or- 
ganization and. some very optimistic 
plans are being made in this dis- 
trict. 








An Ankle Blind 


Shades of the early shoe 
clerks, how things have 
changed! In the Lord Lever- 
hume collections, recently of- 
fered in New York, there is 
an advertisement of a New 
York shoe merchant featuring 
an ankle blind. This strange 
device was a sort of a shield 
which was fitted to the ankles 
of women in retail stores 
while clerks tried shoes on 
their feet. When this shield 
was used the leg was con- 
cealed above the line of the 
boot top. 

But what need of such a 
modesty safeguard these days? 
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effects sells well. Among the in- 
teresting new numbers “are some 
hand knitted models, made in Ire- 
land; there are others in gay col- 
ors, made in Scotland and England. 


Light Colors in Demand 


Light ¢olors in women’s shoes, 
especially in two tones, in plain 
leathers and reptiles are in con- 
tinued strong demand, with white 
shoes shown and purchased heavi- 
ly. The windows featuring white 
shoes are attractively trimmed, 
with just enough tan or black in 
other footwear to feature the white 
models distinctively. 


Straps are Featured 


The new note in women’s shoe 
styles is the shoe of many straps. 
It is on the dress sandal order and 
is presented in patent, with lizard 


straps, and in other combinations, 


with high heel. The one-strap, with 
the orthopedic two, or three-straps, 


“have taken on a new style “atmos- 


phere” — with the strap vogue — 


“many customers choose these mod- 


els for better support, and some 
women like them because they say 
“they are so fashionable.” The 
one-strap, either nafrow, or broad, 
as the type of last demands, still 
stands at the top of the best sell- 
ers, and the “Deauville” sandal, 
with crépe, or leather soles, and in 
the latter case, with Cuban heels, 
is seen in a great variety of color 
combinations. Many of these mod- 
els are imported from Czecho Slo- 
vakia. 


Off for Europe 


A. M. Creighton, shoe manufac- 
turer, recently sailed for Europe on 
a pleasure trip of a few months. 








BOSTON 


Men’s Business Ahead 


Retail shoe merchants report that 
their men’s business is showing im- 
provement. Some stores'report “A 
good volume of business on men’s 
footwear”—especially is this the 
case in the high grades. Sport mod- 
els and light tans are the biggest 
sellers. 


Hand Knitted Hosiery 


At the two J. L. Esart Co.’s ex- 
clusive men’s shoe stores, golf 
shoes and hosiery are in big de- 
mand, as well as the dress and 
business shoes, in young men’s 
styles. Sport hosiery in imported 











| ST. LOUIS 








Whites Better in Lower Grades 


There have been two distinct 
movements affecting the white sit- 
uation in the retail shoe trade dur- 
ing the past fortnight, which has 
become more definite during the 
week ending June 19. In the pop- 
ular priced field, ranging in price 
from $6 to $10, white footwear has 
been pronounced. The trend has 
been upward and the ascension con- 
tinues unabated. One large store 
reported white’ shoes were better 
than 14 to 1 against other styles 
and materials. In this same store 
about ten days ago figures were ap- 
proximately 12 to 1. This increase 
has been made during the past week 
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As oakum caulks a boat 


Biwelb caulks a shoe 


Biwelt is a patented Cork Sole Welt which affords satis- 
faction to all. To the manufacturer it gives a closer fitting 
and easier working welt, holding down his production 
costs. Conforming perfectly to the shape of the shoe, it 
appeals to the retailer and to the prospective customer, 
as it adds to the appearance of the shoe, at the same time 
repelling water and preventing running over. 
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Sell Shoes 
“Built With Biwelt’’ 
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when the weather was anything but 
ideal for stimulating white sales. 
Other stores report similar gains. 
The percentage closely hovers 
around the above mentioned fig- 
ures. Department stores report 
good business on popular priced 
shoes. Higher priced merchandise 
does not show the bulge in sales 
reported in the lower price scale. 
Over one-half the sale in another 
large store were for white shoes. 

While this activity has been go- 
ing on in the popular priced field, 
the ultra-stores have not found the 
situation true in the $15 and up 
cycle. It is here that notable slack- 
ening has occurred. One ofthe finest 
stores reports four to one against 
whites. In other words, the demand 
for colored kid, patent, reptile and 
similar types are selling four times 
to every white shoe. Narratives of 
like structure are heard in depart- 
ment stores who do not find a strong 
trend for high priced white. 

Almost every merchant inter- 
viewed says that he will carry over 
fewer white shoes this year than 
he has in many past seasons. Stocks 
of colored kid likewise will be be- 
low usual figures for the same 
period. 


Black Satin Sold 


One of the smartest style shops 
during the week ending June 19 re- 
ported that black satin had been 
selling in fair volume. Mention 
was made that styles that have not 
been touched for two months were 
shown and bought. This is the 
first mention this material has re- 
ceived in a long while. 


| CLEVELAND | 


Improvement in Trade 


General retail trade in Cleveland 
has improved some during the first 
three weeks in June. A larger de- 
gree of fair weather has been re- 
sponsible for the improvement, al- 
though the month thus far has been 
colder than the usual June. That 
has had a retarding influence not 
only in the shoe business, but also 
along other lines of trade. 

Employment conditions also have 
improved. The number of employees 
in one hundred factories reorted to 
the Chamber of Commerce was 
larger in June than it has been at 
any time this year. The settlement 
of the strike of building employees 
has put additional money into cir- 
culation and the merchants are 
benefiting from this. 
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The women’s trade is better than 
the men’s. Merchants report the 
lighter shades of shoes are being 
sold to women, especially the blonds 
and light tans. There are still some 
sales of patents. In the men’s 
trade, light tan oxfords seem to be 
the preferred color. A good many 
gun metal and black calfskins are 
sold, and the demand for golf shoes 
continues fairly brisk. 


Anchutz Sells to Bender 


John Anchutz, who has been con- 
ducting a shoe store in the Old Ar- 
cade for several years, has sold the 
business to M. J. Bender, who has 
been conducting a store on Wood- 
land Avenue and East Fifty-fifth 
Street. Bender is one of the best 


Successful “Thank You” Card 


Fred Maxted, manager of the St. 
Louis Hanan & Sons stores, is send- 
ing to the customer on the follow- 
ing day of the purchase a thank you 
card that is causing much favor- 
able comment with his trade. The 
card reads, “We thank you for your 
purchase of yesterday. If we can 


be of further service to you our 
telephone number if Central 3471. 
The salesman who served you is 

(name blank to write in the 


salesman’s name).” Maxted said 
customers have come into the store 
to make special mention of the 
courtesy. 





known shoe merchants in the city 
of Cleveland. For fifty years he 
transacted business in one location 
on Woodland Avenue. 

Mr. Anchutz has opened a sample 
room in the Arcade and will repre- 
sent a shoe concern. 


Shoe Stores Sold 


A number of sales of shoe stores 
have been made in Cleveland lately. 

L. Rubin, who has conducted a 
store on Quincy Avenue for some 
years, has opened a new retail es- 
tablishment at St. Clair and 105th 
Street. He is carrying a _ gen- 
eral line of shoes, including men, 
women’s and children’s. 

Ben Belis, who has been conduct- 
ing a shoe store at 4979 Woodland 
Avenue, has sold his store to L. 
Guralnick. The latter has been 
operating at store at 5308 Wood- 
land Avenue. 

Meyer Goldberg has opened a 
shoe store in the Mid Arcade on 
Prospect Avenue. This is a new 
shopping district which has sprung 
up recently and the location is con- 
sidered an excellent one. 
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| ROCHESTER | 


Whites and Colors Selling 


Rochester shoe merchants report 
a continued improvement in busi- 
ness since the first of June, in spite 
of the unseasonably cold weather. 
White kid footwear, which has been 
extensively featured in local shoe 
stores during the past three or four 
weeks, is now coming into its own 
and local shoe men expect this 
year’s white kid business to exceed 
last year. 

There has been no new develop- 
ments in the style situation in 
Rochester. Patents are still in great 
demand, followed by colored kids, 
reptilian leathers, white kid foot- 
wear, and some white buckskin pat- 
terns in sport shoes. 


McCurdy Sale Record Breaker 


Jim Olmstead, manager of Mc- 
Curdy’s shoe department, reports 
that the first six days of their pres- 
ent summer shoe sale has brought 
the biggest week’s business that 
they have ever enjoyed in their his- 
tory. 

Prices during the sale ranged 
from $5.45 to $12.45, and the women 
of Rochester responded and have 
bought more shoes during the pres- 
ent sale than at any other sale held 
by the McCurdy department. The 
advertising theme behind the sale 
was advice to completely stock your 
“Footwear Wardrobe,” and as a re- 
sult two and three pair purchases 
have been the rule rather than the 
exception. 


Feature Footwear for the Narrow 
and Slim Foot 


Phelan’s shoe store, located at 11 
Andrews Street, are building a big 
business in women’s shoes by fea- 
turing their ability to fit long and 
narrow feet in fashionable, good 
looking footwear. Harry Phelan, 
proprietor of Phelan’s shoe store, 
decided several years ago to concen- 
trate his efforts on one particular 
line, and noting the tendency of 
many merchants to confine their 
buying to B and D widths, he de- 
cided that there was a real oppor- 
tunity for the merchant who could 
fit the woman with the long and 
slim foot. 

In a recent advertisement the 
Phelan store stated, “Here are the 
narrowest of narrow widths, if you 
need them. Lots of shoes in A, AA 
and AAA widths; several on com- 
bination lasts as narrow as AAAAA 
in the heel. Carried in sizes 3 to 9.” 
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3 TRAIL-MOC 
ono (MOCCASIN SHOES) j—ono— 


Flexible 
| Bend like birch boughs- 
ono ono 


Attention Buyers!! 


This complete line of Sport and Work shoes 
can be seen at our new Boston Office, Room 
306—186 Lincoln Street. They are extra 
good values for Volume Buyers — All 
Goodyear Welts priced from $2.15 up. 


Mr. Chas. T. Hall will be on hand to wel- 
come his friends in the trade. See this line 
before completing your purchases on this 
kind of footwear. 





























Composition or leather soles—Full Goodyear welts 
—With or without storm welts. 


Trail-Moc Shoe Co. Saco, Maine 
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YOU MAY AS WELL 


PICK UP SOME 
The Shoe Trade Journal 
B ARG AINS is the oldest established Shoe 
and Leather Trades Paper in 
WHILE IN BOSTON Great Britain. 
Famous Brands of Tennis Established 1869 
at Favorable Prices Our Advertising Tariff will be 
supplied by the Boot and Shoe 
Come In and Get Acquainted Recorder, Boston, Mass., upon 
application. 


J. A. KEMLER | 
Always “Under priced” 

THE SHOE TRADES JOURNAL 
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Shoe Trade Wholesome 


The retail shoe business has been 
going along at a wholesome rate, 
but not fully up to expectations. 
There has been a noticeable in- 
crease in patents of all grades. 
Even satins are beginning to come 
to life again. Colored kids up to 
this time have been as popular as 
the patents. In some shops the 
former have sold in greater num- 
bers, while in others the opposite 
order maintains. There seems to 
be a strong feeling among retailers 
that the colored kids will drop off 
very soon and some stores have al- 
ready included the light kids in 
their odds and ends sales. At this 
particular time there isn’t as great 
a demand for the reptilian leathers 
as heretofore, but it is expected 
that they will come into their own 
again in the fall. 


Whites Moving 


The white season is in full swing. 
With the advent of the warm 
weather whites have been selling 
in quantities. A large white busi- 
ness is not prophesied, however, for 
this year as the season began so 
late. Some dealers believe, how- 
ever, that as many white shoes will 
be sold this year as last, and that 
most white stocks will be cleared 
during the season, due to the fact 
that most dealers did not overstock. 


Sport Shoes in Demand 


W. C. Kenny, of Kenny’s Bos- 
tonian Store reports sport shoes for 
men “going strong,” especially 
blond calf with light tan calf trim- 
ming in both the leather and crepe 
soles. Crepe soles were popular 
last year and they are in even 
greater demand this year. Crepe 
soles are used mostly for the golf 
course, etc. Tan and white is bet- 
ter than black and white. Mr. 
Kenny states that business has been 
much better than last year. A new 
shoe here is a straw with genuine 
pig skin tip, heel foxing, lace stays 
and rubber heel retailing at $10. 


Men’s Blonds Selling 


G. N. Scher of the Walkover Shoe 
Company states that men’s blond 
calf are proving satisfactory and 
selling beyond expectations. The 
shop now carries four. styles in 
blond, the most popular being a 
Buck last, an extremely broad 
square toe with cork box, straight 
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How to Tell What Kinds of Styles to Buy 


First—Carefully consider what kind or kinds of people you are 


serving. 


Second—Think back over last season and try to get a mental 
image of their likes and dislikes, as a guide to the next. 
_ Third—Size ’em up on the street. 

Fourth—Talk it over with your friends in the women’s and 
misses’ garment sections of your home department store. 





Fifth—Form as accurate a conclusion as possible. 
Sixth—Go to market and buy rationally. 





tip, heavy white flat stitched vamp 
and soles, and large eyelets of nickel 
with colored laces and retails at 
$7—the other styles at $8.50. The 
$7 model is taking particularly well 
with the college chaps. 


Selling Out Men’s Department 


Slesinger’s is selling out the 
men’s department. Shoes are being 
sold at unusual reductions as a re- 
sult of which the store was crowded 
beyond capacity. Shoes were sold 
at $3.95, $4.95 and $6.95. The Net- 
tleton shoes, values from $12.50 to 
$14 were sold at $8.95. 





| MILWAUKEE 


Retailers Push for Business 








In spite of weather, which on the 
whole, was fully as non-conducive 
to summer footwear business as 
that of the preceding week, Mil- 
waukee shoe stores have been able 
to do a business which compares 
favorably with that done a year 
ago, it is said by several prominent 
stores along the avenue. 

By means of attractive window 
displays with artificial grass plots 
in one case to display white shoes, 
trims of golf sticks and apparel to 
push sport shoes in another, and a 
determination throughout the trade 
to tempt customers into making 
their purchase of summer shoes in 
anticipation of hot weather rather 
than the necessity of it, the ma- 
jority are able to report a very fair 
week’s volume. 


Colored Kids Lead 


Colored kids in light shades still 
predominate in the sales totals, it 
is agreed though here and there an 
individual store has been able to 
do a white business or a business 
in patent leather which tops even 
the light kid. 

“We have been selling white 
shoes right along for a matter of 
months now,” says H. A. Foote, in 





charge of the shoe department of 
the T. A. Chapman Co. “This is due 
to the fact that our trade do not 
wait for actual scorching weather 
but do seasonal buying in all lines. 
Of our white shoes sold, the one or 
two-strap, very narrow in either 
case, has gone best, with the gored 
front second. We have sold both 
glazed kid and linen. All are very 
low cut.” 


Light Calfskins Drop 


Light calfskins for men have 
fallen off during the past fortnight 
at the S. J. Brouwer Shoe Co., 322 
Grand Avenue. Although these are 


expected to come back during the 


last few days of June and possibly 
the first week in July, a distinct 
falling off is anticipated thereafter. 
It is pointed out that most men buy 
such shoes just before their vaca- 
tion, to tone up the rest of their 
outfit, and that after the first week 
in July there would be but little 
call for a shoe of this type which 
would not be appropriate to start 
the winter with. Milwaukee was 
designated at this store as a city 
wherein the volume of sports shoes 
for men is small and the statement 
made that this type shoe would sell 
best also just at the beginning of 
the majority of business men’s va- 
cations. The trend of such mer- 
chandise is guided by the fact that 
this store aims to attract the fam- 
ily rather than a specialized clien- 
tele, which also influences the pop- 
ularity of black, which has sold 
both in kid and patent leather bet- 
ter this season than any of the nov- 
elty merchandise. 


Big Business 


Nunn-Bush’s 217 Grand Avenue 
store reports a particularly heavy 
sale ever since June 1 on men’s 
patent leather dress oxfords. A fair 
number of whites have been sold, it 
is added, and an equal division on 
two-tone and _ single-tone sports 
shoes. A marked pickup in black 
street oxfords has also been noticed 
recently. 
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To All Shoe 


Are you taking advantage of the fact that 
your factory operates under contract with the 
Boot & Shoe Workers’ Union? 


The Union Stamp should be in every shoe 


Have you informed your trade that in your 
factory, arbitration of disputes has displaced 
strikes . . . for collective bargaining is the 
heart and soul of the Boot & Shoe Workers’ 
Union contract? 

The Union Stamp should be in every shoe 


Are you capitalizing the fact that your con- 
tract with the Boot & Shoe Workers’ Union 
assures uninterrupted factory production? 


The Union Stamp should be in every shoe 


Do your salesmen sell guaranteed delivery 
assured by the no-strike clause in your con-. 
tract with the Boot & Shoe Workers’ Union? 

The Union Stamp should be in every shoe 


Boot €& SHOE 


Affiliated with the 


246 SUMMER ST. 


COLLIS LOVELY 
General President 
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Letter 


Manufacturers 
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Are you aware that trade unionists and their 
thousands of friends throughout the country 
look for the Union Stamp and refuse to ac- 
cept as guaranteed union labor shoes foot- 
wear not bearing that stamp? 


The Union Stamp should be in every shoe 


Do you realize that the story of the union 
stamp is‘being spread among thousands of 
trade unionists this year through their own 
labor papers, assuring the patronage of union 
men and their families and friends for retail- 
ers who carry Union Stamp shoes? 


The Union Stamp should be in every shoe 


If you are entitled to the use of this Union 
Stamp, is it not worth your while to see that 
the Union Stamp is in every shoe? 





WorKeErs’ UNION 


American Federation of Labor <ool & SHOR 
WORKERS UNION 


BOSTON, MASS. Union) eTaM 


CHARLES L. BAINE 
General Secretary-Treasurer Factory 
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come lo lUnele George each month 
—and some are PUZZLES! 


BUT — 

Uncle George untangles the twists. 
He tells the Oklahoma man where 
to buy wooden shoes-the anious Chap 
LL Jennsylvania where he can gel a 
violel ray machine ~ the Jive wire in 
Dorth Carclina how to pep up business 
by ratio ~anit 82. on ad infiniti J 
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Swinging Into Fall Production 


Black Shows Strong in Early Samples 


| LYNN | 


Fall Business Encouraging 


Business for fall in coming along 
in an encouraging way. Buyers 
keep to policies of quick turns of 
stock and quick changes of styles. 
Supply and demand are kept in bal- 
ance, and no surplus stocks are piled 
up in factories nor stores. The trade 
is stripped for quick action. 

Fall footwear, as foreseen by 
Lynn, will run to oxford models, in- 
cluding ties, strap pumps, and step- 
ins with high tongues or throat orna- 
ments. Boots are mentioned, but are 
not yet in novelty sample lines. 

Reptiles continue to run on. More 
Russia calf is being cut for mid- 
summer shoes, and is expected to 
gain in the fall. Suede will attempt 
a return engagement. Autumnal 
shades will supersede high colors of 
spring. 

Blacks Strong 


Blacks, of patent, satin and velvet 
are in brisk demand just now. 
Buyers went in so strongly for high 
colors on spring and summer shoes 
that they did not get enough blacks. 
Colors will be brisk again just as 
soon as buyers and makers meet in 
July markets and choose hues. 

Lasts for fall will have squarish 
toes for street and sport wear, medi- 
um round toes for informal dress 
wear and slim narrow toes for formal 
evening dress wear. Heels will be 
10/8 or 12/8 high walking and sport 
models, 14/8 or 16/8 on shoes for 
informal dress wear, and from 16/8 
to 22/8 for formal dress wear. 

Fronts will be low when heels are 
low, and high when heels are high. 
Ties, or two or three eyelets, will 
carry low heels. High tongue. ox- 
fords, and dancing slippers with elab- 
orate ornaments will carry high 
heels. 

Straps on low heel models for fall 
will be wider than straps on summer 
shoes. 

Panelings, overlays and appliques 
will take the place of cut outs. They 
will introduce three color effects, as, 
for instance, black or brown on 
vamps and quarters for a base color, 
and reptile grains, each or two or 
more tones of color, for trimmings. 


Golden Rule Dividends 


Daly’s Golden Rule Factory, Lynn, 
will pay dividends in July. This is 
a co-operative enterprise, in which 
each employe holds stock, and shares 
in profits. A branch factory, now 
being started in the Baker factory in 
Beverly, will make welts as well as 
McKays. 

This Golden Rule enterprise was 
started two years ago by a group of 
shoemakers who pooled their savings. 
It began by making 180 pairs daily. 
Its present production is 1620 pairs 
daily. During two years, it has made 
1,750,000 pairs of shoes. Only 80 








Three Pairs in a Box 


Merchants will soon have a 
chance to sell three pairs of 
shoes in a box, and a novelty 
box at that. Hoague, Sprague 
Ce. of Lynn are building such 
a box. Samples of it, each 
packed with three pairs of 
pretty shoes, will be shown at 
the Boston shoe and leather 
exhibition in July. 

Women often buy several 
pairs of shoes at a time, and 
this new box is designed to 
meet the requirements of mer- 
chants who have such custom- 
ers. 








pairs have been returned to it, with 
complaints of defects. These defects 
were due to materials, and not to 
workmanship. 

Dividends of $10 per share on 
common stock, and of seven per cent 
on preferred stock were paid last 
year. Common stock, of no value 
two years ago, now has a book value 
of $25 a share. 


Ingenious Trade Mark 


Cocozella & Solar, a new Lynn 
firm, has registered a most ingenious 
trade mark, which may be briefly de- 
scribed as follows: 

The traditional figure of the rising 
sun—is for Mr. Solar, the junior 
member, “solar” being the Latin for 
sun. 

On the face of the sun, the name 
“Toney,” by which Mr. Cocozella is 
known to shoemakers, and the design 


of a Lynn shoe, to illustrate the 
product. 

The new firm will make “The 
Toney Line” of novelties, and the 
rising sun trade mark expresses its 
hope to rise to prosperity. 


Little Witches 


Gordon Vaughan, of the Little 
Witch Shoe Co., of Salem has a new 
line of stitchdowns and welts for fall 
and winter, as well as some new play 
shoes for summer. 

Reptile trims are strongly fea- 
tured, and some of them have zebra 
style welting, too. Besides, there 
are some tan shoes, with smoked elk 
tops, which are ideal shoes for going 
to school. The new term opens in 
September. 

Edges of stitchdowns are trimmed 
very close, and they look like edges 
of welts. They have three soles, and 
are double stitched. 


New Firm 


Lefevre-Oatman Shoe Co., Lynn, 
was recently incorporated; capital 
$50,000; Joseph Lefevre, Charles S. 
Oatman and William P. O’Connor, in- 
corporators. 

The firm, with a factory on Box 
Place, makes McKays for women, 
misses and children. 


Donovan Goes to California 


George. A. Donovan, treasurer of 
Donovan, Giles Co., now in liquida- 
tion, has gone to Los Angeles, to 
start in business there. 


Merrill, Porter & Co. Shoes 


Merrill, Porter & Co. have a line 
of smart McKays to show buyers who 
are coming to Boston. Oxfords and 
straps lead for patterns. Both 
blacks and colors are in the line, and 
reptiles, too. Heels are chiefly 14/8 
and 18/8 high. 














HAVERHILL | 





Plainer Shoes for Fall 


With the local factories fast com- 
pleting their spring run of busi- 
ness, the shoe men are busy sam- 
pling shoes for the new season. 
There is already indicated a move 
toward less fancy shoes. The new 
models have all the style and smart- 
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ness of other seasons, but there is 
less ornamentation. Cutouts and 
scroll and applique decorations are 
less noticeable. Contrasting leath- 
ers still are noted, particularly pat- 
ent with embossed leathers. Kid is 
coming into greater favor, black 
kid being used in some of the new 
shoes as well as colored kid. Heels 
are 13/8 and 14/8 largely. Oxfords 
of the filled-in front type are being 
made up in many lines. 


Watching Regrading 


Local shoe men are watching 
with considerable interest a report- 
ed movement among the big city 
retailers to re-grade their fall 
stocks. Retailers formerly selling 
$5 shoes are reported contemplat- 
ing a drop to $4 merchandise, while 
retailers that have been handling 
the $6 values are debating whether 
to drop down to $5 or go up to 
$7.50. It is predicted by many shoe 
men that this latter group of mer- 
chants will choose to grade up to 
the $7.50 value. This move would, 
it is believed, be a beon to local 
turn production, inasmuch as the 
turn manufacturers can put out a 
smart shoe to retail at this figure, 
where hitherto price competition 
has prevented it. 


C. of C. Membership Drive 


The Haverhill Chamber of Com- 
merce has just completed the great- 
est membership drive in its history 
and nearly 250 new members have 
been secured, largely from the 
ranks of the shoe and allied manu- 
facturers of the city. The present 
membership of the chamber is now 
approximately 800. The shoe men 
have gone into the community work 
with greater enthusiasm than ever 
before. The chamber of commerce 
is planning a big publicity drive in 
conjunction with the shoe men to 
advertise the local industry coun- 
try-wide. 

Greenstein Busy 


The Greenstein Shoe Co. is one 
of the busiest units in the local in- 
dustry at present. The Greenstein 
factory is at capacity, utilizing all 
available overtime, and adding new 
machinery to get out its shoes. The 
McKay novelties made by this firm 
have had a big call during the pres- 
ent season. The firm has recently 
taken on additional floor space at 
its River Street factory. 


Lynnway Co. Producing 


The Lynnway Shoe Co., 112 Es- 
sex Street, recently removed to this 
city from Lynn is under full head- 
way and is making 30 cases of Mc- 
Kay novelties daily. The firm this 
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week became a member of the Hav- 
erhill Shoe Manufacturers’ Associa- 
tion. 

Sibley Joins Douglas 


A. Cutter Sibley, this city, for- 
mer general manager of the United 
Shoe Stores, has been selected by 
the W. L. Douglas Co., Brockton, 
Mass., to manage the new chain of 
Douglas shoe stores to be opened 
in New England. The new chain 
will immediately reach out to sev- 
eral Massachusetts cities, it is an- 
nounced, having storeqin Haver- 
hill, Newburyport, Amesbury, also 
Portsmouth, N. H., Dover, N. H., 
and Portland, Me. Mr. Sibley is a 
well known shoe man with both 
factory and retail experience. 


Exposition Contest 


Haverhill shoe men arranging 
for the local industry’s appearance 





“Reversible Alligator” 


A Peabody tanner was 
startled the other day by a 
telephone order for “reversible 
alligator.” He believed he 
had every reptile grain under 
the sun, but he could not ac- 
count for “reversible alliga- 
tor.” 

He imagined it was an alli- 
gator grain on the reverse 
side, or on both sides, of the 
leather. But he found out that 
it was the new iguana grain 
that was wanted. This iguana 
grain looks something like the 
reverse side of an embossed 
reptile leather. 








——~ 


at the New England Shoe and 
Leather Exposition in Boston in 
July, are being hard pressed by 
Brockton and Lynn for the honor 
of booking the largest number of 
exhibitors. An interesting three- 
cornered contest is being waged, 
with Haverhill and Brockton with 
approximately 25 exhibitors each 
signed up, while Lynn is well over 
the 20 mark and still coming. 
Haverhill last year had the honor 
of having the largest group section 
at the Boston show and hopes to 
repeat. 


| BROCKTON | 


Gain in Production 


Production made further slight 
gains during the week although 
output of those factories turning 
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out the better grades of shoes con- 
tinues at a low ebb, due in part to 
the unseasonable weather which 
has lessened calls for shoes for 
sport wear and the apparent lack 
of enthusiasm for the lightweight 
shoe which appeared a few weeks 
ago to be in for a good call. 

Factories now reported very busy 
include the Brockton Cooperative 
Boot & Shoe Co., Diamond Shoe Co., 
Stone, Tarlow Co., E. E. Taylor Co. 
and Conrad Shoe Co., which has 
nearly doubled its output or is ap- 
proaching that goal since it ab- 
sorbed its Marlboro plant into its 
Campello factory a few weeks ago. 
Geo. E. Keith Co. continues to pace 
along at about two-thirds its regu- 
lar production, while the W. L. 
Douglas Shoe Co. has nearly passed 
through its stock-taking period ex- 
pected to be concluded early in 
July. 

Many salesmen continue to apply 
themselves to their territories since 
it is no secret that competition in 
the lines turned out in local facto- 
ries is especially keen and no effort 
is being spared in using tremen- 
dous energy, the best of workman- 
ship and style and material to 
point out the value for the amount 
expended of the Brockton-made 
shoe. Some of the early fall fea- 
tures already are being shown and 
reports trickling back are that they 
are being received well, although 
buyers are showing some hesitancy 
until they obtain a more general 
idea of what will be offered and 
generally featured for that season. 


New Style Trend 


A new trend in style was seen 
this week with the showing by one 
firm of its line which for the most 
part includes shoes of good fit in 


the most simplest of patterns. 
Semi-broad toes and the half-point 
are featured in very pretty dark 
tan calfs and blacks. The shoes, 
naturally, are men’s lines of the 
better grade. The samples are 
striking in their simplicity. 


Working for Style Show 


Shoe manufacturers in the South 
Shore district are uniting to make 
the coming Boston shoe style show 
a real exhibition from an Old Col- 
ony district standpoint. To date 26 
in the district have obtained space, 
which, compared with the fact that 
last year there were less than a 
dozen exhibitors, is proof sufficient 
local manufacturers are intent on 
booming their home products. Al- 
ready some have finished some of 
the samples they plan to show, and 
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there are some handsome effects, 
particularly in the men’s lines. 


Honor Davis M. De Bard 


Deep appreciation of the public 
service Davis M. De Bard, former 
Geo. E. Keith Co. executive, and his 
wife have given to Brockton was 
demonstrated last week when shoe 
men, city officials and merchants 
tendered them a surprise reception 
which was featured by the presen- 
tation of a grandfather’s clock. 
George H. Leach of the Geo. E. 
Keith Co., was master of ceremo- 
nies. My. De Bard is now director 
of the sales promotion department 
of Stone & Webster, Inc. 

Hiking “Prisoner” 

When John E. Sheehan, well 
known in this section of the State 
as an entertainer, went forth this 
week on a wager hiking trip to 
Philadelphia and Chicago, he was 
shod in footwear contributed by 
William E. Doyle of the Doyle Shoe 
Co. Mr. Sheehan is garbed in a 
prisoner’s uniform and will make 
his way by singing “The Prisoner’s 
Song.” He can accept offers of 
free rides in automobiles, but he 
can travel in no other conveyance. 
Should he wear out his first pair of 
shoes, he will be supplied en route 
by air mail. Sheehan has wagered 
$500 with a local sportsman to 
make the trip and return on funds 
obtained only by his singing. 


MILWAUKEE 





Fall Business Better 


. Most Milwaukee factories report 
better fall business than piled up 
last year at this time. “Business is 
100 per cent better than for the 
same week last year,” declared 
James H. Pratt, secretary of the 
Walter I. Booth Shoe Co., 141 Syca- 
more Street, and attributes as the 
cause the fact that this company, 
which formerly made men’s shoes 
which retailed at from $6 to 10, now 
makes only the popular priced shoe, 


‘ranging between $5 and $6. The old 


line was dropped entirely and the 
change is proving more and more a 
wise one, according to Mr. Pratt. 
“There is just so much business,” 
he points out, “and the one who can 
put out the best merchandise at the 
lowest price is bound to get it. This 
is what we want.” Darker shades 
will predominate the fall season. 
Mr. Pratt concludes from the trend 
of fall orders now in, and there is 
a noticeable tendency toward the 
somewhat narrower shoe. But as 
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Shoes for Dentists 


Shoes for dentists are now 
added to the list of specialties 
in footwear. These fellows 
may be hard on teeth; but 
they insist on shoes that are 
easy on their feet. Just imag- 
ine a dentist trying to treat 
a nerve when his feet ache. 








long as the balloon trouser is worn 
with the young man’s suit, the wide 
shoe will predominate, he says, as 
the two go together. 


Scores Salesmen’s Pessimism 


Members of the footwear indus- 
try who heard George E. MacIlwain, 
business lecturer of Boston, for- 
merly with Roger Babson’s statis- 
tical organization, predict in a talk 
in Milwaukee before the Rotary 
Club that business’ conditions 
would continue good this year, were 
interested in his diagnosis of the 
general traveling salesman attitude 
of pessimism. 

“We make a mistake in obtaining 
our estimates of business condi- 
tions from traveling men,” declared 
Mr. MaclIlwain. “These men, many 
of them, are having a hard time. 
Their experiences will continue to 
be hard until we find some way to 
revamp our selling methods to meet 
present conditions, but they should 
not be taken as a criterion for busi- 
ness conditions. Estimates of 
business conditions and prosperity 
should rather be based on such fun- 
damentals as probable buying, as 
indicated by employment, earnings 
and prices.” 


Fall Sales Conference 


A demonstration by Miss Louise 
Benning of the Menzies’ Shoe Com- 
pany of the new Jiffy riding boot 
put out by this concern was one of 
the high lights of the two-day con- 
vention of this company’s salesmen, 
held at the Hotel Retlaw in Fond 
du Lac, Wis. This boot, which is 
but one of the many attractive new 
lines of this firm, formed the basis 
of a sales talk on quality and styles 
which spread into a general field 
sponsored by the firm. 

The meeting was attended by 35 
salesmen from every part of the 
United States. Mexico also was rep- 
resented. Visitors spent the time 
going through both factories of the 
Menzies company and the Rueping 
tannery, from whose calf leather 
this company puts out a line of 
dress shoes. 

Sales talks were given by S. D. 
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Nichols,.,president of the Menzies 
Company; Mr. Crabtree, quality and 
style man, and other officials in the 
office and factory. 

The meeting closed with a ban- 
quet for which J. W. Morris, sales 
manager, was toastmaster. Covers 
were laid not only for officials and 
visiting salesmen and their wives, 
but other employees of the factory. 

The large contract on Indian 
shoes, amounting to $19,632, just 
awarded to the Menzies Company, 
was the subject of general congrat- 
ulations at this meeting. 


Health Shoes in Demand 


The Simplex Shoe Manufacturing 
Co. reports good business on health 
shoes, through H. P. Plass, its sales 
manager. Oxfords are selling best 
at the present time for adults and 
high shoes for children. No par- 
ticular innovation is to be noted in 
these, which are fall lines. Sturdy 
soles and service heels predominate 
among the fall goods. 

No great fall pick up is as yet 
noted at the Pfister & Vogel Leather 
Co., according to E. G. Hanson. 
Business remains good and along 
the same lines as during the few 
weeks past, concluded Mr. Hanson. 


New Type Boudoir Slipper 


A distinct demand for the pump 
type of boudoir slipper is noted by 
the Kozy Komfort Shoe Manufac- 
turing Co., according to Gilbert B. 
Mueller, secretary. Mule type lags 
somewhat and the woolskin is seen 
as a good seller for fall. 

A new development with this fac- 
tory is a rayon satin slipper, de- 
mand for which has increased pro- 
duction materially since May 1, 
Mr. Mueller says. Of the five col- 
ors in which this is offered black 
heads the demand and old rose and 
blue are second and third in incom- 
ing orders at present. Business is 
60 per cent ahead of last year, and 
increase of production facilities 
since May 1 has brought this fac- 
tory’s output from 800 to 1000 pairs 
of slippers a day to 1500. Indica- 
tions are that production will be 
kept up to maximum production 
through the summer, Mr. Mueller 
concluded. 


New Shoe Stores 


Ivan L. Dorman, 111 South High 
Street, Muncie, Ind., shoe depart- 
ment. 

J. H. Dunbar, Sayre, Okla. 

Sam Fisher (“Boston Store’), 
103-105 South Main Street, Monti- 
cello, Ind., shoe department. 
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Reflection of Improved 
Retail Conditions 


Improved conditions in the retail 
trade generally are reported by the 
Endicott-Johnson Corporation of 
Endicott, N. Y., whose volume of 
orders during the last six weeks 
shows an increase of 29 per cent. 

All lines have experienced the 
improvement, but the most notable 
increase in the demand has been for 
men’s and women’s dress shoes and 
children’s shoes. It is also appar- 
ent that the betterment has been 
general throughout the country, as 
the St. Louis branch, which covers 
the western territory and the New 
York City and Endicott branches 
in the East, have participated 
equally in the business increase. 

That the upward trend is of con- 
siderable importance and is re- 
garded as being of a durable nature 
is indicated by the decision of the 
Endicott-Johnson Corporation, who 
are now running full time in six of 
the largest factories, to continue on 
this basis through to July 2, and 
allow only a day and a half for the 
semi-annual inventory, instead of 
following the usual custom of clos- 
ing down for the full week of 
July 4. 


Syracuse Retail Salesmen 
Form Organization 


Syracuse, N. Y.—The Syracuse 
Retail Shoe Salesmen’s Association 
met on Friday evening, June 18 at 
the Chamber of Commerce Building 
here and completed the organization 
of the association. The following of- 
ficers were elected: J. F. Cavanaugh, 
Welton’s Boot Shop, president; J. 
Clapham, Beck-Hazzard, Inc., vice- 
president; H. C. Copeland, Walk- 
Over Boot Shop, secretary, and T. H. 
Fairbairn, treasurer. The executive 
committee consists of the officers and 
J. R. Forbes, J. C. Lynch, Max D. 
Edelstein, Julius Almang and J. J. 
Gugenheim. 

The address of the evening was 
given by Helen M. Haney, associated 
editor of the BooT AND SHOE RE- 
CORDER, who spoke on “Scientific 
Salesmanship.” Other talks were 
given by Harry Messenger, adver- 
tising marager of the A. E. Nettle- 
ton Co., and by one of the leading 
chiropodists of the city, who said 
that she would be glad of the co- 
operation afforded through the 
better work of an organized group of 
retail shoe salesmen, such as the 
newly formed Syracuse Retail Shoe 
Salesmen’s Association. 











Bion F-REYNOLDS Com, 
BROCKTON, MASS. 





STOCK DEPT.5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Got to Be Stetson 
to Be Snappy” 


THE STETSON SHOE CO., Ine. 
Seuth Weymouth, Mass. 











HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 


SHOES and RUBBERS 
Every Wednesday and Friday 




















Sides 


Beggs & Cobb, Inc., Boston, Mass. 








est Virginia 


Made under the supervision of 
chemical and fibre experts. 
Pulp Product Department 
WestVirginiaPulp& Paper es 
Detroit New York 








T. W. Gages Free. & F. iB Jonse, Treas 


F. E. JONES co. 
FANCY COLORS 


MAT KID 


88 SOUTH STREET 











The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston, Mass. 














PARISTYLE FOOTWEAR MFG. CO., INC. 


‘ashington N. Y. 

noo he Office, Room tie, 1328 B’way. 

HIGH GRADE TURN MULES and D’ORSAYS 

Satins, Kids, Brocades and Fancy Patterns. 
$24.00 per doz. and Up. 








kid 
; rubber heel; 
and lefts: 3 to 8. 


WM. SUMNER SMITH 


325 Monroe Street Chicago, 111. 





BEST 
EVER 


Seft-Sole Leather 
Beudoirs and Novelty 

Kimono 

Write for Price 


BEST-EVER SILPPER CO., Inc, BROOKLYN, N. ¥. 


Fer the 


Of the Bett 
Trade 


Better 
Grade 








Foote: s 

Y 

Th s Quality _ 
Pullman Shope 

RED BLA 








Swan Shoe Co, Baltimore, Md. 








styles carried in stock . 
im Co., Pittsfield, N. H. 











DR. CAMPBELL’S 
HEALTH SHOE 


Ask for New 
Catalogue 


Powell & Campbell 
No. 1100 "Saas: 


Price $4.60 


Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in m g immediate needs. 

















Wisconsin Convention 
August 10 to 12 


Following a meeting in Merrill, 
Wis., of the directors of the Wis- 
consin Shoe Retailers’ Association, 
for the purpose of formulating 
plans for the 1926 State convention 
to be held in that city on Aug. 10, 
11 and 12, notices have been re- 
ceived by all members of the ap- 
pointment of Charles’_ Broeker, 
chairman of the convention and 
plans which include both educa- 
tional and entertainment features 
of unsual worth, according to A. B. 
Caspari, president of Caspari & 
Virmond Co., and also president of 
the Milwaukee Shoe Retailers’ As- 
sociation and director of the State 
body. 

Sessions are to be held at the 
Badger Hotel building, in which a 
theater will serve comfortably as a 
convention hall and give ample 
room for the displays which will be 
an important part of the conven- 
tion, showing, as they will, the 
latest styles in footwear from all 
parts of the country. Motion pic- 
tures, which are planned to elabo- 
rate the annual style show which 
will be held, can also easily be pro- 
vided for in such a banquet hall. 

Reservations already made for 
the conventions are said to have 
depleted the hotel’s accommoda- 
tions by fully a half and all who 
expect to attend are urged in the 
communications to make their res- 
ervations at once. 

The trimming of a window sev- 
eral times daily for the benefit of 
the convention delegates accompa- 
nied by enlightening talks on the 
theory and manipulation of the suc- 
cessful window trim will be one of 
the innovations and most profitable 
features of the coming convention. 
An expert window trimmer will 
show merchants the various ways 
in which to catch the public’s eye 
and at different hours will demon- 
strate how a window should be 
trimmed for different localities, 
varying from the window of a store 


- of a cross-road village, a county- 


seat town, a small city to a window 
in a large store of a great city’s 
Main Street. 


To Show at Boston 


During the Boston Style Show 
the Lape and Adler line will be on 
display in Rooms 236 and 238, Es- 
sex Hotel. Walter M. Sharpe and 
W. T. Dickerson will be in charge 
of the display. 
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Babin Now Sole Owner of 
Artistic 

A. Babin, one of the original 
partners in the Artistic Shoe Com- 
pany of Brooklyn, N. Y., has bought 
out the other interests in the firm 
and is now the sole owner of this 
concern. No radical changes in 
policy are contemplated, said Mr. 
Babin, in making the announcement 
of his acquisition of full control of 
the firm, which makes a line of 
high grade turn shoes, with distri- 
bution in all parts of the country. 
Mr. Babin has a record of more 
than 30 years’ experience in the 
production of high grade footwear. 


Illinois to Have Big 
Convention 


PEORIA, ILL.—The largest regis- 
tration in the history of the asso- 
ciation is expected when the Illinois 
Shoe Retailers’ Association convenes 


here July 6 for a three-day session. 


The committee in charge has been 
busy for weeks lining up speakers 
and making arrangements so that 
the program will run smoothly. This 
is the word which comes from Secre- 
tary-Treasurer W. J. Crawford who, 
with President Eugene Kepler, has 
general charge of all details. Among 
the feature speakers already secured 
for the convention are Vice President 
T. J. James of the Brown Shoe Com- 
pany; T. K. Kelly of the Kelly Sales 
System; and E. S. Barlow, of Selz- 
Schwab, Chicago. Mr. James will 
talk on “Concentration”; Mr. Kelly 
on speeding up retail sales; and Mr. 
Barlow on “Buying Customers 
Rather than Selling Shoes.” The 
traveling salesmen, not to be outdone, 
have announced that their contribu- 
tion will be a mysterious something 
designated as “Hotsy-Totsy.” 
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Ben Ross, associated with the 

Rickard Shoe Company, as sales 

promoter of the Truwauk prod- 
uct 


Ross Is Truwauk’s Sales 


Promoter 


Ben Ross is now associated with 
the Rickard Shoe Company in the 
capacity of sales promoter of the 
Truwauk product. I. E. Grossman, 
of I. Miller & Sons, Inc., states that 
“because of the great amount of 
business the Rickard Shoe Com- 
pany had to handle on their regular 
welt business, they were not in a 
position to properly handle the Tru- 
wauk product in the past, but the 
Rickard Shoe Co. has now extended 
its space, enlarged its organization 
and is working on the Truwauk 
proposition, so that it will be one of 
the outstanding style comfort shoe 
developments in the United States.” 

Sam Ross is one of the “old 
guard” of shoe travelers and has 
a wide circle of friend-customers, 
the country over. 


“A Fine Trip,” Says Ashe 


William Ashe, who travels for 
Marston & Tapley, has just com- 
pleted his trip through New York 
State and Ohio. Mr. Ashe was re- 
cently interviewed in front of the 
Park-Brannock Shoe Store, Syra- 
cuse, N. Y., on June 18 by a RE- 
CORDER representative. Mr. Ashe 
reported that he was just about to 
return to Boston, completing one of 
the best trips he had ever had. 

He said that light colors were 
very strong sellers, but that every- 
thing in his sample cases sold well. 
He expressed himself as being ex- 
ceedingly well pleased with the 
business transacted. 
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Henry McLoughlin Dies 
Suddenly 


Henry McLoughlin, prominent 
shoe manufacturer of Long Island 
City and member of the firm of 
Kozak & McLoughlin, died suddenly 
on Monday, June 21. He was stricken 
with apoplexy about 11 o’clock in the 
morning while riding his horse on 
the bridle path in Central Park, and 
died about 1 o’clock while being 
rushed to the Fifth Avenue Hospital 
in an ambulance. 

Mr. McLoughlin has been identi- 
fied with the shoe industry in Brook- 
lyn for a number of years. At one 
time he was connected with the old 
firm of Wichert & Gardiner. For the 
last fifteen years he has been in the 
manufacturing business with Joseph 
Kozak, and the firm was incorporated 
under its present identity nine years 
ago. 

He was 46 years of age and is 
survived by his widow, Mary Mc- 
Loughlin and two daughters, Flor- 
ence and Gertrude. He lived at. 14 
Abingdon Road, Kew Gardens, 
Queens. , 

The funeral was held Friday morn- 
ing at the Church of the Holy Child 
Jesus, Richmond Hill and burial was 
made in St. John Cemetery. 

The Kozak & McLoughlin factory 
was closed about 2 o’clock Monday 
afternoon and remained closed for 
the remainder of the week. 


Macklin with Wm. Henne 


Ed. J. Macklin formerly Foot 
Saver demonstrator, covering the 
best stores in every section of the 
country from Coast to Coast, a shoe 
salesman with a wide circle of shoe 
merchant friends, as well as a man 
with a wide knowledge of clever 
publicity methods, is now connected 
with Wm. Henne Co., Inc., Brook- 
lyn, selling, promoting, and opening 
agencies and stores for this house. 
Mr. Macklin has recently started on 
a Western trip and writes, “I 
promise you I’ll make the Physical 
Culture line known, everywhere from 
the Atlantic to the Pacific Coasts.” 

And when Ed says this, he knows 
whereof he speaks, as he is an inde- 
fatigable worker, leaving nothing 
undone to accomplish real results— 
whether it is through a radio talk at 
night; or getting the cooperation of 
chiropodists, or addressing groups 
of retail shoe salesmen-shoe fitters. 















$4 to $6 sellers. 
SAMUEL COHEN SHOE co. 
72-82 Lineoin St. Boston, Mass. 














BALLET EASPERS— Ine STOCK 
of the unusual kind ‘ 


Style B12 >. aut 
Kid, Sof 







Child’s 6 x adie 
Misses’ Ae & 2— 1.40 
Women’s, 2/2 te B—I1.45 
SCHWARTZ & HERDER, Inc. 
s ists in Ballet Manufacture 
241 No. 1ith Street - Philadelphia, Pa. 















IN STOCK 
BLACK BALLET SLIPPERS 
$1.25 pe. 
$1.20 pr. 
$1.15 pe. 


« Seale 





BLOG SHOE CO., INC. 
147 Duane St., New York, N. Y. 














CEON WEIC” 


LOUIS J. COBLENTZ, Mgr. 
Marbridge Bldg..New York 


IMPORTED BUCKLES 


From our own Paris Works 
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ood shoe buckles 
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New York City N.Y 
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“ELAM” 
Flexible Turn Shoes 
Fer the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 

ROCHESTER, 


N.Y. 
Beston Office, 183 Essex Street 

















{ “Gee” 
~“““WILL BUILD A BIGGER 
AND MORE DEPENDABLE 
CHILDREN’S BUSINESS/ 
Write for Agency Plan 


DrAPosner, SHOES, Inc. *° “Vatronv, 


‘AY, NEW YORK 
ROOKLYN, HY. 











} Lauderdale } - EMIL RUBLACK 


Maker of Artistic 
Price and Sale Tickets 
Samples ee Free on 
140-142 WEST BROADWAY 

NEW YORK 
Established 1903 


Ne. 140— 
$2.75 per 100 
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Program for Boston Show 


[CONTINUED FROM PAGE 78] 


another day; a theater and shopping 
or sight-seeing trips, as the visitors 
may elect. 

A registration booth, plainiy 
designated as “The Women’s Hospi 
tality Committee and Registration 
Booth,” will be placed at the en- 
trance to -Mechanics Building, so 
that when buyers register and state 
that they are accompanied by mem- 
bers of their families, they may be 
taken care of by the committee. A 
detailed program, with hours of de- 
parture for the various trips, will 
be given to the buyers thus register- 
ing. 

The Women’s Hospitality Com- 
mittee and Registration Booth will 
also act as Information Head- 
quarters for the ladies. Literature 
on “What’s What” to visit and do 
to make their trip to Boston 
pleasureable will be found at this 
booth, which will have a permanent 
secretary in charge. Every effort 
will be made by the Women’s Hos- 
pitality Committee to be of all possi- 
ble assistance to the visiting ladies. 
The following is the personnel of the 
committee: 

Mrs. Everett H. Bradley, Hon- 
orary Chairman; Helen M. Haney, 
Chairman; Mrs. George W. Lang- 
don, Mrs. A. F. Bancroft, Mrs. 
Thomas F. Anderson, Mrs. Chas. C. 
Ferrers, Mrs. Geo. J. Lovely, Mrs. 
W. M. Oakman, Mrs. M. J. Monahan. 


Reduced Railroad Rates 
to Boston 
When purchasing railroad tickets 


to the Boston Shoe and Leather Fair, . 


ask for “Summer Excursion Rates.” 
Boston and nearby beach towns, are 
listed by every railroad in the 


country as “Summer Vacation Re- 
sorts,” and a considerable saving in 
passenger transportation is thereby 
effected. 

For instance, from all points West 
of Denver, Col., tickets may be pur- 
chased to Boston, direct, under the 
reduced rate, “Summer-Excursion’ 
privilege. From all points ‘East of 
Denver, Marblehead, Mass.,.is the 
nearest-to-Boston ““Summer  Ex- 
cursion,” » reduced-rate “resort, * and 
“stop-overs” at’ Boston, for the en- 
tire length of, one’s stay in “The 
Hub” are allowed, if one does not 
wish to take the “side trip” to 
Marblehead, Mass. If one wishes 
the rebate for the short distance 
from Boston to Marblehead, this 
may also be obtained. 

The farther away from Boston the 
visitor to the Fair comes, the greater 
the ratio of reduction. For instance, 
the regular fare from San Francisco 
to Boston, one way, is $116.57. 
Under the “Summer Excursion” 
rate, the round trip is $151.96. From 
Denver, Col., the fare, one way, is 
$74.01; both ways, under the “Sum- 
mer Excursion” rate, $104.71. From 
Chicago to Marblehead, Mass., the 
one-way rate is $37.36; (the rate to 
Boston is $36.73)... The rate, both 
ways, under the “Summer Ex- 
cursion” privilege, is $61.41. From 
St. Louis to Boston, the rate to 
Marblehead, Mass., is $44.21; (to 
Boston $43.58). The rate, both ways, 
under the “Summer Excursion” 
privilege, is $72.41. From San An- 
tonio, Tex., the rate, one way, to 
Marblehead, Mass., is $75.20; both 
ways, under “Summer Excursion” 
rate, $124.65. Come on to Boston— 
get your reservation now. 





William Pidgeon, Sr. 
Has Retired 


ROCHESTER, N. Y.—William 
Pidgeon, Sr., formerly located at 19 
Front Street, retired from business 
some time ago. William Pidgeon, 
Jr., is still in business, at 77 State 
Street, and writes that communica- 
tions from manufacturers are fre- 
quently sent to William Pidgeon, Sr., 
at 19 Front Street, which are trans- 
ferred to the home address of Wil- 
liam Pidgeon, Sr., 851 Monroe Ave- 
nue. While some of the published 
lists of rating houses may have 
thereon the name of William 


Pidgeon, Sr., 19 Front Street, 
Rochester, N. Y., it is because they 
have not yet made the necessary can- 
cellation of this name. 


Salomon Off to Europe 


Edward M. Salomon, head of the 
firm of Salomon & Phillips, creators 
of novelty leathers, sailed on the 
S. S. Olympic June 19 to confer with 
his co-workers abroad, who are con- 
stantly introducing style leathers 
for shoes. 

His firm, since 1867, has been well 
known in this particular sphere of 
the leather business and has ren- 
dered steady service. 
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TO SHOW ’EM July 6, 7, 8, Booth 305, 
Mechanics Building or 


IS TO SELL ’’EM Copley Plaza Hotel. 


ye 
Your TRADE WILL LIKE THE CLASS AND CHAR- 
ACTER WE BUILD INTO OUR LINE. IT HAS A REPU- 
TATION FOR THE OUTSTANDING COMBINATION OF 


STYLE—FIT 
QUALITY—PRICE 


SLIPPER CITY SHOE COMPANY, Ine. 


‘‘The Snappy Shoe for Dainty Women” 
HAVERHILL, MASS. 


REPRESENTED BY 


FINKELSTEIN & KESSLER—PENNSYLVANIA WALTER BAUMOEL—SOUTH 
MARC BAUMOEL—MIDDLE WEST ROY C. TOVELLE—PACIFIC COAST 























What Do You Want To Know 
About Shoes and Leather? 


The chances are 100 to 1 that you'll find it in the fifth revised edition of the 


SHOE AND LEATHER LEXICON 


JUST OFF THE PRESS 


All the unusual terms used in the allied industries, as well as those in everyday 
use—defined and explained. And a wealth of other valuable material such as 
correct anatomical drawings of the foot; tables of foot and last measurements; 
standard carton sizes; systems of size marking; hosiery sizes; how to figure profits; 
standard size lengths; etc., etc. 


An invaluable book for everyone connected with the shoe and leather industries. 


The Price Is Fifty Cents 
(Cash with Order) 


Boot and Shoe Recorder Publishing Co. 
207 South Street Boston, Mass. 





When writing to advertisers please mention Boot anp SHoz RECORDER 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 


When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address, 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 


POSITIONS WANTED 
4c per word. Minimum Charge 75c. 
LINES WANTED 
4c per word. Minimum Charge 75c. 
ALL OTHERS 
7c per word. Minimum Charge $1.25 
ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch 


























SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 











A REAL OPPORTUNITY FOR SALESMEN WANTED 
with established territory to sell 
STEADY INCOME —* line a ——- 

riced sna novelties. Carri 
Salesmen with established trade to sell popular priced line of infants’ : stock. uy commission 
and children’s shoes (turns, welts, stitchdowns and McKays). Ours is a basis. Liberal terms. Must be 
stock proposition. We carry over two hundred styles ready for immediate a producer. States open—Ken- 
delivery. tucky, W. Virginia, Illinois, Neva- 
Once you place the line, size-up orders follow. We will pay good com- da, Arizona, New Mexico, Utah, 
mission basis and as soon as results are shown, we will allow drawing North and South Dakota, Minne- 
account. A man who works our line consistently can make a good living sota, Iowa, Georgia. 


from our line alone. However, there is no objection to a non-conflicting 
ede Mae Address C-158, care Boot and 
a Shoe Record Pub +» 207 


2 ° 
You can show up our line quickly by our special arrangement of samples. South St., Boston, Mass. 
Desirable territories open. Fall samples now ready. 


Write full particulars in confidence. 


H. MALKIN’S SONS 


150 DUANE STREET NEW YORK 
New York Children’s Shoe Headquarters 








Salesmen for Three Territories 


Live factory making A-1 Misses’, Chil- 

’s and Infants’ Shoes, with STOCK 
DEPARTMENT, wants salesmen for the 
following territories: Pacific Coast; 
Middle West; the Southeast. Good com- 
missions promptly paid. Men selling 
women’s shoes preferred. Address C-187, 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 




















SALESMEN , WANTED—Real_ producers | in 
the following territories: Western Oregon 
and Washington, Montana, Eastern Washington 
a gr a Colorado, North and 
~ am, meng "s 
g proposition. Give record in C-190, care Boot and Shoe nois, fediens, Ohio, eae Seeese 


SALESMAN We want 2 young men—each in a — 
rate territory—who could ‘‘cash in” w: 
Who can introduce a line of St. Louis the right line of ultra-value novelty 
made novelty McKay shoes. Man with McKays, to retail around $6.00. ‘Has 
Fo napa Aa can style the line can make beens and novices won’t fit’. Address 
a 


Recorder, 207 South St., Boston, Kentucky and Western Tennessee. We are 
manufacturers of one of the oldest lines of 
work shoes, dress oxfords and dress shoes. A 
pg gh gle ee. R . gy paid 
; é o the right man. stablis territory. 
WANTED—Salesmen to carry side line of live wires need apply. Address Citi, — 
strongest specialty men’s and boys’ shoe Boot and Shoe Recorder, 189 W. Madison St., 


first letter. Choice territory open. Ad- 
dress ©-185, care Boot and Shoe rder, Mass. 
1627 Locust St., St. Louis, Mo. 











WANTED—Salesmen to carry as side line 











a line of Infants’ Soft Soles and Mocca- 
sins, also Unlined Elk for Children creeping. 
Commission 10 per cent. Dunn Shoe Co., 
Danvers, Mass. 





ANTED—Side line Salesmen to carry our 

line of Stitchdown Boots, Oxfords and 
Sandals in the following territories: Western 
Pennsylvania, Ohio, est Virginia, Illinois, 
Michigan, Alabama and Tennessee. One tray 
fifty samples. Deliveries made from floor 
st . Address C-183, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





WANTED—Wide awake salesmen with estab- 
lished trade to sell our line of boys’, 
irls’, women’s and children’s pular priced 
cKays and Flexible Welts in Kentucky, Ten- 
nessee, Mississippi, Iowa, Missouri, Southern 
Illinois, Kansas, Nebraska, Montana, Idaho, 
Wyoming, Colorado, Utah, | Nevada, New 
Mexico, Arizona, Oregon and Washington. A 
manufacturer’s in-stock proposition that goes 
big here in the East. Liberal commission. 
Non-conflicting side line or whole time. Give 
full information as to qualifications and ex- 
perience in your first letter. Lines now ready. 
A. W. Smith Shoe Company, No. 111 Beach 
.» Boston, Mass. 


proposition in America today. Old established Chicago, Ill. 


firm of highest reputation requires services of 
twenty men at once, Shoes in stock—deliv- 
eries prompt and accurate. Address C-174, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


OPPORTUNITY for twenty-five live wire 
salesmen to sell on commission a nationally 
known non-competitive line of Men’s Slippers. 
References required. Territories available. 
Maine, North and South Carolina, Virginia 
and West Virginia, Maryland and Delaware, 
New York City, Ohio, Indiana, Iowa, Arkan- 
sas, Louisiana, Washington, Montana, Colo- 
rado, Vermont, Florida and Alabama, Eastern 
Pennsylvania, New Jersey, New York State, 
Michigan, Iilinois, issouri, Texas, Oregon, 
California, Idaho. Address C-176, care Boot 
aoe Shoe Recorder, 207 South St., Boston, 
ass. : 


WANTED—Wide awake salesmen with estab- 
lished trade to sell our line of Infants’, 
Children’s and Misses’ Turns and Stitchdown 
in Indiana, Illinois, Iowa, Kansas, Arkansas, 
Texas, New Mexico and California on 7% 








* commission basis. Give full information as to 


experience in your first letter. The Rehr Shoe 
Co., Orwigsburg, Pa 








A SIDE LINE salesman wanted to carry a 

good paying commission line for immediate 
and fall business. State what line now carry- 
ing in first letter. Address C-169, care Boot 
and Shoe Recorder, 189 W. Madison Street, 
Chicago, III. 





WANTED—Several men for following States: 

Texas, Oklahoma, Arkansas, Tennessee, 
Kentucky. Travel by automobile. State where 
you live and territory now covering. McKays, 
Stitchdowns, Leggings. Hagerstown Shoe & 
Legging Company, Hagerstown, Md. 





WANTED—Live wire salesman with estab- 
lished trade to represent us on a strictly 
commission basis in Alabama, Arkansas, In- 
diana, Towa, Kansas, Kentucky, Louisiana, 
Ohio, North and South Dakota. Line consists 
of fast eciling, snappy women’s novelty Mc- 
Kays at $3.35 to $4.50. Applicants must be 
in a position to finance themselves and cover 
tory in a car. References must accom- 
pany application, otherwise will not be con- 
sidered. Address C-168, care Boot and Shoe 
Recorder, 207 South Street, Boston, Mass. 








woreomsa Th 


_—~@ tt maa we th 


Sham & th et eee 
































June 26, 1926 


BOOT AND SHOE RECORDER 





215 























SALESMEN WANTED 





LINE WANTED 





POSITION WANTED 








SALESMEN WANTED 


A manufacturer of women’s rt welts 
rade 


representatives. Only with succese- 

ful record desired. Waite © giving full ex- 

perience and territory desired. All re- 
lies treated confidential. Address 
-170, care Boot and Shoe Re- 

= corder, 207 South Street, Boston, 
ass. 











ANTED salesmen to carry a manufacturer’s 
line of popular priced McKay Novelties 
either exclusively or in connection -. —_— 
non-competing line. State line 
ent if any and give references. y vt say ‘cl 46, 
care Boot and Shoe Recorder, 207 South St., 


Boston, Mass. 
SALESMAN WANTED—Man to cover Mid- 
dle West with a line of children’s stitch- 
down shoes for established manufacturer. 
Calling on jobbers, department stores and 
chain stores, on commission basis. Must 
thoroughly acquainted with the trade. Ad- 
dress C-188, care Boot and Shoe Recorder, 
9th Floor, 239 W. 39th St., New York, N. Y. 











WANTED—A few live wire men to sell auto 
heel protectors to retail shoe stores. They 
are indispensable to venee drivers. Liberal 
commissions and quick sales. Address E. T. 
GILBERT MFG. CO., ROCHESTER. ae A 





Aaa for jobbers’ general line to cover 
New York, New Jersey and Connecticut 
territory. Address C-194, care Boot and Shoe 
Recorder, on Floor, 239 W. 39th St., New 


York, 

SALESMAN for Virginia—Travel by auto. 
Stitchdowns, McKays, Leggings. State ter- 

ritory you are covering. Hagerstown Shoe & 

Legging Company, Hagerstown, Maryland. 














LINE WANTED 





WANTED—By high grade salesman, ladies’ 
line to retail near $7.00 to $10.00. Only 
a line of highest merit and suited for larger 
trade considered. Territory California, where 
for over ten years (with one line) have had 
established business with the best trade. Would 
consider adding Salt Lake City or Washing- 
ton and Oregon. Best reasons for wishing to 
change. Fully able to do own financing. Ad- 
dress W. R. Cc. 615 Underwood Bldg., San 
Francisco, Calif. 





MANUFACTURERS ATTENTION 


Would a hustling young man fit into your 
selling force? I have a successful record 
selling footwear in New England. Now 
employed but want greater opportunity. 
Will consider any reliable line. What 
have you to offer? Address C-182, care 
Boot and Shoe Recorder, 207 South 
Street, Boston, Mass. 











SALESMAN, 27, married; five years in the 
shoe business; now employed as buyer and 
manager of retail store. Wish es to connect 
with live house, men’s, women’s and children’s 
line. Maryland and Delaware. Has automo- 
bile. Lives in territory, Best references. 
Address C-186, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





WANTED—Line of popular priced women’s 
novelty McKays, either to make up or in 
stock; or misses’ and children’s McKays, for 
New York City district. Have following. Ref- 
erences. Or, what have you to offer? Ad- 
dress C-189, care Boot and Shoe Recorder, 9th 
Floor, 239 W. 39th St., New York, N. Y. 





WANTED—By salesman now covering parts 
of Southeast, a factory line of women’s 
snappy footwear to retail at seven to ten dol- 
lars—to sell volume buyers of the Southeast. 
I know the trade—the trade knows me. Pre- 
fer St. Louis, Chicago or Brooklyn line. Avail- 
able July is. References exchanged. If your 
s lo 


fit—don’t answer. Address 
Shoe Recorder, 207 


not 
C-195, care Boot and 
South St., Boston, Mass. 


WANTED—By high grade salesman, snappy 
line of po naenee > foe priced McKays, 
~ A 3 for East 


Jersey. 
59th pra Philadeiphia, Pa. 


mnsylvania and South- 
gin L. W., 913 Se. 





WANTED—Novelty — Shoe that carries the 
Snap and Price; have thorogood trade 
with Sample Rooms in Cleveland and Detroit. 
Strictly commission, Highest credentials. Ad- 
dress details C-196, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 


YOUNG MAN, 34 years old, married, with 
established trade in New "Jersey for the 
past fifteen years, wishes to connect with a re- 
liable house carrying children’s, misses’ and 
growing girls’ shoes. Can furnish best of ref- 
erences. For further information write to 
C-192, care Boot and Shoe mesersere 9th Floor, 
239 W. 39th St., New York, 





YOUNG MAN, many years’ road and retail 
shoe experience, desires manager and 
buyer’s position in small town Pennsylvania, 
New Jersey or vicinity. Best references. Ad- 
dress C-193, care Boot and Shoe Recorder, 
616 Perry Bidg., Philadelphia, Pa. 








FOR RENT 


FOR RENT 












district. 


Unusually Desirable Office and Salesroom for Rent 


Centrally located in middle of New York City shoe 
Light, commodious rooms, where one line 


or two non-competing lines could be displayed. 


C-184, Care Boot and Shoe Recorder, 239 West 39th St., 9th Floor, 
New York, N. Y. 
























FOR RENT 


For term of years from July Ist, 
1926. Store, 30 x 75 feet, 344 
Main St, PATERSON, N. J. 
Shoe store for 15 years. 2 blocks 
from main business corner. An- 
nual rent, $3,600. 


COHN & COHN 
2 Rector St., New York, N. Y. 











STORE ROOM for rent in 100 per cent loca- 
tion for men’s or ladies’ goods; 18 x 150 ft., 
three floors and basement. For information 
write Leo Schear Co., Evansville, Indiana. 








FOR SALE 





A PROFITABLE shoe business for sale at a 

sacrifice price. Address C-165, care Boot 

cod Shoe Recorder, 207 South St., Boston, 
ass. 








HELP WANTED 





ANAGER for New York store of men’s 

chain. Attractive proposition for high 
caliber man, thoroughly experienced in_han- 
dling help and catering to retail trade. Write 
fully in confidence. Address C-191, care Boot 
and Shoe ~—'* 9th Floor, 239 W. 39th 
St., New York, N. Y. 





MISCELLANEOUS 















GOLD and SiLVER KID SHOES 
renewed HZ OREAM 


by — ——e 


8. APRILE— 
G1 West 50th St. 





TER 
New York 

















WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy 
your surplus or slow sellers. Quantities 
no object. Retail or whol ie. Short 
Wire ro h oy ® 7 Godsenpentiones 

one nce 
confiden Established 1890. 


MAX GLAUBERG 
- = Grand Street, New York City 
@ also purchase clothing, hats, - 
nishing goods, etc. 4 Dock ona 








CASH PAID 


for shoe stores or surplus stocks of 
shoes or for other merchandise. Leases 
taken over. We will send a repre- 
sentative to investigate and make 
offer upon request. 


Kalter Cort. Seren hz Co., Ime. 
—,. way, New York City 
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\ f 
The big H-W line 


of shoe store chairs 
covers all seating 
needs. Investigate 
our free seating 
service. 





OFF. 


‘ Heywood Y Gikefield | 


Baltimore, Maryland Les Angeles, Calif. 
M New York, N. Y. 

. ¥. Philadelphia, Pa. 
Chicago, Illinois Portland, Oregon 
Kansas City, Mo. San Francisco, Cal. 
St. Leuis, Missouri 











—uummee  Milbradt 
7 Ladders 


made for 40 years 
by the origina] in- 
ventors. 
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Made in all styles 
to suit any shelving 
condition. 


ee 


; 


i 


™ 
sat il 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 


mA 


—SNAKES— 


Genuine and Imitation 
ALLIGATORS 


Exquisite Pastel Colors with 
Gold or Silver Veins 
LEATHER DE LUXE CO. 
47 West 34th St., New York 


“Largest Importers 
Nevelty Leathers” 




















WINDOW 
DISPLAY 
FIXTURES 


Made by 


Segall & Sons 
933 Arch St. 
PHILADELPHIA 


Are Business Getters 
Send for Catalog and Prices 





| Kenilworth 


Asheville 
Nie oe 
































Phos Carton 
Labels 


ae é S73 
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BOO BOO 904 90% 90% 90% S04 90% 904% 90% 90% 9 0 904 BO DODO Om. 























IDEAL ROLLING 
LADDERS 


are 
25% Ch 
~t-—"] 
Write for Oatotos 























HOME HOSPITALITY 
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WANTED TO PURCHASE 








CASH PAID 


for entire shoe stocks or us stocks 














Sell Us Your Left Over 


New York Export Purcuasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








ATFRACYTIVE 
SHOE CARTONS 
RNO 


"RICE-SERVICE-OQUALITY 
THAT SATISFY 


at Bre. 
a 


“ > LEXMINGTON AVE 
BROOKLYN &.Y 


Complete set of les upon reques 
without ob tion. ° 





_— 


-ONKEN } 


Made Only of Wood 
for all lines : 
IMMEDIATE 
SHIPMENTS 
Send for Catalog 
be Srey hetos 
CINCINNAT?, & 


nersi Pntures o Crow Cones 
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Craddock Terry Add to 
Chicago Space 

The Craddock Terry Company of 
Lynchburg, Va., have added another 
office to their Chicago sales depart- 
ment and Manager Dave Marks now 
occupies a suite of three offices in 
the Security Building which houses 
the Universal line, the Craddock 
Terry line, the McElroy Sloan line 
and the Harsh Chapline line of 
men’s work and dress footwear. 
This gives Chicago merchants an 
ideal service from the organization 
and complete sample concentra- 
tion. 

Plans have been made for the an- 
nual outing of the Shoe and Leather 
Association of Chicago to be held 
at the Westward Ho Golf Club 
Tuesday, June 29. The field day of 
golf and outdoor sports will be open 
to all members of the Chicago shoe 
trade and if this years’ meeting is 
half as enjoyable as last year, the 
entertainment committee will de- 
serve to be congratulated. Secre- 
tary Harold ‘Stafford at 209 West 
Lake Street is handling arrange- 
ments. 


Rhode Island Outing 


PROVIDENCE, R. I., June 22.—Al- 
though the details of the program 
are not yet complete, the committee 
in charge of the annual meeting of 
the Rhode Island Shoe Retailers’ 
Association have made sufficient 
progress to guarantee that it will be 
the most enjoyable gathering ever 
held by the association. The day’s 
outing will be held July 14 at Chop- 
mist Inn, Scituate, R. I. A program 
of sports and entertainment is being 
arranged by a committee headed by 
Fred S. Fenner and consisting, in 
addition to Mr. Fenner of Roy S. 
Whitmore, J. A. Veroneau, Harold 
Ballou and John Wilson. 


New Shoe Fastener on 


Market 


Waldes & Co., Long Island City, 
manufacturers of Koh-i-noor fas- 
teners have developed and are now 
marketing an ornamental shoe fas- 
tener under the Koh-i-noor name. 
The fastener replaces the button on 
strap shoes. An ornamental piece 
fits into the button hole, while the 
shaft and ball is placed in the usual 
position occupied by the button. The 
fastener closes with slight pressure 
and holds securely. It is easily re- 
leased as are the more familiar dress 
fasteners of the Koh-i-noor type. The 
new device is being patented. It is 
readily changeable from one pair of 
shoes to another and the ornaments 
are made in a sufficient variety to 
provide a suitable ornament for each 
dress and shoe. 


M. A. and N. N. Levine 


Sell Hosiery 


M. A. and N. N. Levine, New Eng- 
land representatives for the Kraem- 
er Hosiery Company of Nazareth, 
Pa., have taken over New York 
State territory except Brooklyn and 
New York City, and New Jersey 
and will call to see their trade once 
a month. 


Travelers’ Council to Stage 
Big Smoker 


In connection with the annual 
convention of the National Coun- 
cil of Traveling Salesmen’s Asso- 
ciation, June 29 and 30, at the Ho- 
tel Pennsylvania, New York, a big 
get-together smoker of all sales- 
men will be held in Madison Square 
Garden on the night of June 28. 
The program consists of 12 ama- 
teur boxing bouts, under the au- 
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Metal Shoe Fitting Stools 


and Floor 
Mirros 


Ne. 141 


Write for 


wre tor THE CHICAGO 
end Prices WIRE CHAIR CO, 


621 N. La Salle Street, Chicage, Il. 











spices of the Metropolitan A. A. U. 
and a big surprise. F. L. Arm- 
strong, president of the Boot & 
Shoe Travelers’ Association of New 
York, and also president of the Na- 
tional Council, is urging every 
shoe salesman to attend the smoker 
and the convention sessions. 


George McCoy Dead 


DENVER—George C. McCoy, one of 
the oldest shoe manufacturers in 
Denver, died recently at his home in 
this city, where he had lived the last 
thirty-eight years. Mr. McCoy was 
largely responsible for the develop- 
ment of shoe manufacturing in Den- 
ver, having induced several large 
manufacturers to invest their 
money here. Born in Steubenville, 
Ohio, in 1850, he practiced his trade 
first at Bellaire, Ohio. In 1879 he 
opened a business at Eighteenth 
and Larimer Streets and later oper- 
ated a plant at 1624 Champa Street. 
Surviving him are a daughter, Mrs. 
Frank A. Hess, and a grandson, 
Lewis F. Hess, both of Denver. 


LA BELS 


Come to 


the firm where the better carton labels are made. 


Write to the firm who have the artists that have originated 
and designed most of the famous labels in the country”, 


TOLMAN - DAVIDSON ADVERTISING PRESS Inc. 


NOT CONNECTED 


400 Warren Ave., Brockton, Mass. 


WITH ANY 


OTHER FIRM 
Boston Office and Show Rooms 176 Federal St. 
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Success Furniture Corp., St. Louis and 

EG ES hob deg cuesesesccctsoos 216 


Vanity Novelty Works, Brooklyn, N. Y... 152 
Weil, Leon, Inc., New York and Paris.... 211 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Dunbar Pattern Co., Brockton, Mass... .26-27 
Earle Shoe Pattern Co., Brockton, Mass.. 212 


Nu-Shine Co., Reidsville, N. C............ 211 
United Last Co., Boston..............0+. “eed 
United Shoe Machinery Corp., Bos 

Ms: Scccesess oes Sra Cover, 24, ie, 132 
Whittemore Bros., Cambridge, Mass...... 146 


* MISCELLANEOUS 


American Tel. and Tel. Co................ 56 
Atlantic Printing Co., Boston, Mass...... 212 
Boot and Shoe Workers’ Union........ 202-203 
Boston Shoe and Leather Fair.......... 143-144 
Glauberg, Max, New York City........... 215 
Kalter. Cerf.-Co., New York City......... 215 
Kenilworth Inn, Asheville, N..C.......... 216 
Kirsch-Blacher Co., New York City...... 207 
New York Export Purchasing Corporation, 
Be SE GS wiKca dc owes Sees cow cede 216 
Shoe Trades Journal, Leicester, Eng...... 200 
Tolman-Davidson, Brockton, Mass..... os Sa? 
Tolman Print, Boston, Mass......... covce S88 
United Hotels Co. of America......... -- 168 
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SHOE 
WISDOM 


WEE men profit by counsel 
with those who have 
tasted success. 
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Success in the shoe business 
comes to the buyer with ability 
to choose the right 


STYLE in shoes that are 
DEPENDABLE 
at the right PRICE 


See the New These are the three cardinal 
Lyons & Hershenson features of the Lyons & Her- 
Line for Fall at the shenson Line. 


BOSTON SHOW 
BOOTH No. 26 ~“e ad 


BEN WEINER, In Attendance 
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Lyons & HERSHENSON 


Boston Salesrooms 
207 ESSEX STREET 


Factory at 
CHELSEA, MASS. 
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When writing to advertisers please mention Boot anp SHOE RECORDER 
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Shoe Men— 


Rogers Brothers heartily 


welcome you to Boston 


and invite. you to see their 
authoritative presentation of 
precisely the footwear the 
smart woman will wear this Fall 


FIRST SHOWING JULY 
59 LINCOLN STREET 


Corner of Essex Street 


W J] E WERE in the vanguard in the offering of light colors 


have maintained our position for the coming season. No effort has 
been spared, and the results are highly successful—a collection entirely 


NEW—UNIQUE—COMPELLING—as rich, as gay and as vitally alive, 


as only Rogers Brothers can make them. 


Sold by success- 
ful stores. Per- 
haps that is one 
reason they are 
successful. 


6 


last year, and 





Footwear for 
every require- 
ment that sell 
and bring you a 


profit. 











